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hike General Motors helped the 
industry boost its assembly opera- 
tions 134,033 units last week, 
compared with 133,489 units week 
earlier and 109,761 assemblies dur- 
ing the week ended Jan. year 
week’s output brought car 
assemblies for the month 
estimated 297,458 units—a 14,206- 
unit boost over the same period 
1957—but left almost im- 
possible for the industry meet 
the 550,000 goal for the month 
forced halt assem- 
bly operations for more than 
week due the strike 
Pittsburgh Glass Co. 


Ford, Lincoln, Rambler and 


Auto Production 
Peril Glass 
Strike Continues 


Frank Gawronski 
Staff Writer 


15-week strike 13,000 
workers eight plants the 
Pittsburgh Plate Glass Co. pos- 
ing serious threat automobile 

Pittsburgh Plate the major 

Supplier automobile glass 
Corp., American Motors 

Studebaker-Packard 

and furnishes about percent 

needed Ford Motor Co. 
Chrysler began shutting its 
plants last Friday (Jan. 

windshields and other 

According Chrysler, least 
workers nine plants across 
country will laid off the 
this week. addition, basic 
plants, employing 

16,000, also will affected 
the assembly 


MERICAN MOTORS relied 

heavily supplies from Pitts- 
Plate before the Al- 
the firm reportedly has 
another source supply. 
also has 
other supply sources and 
not expect feel any serious 
pinch even the dispute 
Mould continue. 

However, both American Mo- 
and Studebaker-Packard 


a 


glass, Spokesmen for the 
firms said the supply has 
(Continued on Page 61, Col. 4) 
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Rising Sales Spur Hopes for Strengthening 


Car Stocks Edge 540,925 


Maynard Gordon 
News Editor 

slowed down the inventory 
buildup last month and bolstered 
hope for stronger market than 
dealers experienced the early 
months last year. 

Only 80,594 domestic cars were 
added dealer stocks Decem- 
ber, bringing the inventory 
estimated 540,925 units. This 
was gain 17% percent from 
the 460,331 stockpile Dec. 

The sales setup, coupled with pro- 


Car-Output Pace Tops 
Week’s Run Hits 134,033 


RETURN six-day operations Studebaker were the only makers 
Rambler plus slight output schedule six-day operations last 


week. All others, including the 
seven Buick-Oldsmobile-P ontiac 
field plants, were five-day sched- 
ules. 

estimated 8,400 Ramblers 

built last week compared the 
previous high 7,989 the Dec. 
week. Studebaker scheduled 3,- 
558 cars last week, slightly below 
the previous week’s 3,780. 

Chevrolet, although working only 
five days, continued pace the 
industry last week with output 
estimated 36,081 units—down 
slightly from the 36,200 assemblies 
week earlier. 

second place was Ford division 
with 29,730 assemblies last week, 
compared with 30,227 cars week 
earlier. Ford worked four its 
assembly plants the last two Satur- 
days, but work stoppage its 
Chicago plant Monday last week 
helped drop division assemblies 
below the previous week’s total. 

Chrysler was forced discon- 
tinue car output Friday its 
Plymouth plant Detroit, the 
Evansville (Ind.) Plymouth as- 
sembly unit and the Dodge- 
Plymouth plant Newark, Del. 
The Dodge and DeSoto-Chrysler- 
Imperial plants Detroit and 

the assembly unit Los Angeles 
will affected this week. 

three Detroit plants 
and West Coast unit will not work 
today (Jan. 19) tomorrow (Jan. 
20). They will resume operations 
Wednesday and round out the 

erations affects some 24,600 
Chrysler Corp. workers and marks 
the first production stoppage since 
the settlement the Dodge strike 
shortly before Christmas. 

Resumption full production 
Chrysler plants will depend 
how soon normal production and 
shipment schedules can re- 

(Continued on Page 61, Col. 3) 


duction delays, left more than two- 
thirds the dealer body with 
shortages some models year’s 
end. Lowest-priced six-cylinder 
sedans, Thunderbirds and convert- 
ibles led the scarcity list. 

* 


WAS also estimated 
News that inventories 


Dealer Chiefs Visit Show— 


imported cars totalled 55,000 
units through last year. This 
compared with import stockpile 
52,516 cars the end 1957. 
the average, the domestic-car 
stockpile reflected 39-day supply 
Jan. the prevailing sales rate. 
supply was reported 
the end November, when dealers 


NADA officers and directors took time from meeting last week visit the 
Washington Show. From left are James Moore, acting executive vice-president; 
Fred Sutter, NADA immediate past president; John Lander, treasurer; 
Galles jr., president-elect; Birkett Williams, first vice-president; Norman Wearne, 
show committee member; Dean Chaffin, NADA president; David Castle, honorary 


director; Joseph show chairman; White, secretary-elect; 


Leftwich 


Sinclair jr., regional vice-president, and Mike Murphy, show manager. 


Far-Reaching Impact Seen 


Ford Back Financing 


Kenneth Kelley Jr. 
Staff Writer 

MOTOR CO. last week 

announced was returning 

the new-car financing field 
move that will have profound 
effects auto retailing and financ- 
ing. 

The company’s announcement 
was brief: 

“Ford Motor Co. planning 
enter the new-car financing field 
but details our plans have not 
been completely formulated.” 

was understood that the com- 
pany made the announcement after 
rumors the move began 
heard with increasing frequency 
Detroit and New York. 

There was immediate indica- 
tion that other auto producers 
would join Ford and General Mo- 
tors the finance field. GM, 
course, has had its General Motors 
Acceptance Corp. since 1919. 


companies generally 
had little immediate comment. 
Universal CIT, successor the 
original Ford finance unit, took the 
view that would able hold 
its own auto financing despite 
the additional competition. 

The brevity the Ford an- 


Inside Automotive 
Something new NADA show, Page 24. 


How many cars the road? Page 
Used-car dealer news, Page 54. 

Cadillac’s new Brougham, Page 
Territory security—pro and con, Page 


nouncement and the lack re- 
action the move left the 
air number questions the 
future auto financing. 


One unanswered question con- 
cerns the effect the Ford financ- 
ing affiliate will haye floor- 
plan rates GMAC has 
been able offer dealers 
floor-plan money for less than its 
independent competitors, the dif- 
ferential usually ranging from 
one-half one percentage point. 


The differential, which can mean 
year for the dealer who consistently 
carries large stock cars} may 
matched the Ford liate. 
the lower rate were offered 
both GMAC and the Ford affiliate, 
rates independent finance com- 
panies would under pressure. 


ORD’S move into the finance 

field will probably have little 
effect the interest rates paid 
consumers for auto credit. All fi- 
nance companies operate with 
relatively small amount equity 
capital and borrow the bulk 
funds they need meet the de- 
mand for loans. 


The Ford affiliate would get its 
borrowed money from the same 
sources—the commercial paper 
market, banks and the bond 
market. probably would pay 
the same interest its borrow- 
ings any other large finance 
firm, 

However, there are reports that 
GMAC can offer auto loans some 
areas which the monthly pay- 
ments are shade under those 
competitors, addition, saving 
floor-plan costs thought 
make lower selling prices possible 

(Continued on Page 59, Col. 1) 


Per Year, Per Copy 


were finding extremely difficult 
display adequate inventories. 

Dealers and factories alike will 

grateful retail deliveries 
hold the December rate 
approximately 425,000 through 

January and February. Such 
pace would prevent inventories 
from running out hand the 
spring. 

The recession 1958 dawned 
with New Day. New-car 
stocks, which had jumped 
non-alarming 120,259 units De- 
cember, bounced another 126,000 
units January sales nor- 

(Continued on Page 4, Col. 1) 


Climb 
9-Month Peak 


Tradeins Pile 
Retailing Sags 


Robert Lienert 
Associate Editor 


TOCKS unsold used cars held 

franchised dealers soared 
according News’ es- 
timates based field reports. 

The average dealer’s stock was 
good for 39.3 days selling 
this month opened, compared 
with 27.2-day supply month 
earlier. was the first time since 
Sept. that such stocks had risen 
above the theoretical 30-day 
limit. 

Used-car supplies, however, have 
grown steadily since last year’s 
lowpoint was recorded Oct. 

upsurge used-car stocks 

the month preceding the 
Jan. census date resulted from 
strong new-car activity (with 
resulting torrent tradeins) 
time when used-car retailing was 
relatively low ebb. 

Nearly all dealers contacted 
Automotive News reported activ- 
ity their used-car lots had 
slowed considerably. 

dealer the Rocky Mountain 
area said activity was lower and 
prices softer than any time 
several months. 

Chicago volume dealer said 
that retail activity was down but 
that the wholesale tempo had 
picked up—except for models. 

* * 
reports increased 
used-car business came from 
(Continued on Page 4, Col. 3) 


Wagon Popularity 
Hiked Again in’58 


Martin Whitmyer 
Staff Writer 

TATION WAGONS continued 

move forward consumer pop- 

ularity last year, taking percent 
production the lowest-priced 
field. 

industrywide basis, wag- 
ons just missed finishing second 
the resurgent four-door sedan 
the model run. The four- 
door sedan led with 34.61 percent. 
Bunched for the next three 
places were: Two-door sedan, 
16,39 percent; two-door hardtop, 
16.25 percent, and station wagon, 
record-breaking 15.39 fourth 
place. 

The four-door sedan led the com- 
bined, hardtop total after lagging 
behind during the run, The 

(Continued on Page 57, Col. 1) 


— 


AUTOMOTIVE NEWS, JANUARY 19, 1959 


Big Experts Give SAE Predictions Things Come... 


‘Flaps’ May Help Brake Car 


DETROIT. The auto 1980 
may have roof “transparent 
steel” and wind “flaps” aid 
braking. may have wheels and 
tires for “support, tractive and di- 
rectional control.” 

And may the day the 
road train and the land cruiser 
with automatic controls, steering 
bars replacing steering wheels, 
and radar equipment. 

These were some possibilities 
suggested Big Three engineer- 
ing and styling experts the an- 


Reduces Smog— 


VanDerveer, Ford Motor Co.'s engineer- 
ing reseorch office, display the Ford 
alytic converter, device which reduces 


James left, and 


the exhoust hydrocarbons believed 
contribute smog formation. The 
developed port cooperative re- 
search program the 
mobile Monvufacturers Assn., contoins oa 
vanadium pentoxide catalyst developed 
that the device would cost “approximately 
$150, adding that mass pro- 
duction might find the price somewhot 
below thot figure. The unit wos described 
Engineers. 


AMA Reports 


nual Detroit meeting the Society 
Automotive Engineers last week. 


Jack Charipar, Plymouth chief 
engineer and product director, 
ruled out rear engine the car 
tomorrow. 


“The require- 
ment and the production econom- 
single-chassis design for all 
body styles will militate against 
any possible use the rear en- 
gine,” said. 

added that with light, com- 
pact engines mounted forward and 
low, the 1980 car will have very 
small tunnel, any all, its 
low, roomy floor. 

The 1980 tire will have very 
low inflation pressure and will play 
increasingly important role 
vehicle suspension, Charipar pre- 
dicted. 

These tires will puncture- 
proof and virtually indestructible, 
forecast, and will mounted 
wheels provide brake cooling 
needed for high-speed operation 
positioning brakes away from the 
wheel mounting the rim di- 
rectly the brake drum. 

also envisioned elastic fuel 
“cells” inside front fenders 
other unused parts the car, 
tems, color-filled metals that re- 
quire polish and “space- 
frame” body structure. 

Joseph Bidwell, Research 
Laboratories, said the 1980 car 
probably will propelled 
spark-ignition engines better 
versions engines that propel 
them today. 

Reviewing various forms en- 
gine possibilities gas turbines, 
steam, battery electric, fuel cell, 
solar-electric and nuclear—he em- 
phasized that none appears ready 
for commercial use 1980. 

“Better road information com- 
munication and complete auto- 
matic control for highway opera- 
tion will here 1980,” Bidwell 
said. 

Maguire, chief interior 
ist Ford Motor Co., said new 
concepts roads and new ap- 
proaches automotive controls 


Big Stride 


Smog Control Device 


DETROIT.—The automotive in- 
dustry has achieved “research 
breakthrough” its five-year-long 
scientific search for practical ways 
reduce engine exhaust emissions 
that may contribute Los Angeles 
smog, Harry Williams, managing 
director the Automobile Manu- 
facturers Assn. said Friday. 


Work the problem now has 
moved from basic research the 
engineering development and road 
testing stage, Williams stated. 


This was revealed, said, five 
technical papers presented here 
the 1959 meeting the 
Society Automotive Engineers. 


The SAE papers reported 
Progress the cooperative study 
motor vehicle exhaust prob- 
lems carried out through the 
vehicle combustion prod- 
ucts committee. each instance 
they dealt with individual com- 
pany research contributions 
the joint effort. 


was disclosed that engineers 
have developed and tested three 
‘types experimental exhaust 
treatment methods capable re- 
ducing hydrocarbon emissions from 
percent more than percent, 
under various test conditions. 


The reports also pointed seri- 
ous operational shortcomings and 
complications that will require 
great deal additional study, test- 
ing and development before any 
the methods could made 
practical and dependable enough 
for commercial application. 

Two the methods, reported 
detail for the first time, 
have been developed into complete 
automobile exhaust system proto- 
types. These are flame-type after- 
burner and low-temperature cata- 
lytic converter designed oxidize 
burn hydrocarbon fumes. The 
third method high-temperature 
catalytic converter. the devices 


have been tested automobiles 
under operating 

One the main achievements 
reported the papers the 
development two catalysts that 
will remove the undesirable 
emissions without breaking down 
under the lead present modern 
automotive fuels. This has been 
major obstacle catalytic 
treatment exhaust gas. 

The low-temperature converter, 
(Continued on Page 60, Col. 1) 


would lead new vehicle designs. 


predicted the road trains and 
huge land cruisers would have 
solariums, dining areas and parlors 
with informal club-car seating for 
conversation and television view- 
ing. 

vehicles designed for inter- 
mediate distances, Maguire said, 
there will ample room for pas- 
sengers move about freely. 
The driver even will able 
put the vehicle under automatic 
control and join passengers 
rear compartment, 

Schmidt, American Assn. State 
Highway Officials, outlined $22- 
million test facility designed 
provide essential data for future 
road design, building and mainte- 


They said will provide engi- 
neers and highway administrators 
with exact knowledge the physi- 
cal requirements highways and 
bridges built for present and future 
motor-vehicle traffic. 


Representatives the Army 
and companies working the 
(Continued on Page 58, Col. 1) 


Ford Edges Chevy 
Tops Appeal 


Minnesotans 


MINNEAPOLIS. Minnesotans 
who have taken interest 
models consider Ford and Chevro- 
let the models which appeal 
them the most. Clustered 
group for second place are Olds- 
mobile, Buick and Pontiac. 


December survey, the Min- 
neapolis Tribune’s Minnesota Poll 
asked cross-section the state’s 
adults: “Do you yourself have any 
interest the new 1959 cars 
they have been appearing the 
market?” 

One out three adults (33 per- 
cent) answered “yes.” The inter- 
ested group includes percent 
the men and percent the 
women, 

Those interested the new 
models then were asked: “Of those 
models which you have actually 
seen, which make car appeals 
you the most?” 

These percentages are based just 
the interested group: Ford, 
percent; Chevrolet, 22; Oldsmobile, 
11; Buick, 11; Pontiac, Rambler, 
Plymouth, Mercury, and 
Chrysler, There also were scat- 
tered references Dodge, DeSoto, 
Cadillac, Lincoln and foreign cars. 

Ford was first among men, Chev- 
rolet first among women. Among 
men, Oldsmobile and Buick drew 
almost many mentions “most 
appealing” did City 
people ranked Ford ahead Chev- 
rolet, but rural areas, Chevrolet 
narrowly led Ford. 


Business Barometer 


Automotive News Economic Index 


108.1 Percent 
106.8 Percent 


Auto Production 

Truck Production 

Auto Registrations—'58 cumulative 

Truck cumulative 

Steel 

Paperboard 

Coal Output—tons 

Oil Refinery 

Electric 

Barometer Freight Car Loadings 

Department Store Sales 

Stock Market Price 

U.S. Governmegt Spending 
year date ......... 


Last Week 
Like Week Last Year 


Percent of 


Percent of Like Week 
Last Week Last Year 


136.7 
159.9 


133,489 
22,154 
4,112,731 
647,123 
2,085,000 
303,880 
6,965,000 
54,443,000 
13,554,000,000 
275,526 
105 

410.0 


123.8 


$49,436,768,000 


Commercial and Industrial $30,786,000,000 


Savings Deposits 
Business Failures 


Common 
Stocks Jan. 14 
42% 


Chrysler... 52% 


Jan.7 
38%, 


Range 
-37% 


$28,338,000,000 


$1,155 
321 


Common 
Stocks 


Jan. 14 Jan.7 
41% 
32% 
13% 


Range 
-27 


(Jan, 19, 1959) 


Looking into Auto Future 


Ford Looks 


Designed Ford Motor Co. stylists, the interior this large passenger-carrying 
vehicle the future envisions greater use controls, indicated 
the radar screen mounted the overhead glass area. The design the product 
Ford's advanced styling studio. 


For Short 


This future automotive interior, devel- 
oped Ford Motor Co. stylists, depicts 
vehicle which might almost 
exclusively for short jaunts. Instruments 
set into binnacle-type steering col- 
umn, while all the controls are the 
door panels and sweeping forward 
ponel. single seat forward accommo- 
dates the driver and there are two seats 
the rear for passengers. 


DeSoto Idea Car— 


Kimberly, DeSoto chief engineer, 
examines his “idea car," DeSoto Cella |, 
which introduces some revolutionary 
ing and engineering principles. lower 
half, cross-section shows arrangement of 


four high-speed electric motors positioned 


adjacent the wheels where they 
drive through short universal-jointed 
independently suspended elimi- 
nating transmission, differential, drive 


shaft and rear axle. 


principle would power the car. 


Million Cars Road 


12-month period ended last 
July saw slowdown the 
rate growth the nation’s pas- 
senger-car rolling stock. 

Cars operation the U.S. 
gain 2.06 percent over the 
51,432,460 counted year earlier, 
according figures compiled 

year earlier, the gain had 

amounted 3.27 percent. 

Numerically, the 1957-1958 period 
ended with year-to-year increase 

1,060,049 cars. the previous 
year, total 1,628,483 cars were 
added those already opera- 
tion. 

* 
nearly half the makes 
recorded, scrappage during the 
12-month period ran ahead new 
registrations. This resulted 
lower cars-in-operation total for 
July 1958, than for July 1957. 

For Kaiser-Frazer, which has 
been out production since 1955, 
and for Nash and Hudson, which 
ceased exist separate makes 
during the 1957-1958 period, such 
reductions were natural. 

Part the loss which showed 
statistically for Nash and Hudson 
also accounted for the fact 
that 1957, Ramblers were in- 
cluded. the 1958 report, Ram- 
blers were counted separately. 

Losses for other makes, however, 


Romney Honored 
He’s Saturday Review’s 


Man the Year 


NEW 1959 citation 
for “Businessman the Year,” 
which Saturday Review awards 
annually, has been given George 
Romney, president and chairman 
American Motors. 

The magazine said Romney was 
cited for his advocacy 
the compact car, the Rambler, 
the interests the average family’s 
transportation budget and traffic- 
congested communities.” 


were the results combination 
other factors. 
losses makes from July 
1957, July 1958, ranked 
descending order, were: Nash, 


(See Table Page 58) 


160,163; Hudson, 113,924; Stude- 
baker, 110,492; Kaiser-Frazer, 
909; Packard, 71,350; Dodge, 41,138; 
Buick, 17,190; DeSoto, 12,037; Pon- 
tiac, 10,855, and Chrysler, 9,172. 
Viewed from the standpoint 
percentages, losses presented 
somewhat different picture. 
order, they were: Kaiser-Frazer, 
25.40 percent; Hudson, 19.09; 
Nash, 15.63; Packard, 13.31; 
Studebaker, 8.18; Dodge, 1.60; 
DeSoto, 1.20; Chrysler, 0.71; 
Buick, 0.41, and Pontiac, 0.32. 
Makes which counted 
number cars operation the 
1958 census date, ranked order, 
were: Chevrolet, 502,613; Ford, 431,- 


001; miscellaneous (mostly for 


eign), 294,942; Oldsmobile, 84,614; 
Cadillac, 80,177; Plymouth, 67,924; 
Mercury, 14,019; Lincoln, 8,978, and 
Willys, 3,768. Edsel, 


cars the road last July Ram- 


bler, not counted separately year 


earlier, was credited with 160,374. 

Again, 
emerged when percent-of-gain was 
computed. Rankings were: Miscel- 
laneous, 63.01 percent; Cadillac, 
7.91; Ford, 4.20; Chevrolet, 4.09; 
Lincoln, 3.05; Oldsmobile, 2.69; 
Plymouth, 1.34; Willys, 1.04, and 
Mercury, 0.62. 

showed increase cars 
operation. States with fewer cars 
the road last July than the 
year-earlier date were Delaware, 
Indiana, Massachusetts, 
Missouri and North Carolina. The 
District Columbia also had 
decrease. 


not 
market year earlier, had 45,869 


different ranking 


75.5 
81.9 
101.3 137.6 
92.2 
ior. 06 
101.0 106.1 
109.3 99.7 
51.2 102.9 


72. 

azer, 
9.09; 
3.31; 
1.60; 
0.71; 


reater 
order, 
431,- 


and 


the 


45,869 
Ram- 
year 
374. 


nking 


was 
dillac, 
4.09; 
2.69; 

and 


states 
cars 


the 


Lware, 
higan, 
The 


NERT 


show the auto industry how im- 


Story with Whiskers 


had gone the way all flesh. 
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Dealer Forum 


PROMOTION man was talking 
the automobile salesman the 
eyes the public. said the 
plan was underfoot. 

From the context, think 
meant under wraps, but perhaps 
more accurate desig- 
When remarked that 
this gradual process, dealer 
commented: 

“Yeah. It’s gradual that 
has been going for years 
now, and look where are.” 

This the big retail dream. 
Whenever outsider wants 


lion. wouldn’t tell, They’d have 
find out, they gave him 
surprise party his home, There 
they wangled for His 
mother sat smiling, happily, 
proudly, corner her little 
old rocker, tatting ... 
just tatting. 

“Finally, someone put the ques- 
tion direct. 

“‘Oswald, just what are you 
doing 

“He was trapped. lie. 
There sat his grey-haired mother. 

“‘Shhh,’ whispered his old- 
est friend. ‘You tell ’em. simply 
But please don’t let mother 
hear. The truth is, automo- 
bile salesman, Poor mother thinks 
with the story how the playing the piano honky- 
ance industry has changed the 


And then the factory man tells 
im: way ahead you always has been ele- 
ment the auto retailing in- 


in 

Then goes into that bit about auto salesman and the 
Automobile Retailing Institute, set 
never got off the ground because, 
one director put it: 

“Half the dealers would 
spending money build the 
reputation auto dealers, while 
the other half would tearing 
down their reputation.” 

That was the day the blitz 
sale. 

Don’t get the idea are knifing 
this idea. This one the major 
needs auto retailing—an upgrad- 
ing the reputation auto re- 
tailing. 

One our suppliers was telling 
having agreed price with 
dealer and, when the time for de- 
livery arrived, the dealer told him 
had charge $200 more. 

know other business,” 
said, “in which businessman 
could get away with such con- 
fidence-shattering tactic and stay 
business.” 

course, the fact that such 
dealers not stay business for 


prove its selling practices, starts 


this came up, recalled 
story had our Ned 
Jordan file. Some years ago, Ned 
was telling this one his dealers: 

“The innocent boy had left Cot- 
tage Grove, Wis., buffet the cold 
world that wicked city, Chicago. 
For year two his friends heard 
nothing. They decided that he, too, 


“Even his poor old mother 
never had line that revealed 
the tragic truth. One day the boy 
turned up, looking sharp 
afternoon outfit, snappy derby 
with rakish tilt, walking stick, 
patent-leather boots and puffing 
coffin nail (as cigarets were 
that day) with air 
Astor’s mohair horse. 
“What could doing Chi- 
cago? must making mil- 


Roger Dean Sued 
Ex-Employe 


long. 
Dean Chaffin, president 
CHARLESTON, Va.—James| said November that 


Danter has filed $100,000 slander 
suit against Roger Dean, Chevro- 
let dealer. former employe 

Danter’s attorney said his client 
contends that Dean called him 
thief and liar” the presence 
persons last summer. 


dealers were folding the rate 
400 month. And dealer, com- 
menting this, said that his 
opinion many the failures could 
business. 

One the ways which you 
don’t get repeat business 


According Danter, Dean’s al- 
leged conduct caused him great that destroy public 


embarrassment and made diffi- 
cult for him get another job. Time Get Started 


LONG past the time when 
should stop excusing our 
sins with the line that “this 
horse-trading business.” 

For all this talk about horse- 
trading, people expect auto 
honesty. 

there ever comes day when 
the whole industry looked upon 
with trust, will because some 
one INSIDE the industry took the 
initiative. 

can’t look the Better 
Business Bureau even Con- 
gress wash our sins away. 

This, seems me, one 
the fundamental problems auto 
selling that must faced. 

Discussing such promotion, 
dealer said that the morning mail 
auto dealers filled with hun- 
dreds ideas for promotions. 
There are many them that 
the dealer confused. soon 
gets taken the day’s rush, 
ironing out complaint here, try- 
ing help close sale there. 

Before long the dealer decides 
that all the ideas are just 
gimmicks anyway, they 
into the waste basket. 

Perhaps dealers, too, are waiting 
for the promotion that attacks the 
fundamental problem auto sell- 
ing. may past time that the 
factories took this promotion from 
“underfoot” and started run 
with it. 
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End Auto Row 
Buffalo Chevrolet Deal 


Closes Doors 


BUFFALO. Chevrolet, 
Inc., the last dealership once- 
thriving auto row the Broadway- 
Fillmore area, will stop its opera- 
tions 653 Fillmore Ave. Jan. 

President Fred Gillogly said 
arrangements are being made 
service customers’ vehicles an- 
other location. said plans 
remain the auto business and 
will give details later. 

“Our closing due changing 
populations and marketing condi- 
tions and not due any insolvency 
the part company,” Gil- 
logly said. 


Dealer Storm Grows 
Over Plans Seek 
Territory Security 


storm over territory security 
appears gathering force. 
Reported plans NADA seek 
legislation which would permit the 
factories reinstate territory se- 
curity has brought loud protests 
from many dealers. 

Reports from dealers indicate 


Greenwald Celebrates 46th Birthday— 


Employes and customers participated cutting 46-pound birthday cake 
Greenwald Auto Co., New Kensington, Pa., celebrated its 46th year Ford dealer. 
From left Wilbert Gilkey, general manager; Falkner, who purchased his 
first Ford from Greenwald 1914; Fred Lyle, president; James Lasher, who has pur- 
chased new Ford every year for years, and Ackley, vice-president. 


Plot Evade Sales Taxes 


John Teahen Jr. 
Staff Writer 

tale bootleg- 
ging, alleged sales tax violations 
and false affidavits unfolded last 
week the State Michigan 
brought warrants against per- 

Nineteen those named the 
warrants were officers em- 
ployes Detroit-area dealerships 
the time the alleged offenses. 
The others are with auto “rental” 
“brokerage” firms. 

The State estimates that about 
3,000 new cars were involved and 
that the scheme has cheated Mich- 
igan out least $200,000 since 
1955. 

Upon arraignment last week, 
defendants stood mute and one 
pleaded innocent. They were re- 
leased $500 personal bond and 
examination was set for Feb. 
and Feb. The other three de- 
fendants had not been arraigned 
press time. 

According Jerry Cohen, as- 
sistant attorney-general charge 
the criminal division, the racket 
concerned violations the law 
under which nonresidents can 
escape the State’s percent sales 
tax when they buy cars Mich- 
igan. 

The purchaser must sign 
affidavit that not resident 
Michigan and that .the vehicle 


Wentworth Heads 


Oregon Committee 


PORTLAND, Ore.—Charles 
Wentworth jr., Portland, has been 
appointed 1959 chairman the 
legislative committee the Oregon 
Automobile Dealers Assn. 

Other members are: Russell 
Bonesteele, Salem; Ford, Coos 
Bay; Marshall Glos, Grants 
Pass; Clark Graham, Portland; 
O’Neil Holloway, Ontario; Harry 
Kendall, Eugene. 

Also, Paul Lea, Medford; Rube 
Leslie, Pendleton; Robert Lovell, 
Astoria; Harry Walther jr., The 
Dalles; Ray Weeks, Burns, and 
James Winde, Klamath Falls. 


will not registered resold 
the state. 

The law was passed 1955 
and stipulated simply that the 
notarized affidavit had 
brought branch office the 
Secretary State when the title 
application was made and the 
sales-tax waiver window 
sticker) was applied for. 

September, 1957, the law was 
tightened. The purchaser then was 
required appear person the 
Secretary State office and sign 
the affidavit the presence the 
chaser may appear power 
attorney. 

The law was abused, Cohen said. 
Many the addresses the affi- 
davits turned out phony and 
titles were returned the Mithi- 
gan Secretary State. The attor- 
ney general received information 
the scheme from outside source, 
and investigation was begun six 
months ago. 

Cohen said that comparing the 

(Continued on Page 60, Col. 4) 


the 


that small-town dealers some 
areas are planning protest meet- 
ings. 

Meantime, letters both sides 
the question continue pour 
News, Below are 


some them. 


Former Sales Manager 


HAVE been reading with great 
interest the many releases 
NADA stating that percent 
dealers favor protective terri- 
tory. wonder how this big union 
arrives this figure. 

have been dealer Los 
Angeles for years—not mem- 
ber NADA—and have never 
been asked for opinion 
dealer. 

Years ago, factory repre- 
sentative (general sales manager, 
Chrysler division), was charge 
the New England states when 
had protected territory. 

time endeavoring secure checks 
from the aggressive dealers pay 
the non-aggressive dealers for cars 
sold their territory. 

Strange may seem, the 
dealers did not really 
sell cars out their territory, The 
customers, choice, went out 
their way buy cars from dealers 
where they figured they would get 
good service. 

* 
HAVE spent around years 

factory work and years 
dealer. about fed with reg- 
ulations and organizations, would 
just love let alone that 
can run own business. 

not believe that NADA can 
come with anything like 
protected territory, not 
believe that such percentage 
the dealers want something for 
nothing. 

might interesting our 
legislators Washington know 
how many dealers the are 
members NADA.—Srewart 
President, Munroe Motors 
(Dodge-Plymouth), Los Angeles. 

Note: Challenged pre- 
viously the 75-percent figure, 
James Moore, acting executive 
vice-president NADA said the 
wrong impression had been 
gained from report his 
dealers Dayton, Informal 
polls Pennsylvania, said, 
indicated percent the deal- 
ers there favor protected 
territories.) 

> 


Controls Beget Controls 


like add few com- 

doubt, endless flow varied opin- 
ions territory security. 

recall from college days, 
the difference between free- 
enterprise system, such 
enjoy, and socialism the degree 
freedom allowed the individual 

(Continued on Page 8, Col. 1) 


Factory sales managers are keeping wary eye 


wreck prospects 


Wemhoft 
Rogers, Times auto editor who’s 


20-year road program 
will tender testimonial dinner Jan. 26, Lynn 


for blitz-type advertising dealers that could 


for nifty 1959, profitwise, for 


dealers. Some chiefs say their dealers enjoyed their 
best profit December many moon... 
“There substitute for selling profit for 1959,” 
warns the Akron dealer association. “People are 
not going walk and take them away from you. 
Salesmanship and outside selling must for 


Missouri dealers are backing the governor’s new 


Los Angeles dealers 


retiring More than half 


the Tennessee association’s members paid their 1959 dues Decem- 


association work ... 
Oregon association will reach its 


Wisconsin dealers have hired new general counsel for 


25th birthday Feb. Cliff 


Nystrom heads Iowa dealers’ legislative committee; Charles Went- 
worth jr., ditto Oregon Observes the Brooklyn dealer bulletin: 
“Wise men are instructed reason; ordinary minds experience; 
the stupid, necessity; and brutes, instinct.” 


Editor, 
Automotive News 
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Inventories Hit 540,925 


Stronger Car Sales 


Slow Stock 


(Continued 


mally slow month nosedived 66,000 
units from the previous year’s rate. 


February proved even more dis- 
astrous. Sales slumped more than 
115,000 cars from the 1957 month, 
and March inventories had 
skyrocketed the year’s peak 
865,566 units. 


UTO BUY NOW weeks were 
cooked quickly shore 
the spring market. They were 
little avail. The “spring boom” 
failed materialize for the third 
consecutive year, and sharp pro- 
duction cutbacks were needed 
stabilize and deplete the glut 
new cars during the sales famine. 
January and February again are 
expected show the way this year 
far cry from past periods when 
the two cold-weather months were 
written off trivial factors the 
auto market. 

Dealers took heart from the 
fact that the December inventory 
gain was nearly 40,000 cars below 
the comparable increase year 
before. There also was differ- 
ence 111,283 units between the 
and 1958 stockpiles for Jan. 
20% percent decrease this 
year resulting from the strikes 
and parts shortages that delayed 
startups. 

Without looking ahead any 
magic impact sales because 
springtime, dealers point the 
first-of-the-year inventory the 


first several factors their 


New-Car Stocks 
Field, Transit 


(Complied by Automotive News) 


Dealers 

Cars Cars In Total 

ta Transit Potential 

Period Fietd te Inventory 
Ending Stockst Dealers Stocks 
Jan, 1, 251,704 188,500 440,254 
Apr. 1, 276,136 158,000 444.136 
daly 1, 211,084 167,500 478,584 
Oct. 1, 208,367 157,800 366,167 
Jan, 1, 51... 306,888 49.900 404,788 
Apr. 1, "G1... 6541 138,500 545.0461 
daly. 1, "Si... 357,606 90,700 448.306 
Oct. 1, "Gl... 250,762 79,500 330,262 
Jan. 1, 62... 224,068 31,008 255 96% 
Apr. 1, 62... 213,391 83.000 296.391 
duly 1, "62... 193,462 34.500 277,962 
Oct. 1, "62... 233,556 000 322.556 
Jan. 1, 63... 83.300 374,971 
Apr. 1, 63... 446,882 400 535,182 
daly 1, 479,008 567.498 
Oct. 1, 519,037 60.900 579,937 
Jan. 428,125 36 600 464,725 
Feb. 1, "S4... 466,176 60 600 526,776 
Mar. 1, "54... 511,122 62.000 573,122 
Apr. 1, "4... 641,911 64.000 605.911 
May 1, "4... 638,775 6x 500 607,275 
dune 1, 503,219 62.500 565,719 
duly 1, 446,065 62.500 508.165 
Aug. 1, "34... 390,854 57,000 447, B54 
Sept. 1. "54... 355,454 50.400 406.054 
Oct. 1, 267,469 29,000 296.469 
Nev. 1, "4... 120,107 37,500 157,607 
Dee. 1,64... 203,453 61,7 265.153 
Jan. 1, 56... 203,881 68.500 362,381 
Feb. 1, "65... 373,573 89.100 462.673 
Mar. 1, "55... 467,655 95.000 562.655 
Apr. 1, "66... 644,038 99.500 643.538 
May 1, 660,341 102,700 763,041 
June 1, 65... 755,498 93,000 848,498 
daly 1, 55... 736,501 77,000 813,591 
Aug. 1,°S6.. 735,447 71,500 806.947 
Sept. 1, "56... 675,964 37,300 713,264 
Oct. 1, 488,475 48,900 638,375 
Nov. 1, °55.... 481,735 87,600 569.335 
Dec, 1, 646,707 77,400 723,107 
Jan. 1, 755,177 53,300 808,477 
Feb. 1, 56... 801,499 6% 870,399 
Mar, 1, 56... 840,089 63,700 903,749 
Apr. 1, 56... 827,977 68,100 898,669 
May 1, "56... 846,285 56,300 902,585 
dune 1, 746,012 52,890 798,902 
duly 1, 56... 613,451 50.568 679.596 
Aug. 1, "56... 551,081 53,026 588,172 
Sept. 1, "56... 456,013 48,382 504,395 
Oct. 1, "56... 288,103 25,900 314,003 
Nov, 1, 56... 212,967 65,008 277,975 
Dee. 1, 56... 318,587 79,656 398,243 
Jan, 1, "67... 461,850 50,168 512,018 
Feb, 1, "57... 561,934 68,100 630,034 
Mar. 1, "57... 664,608 6x .400 733,008 
Apr. 1, "57... 682,790 63,125 745,915 
May 1, "57... 677,705 59,500 737,206 
dune 1, "57... 724,329 63,420 787,749 
duly 1, °567.... 682,121 63,090 745,211 
Aug. 1, °S7.... 645,445 59,300 704,745 
Sept. 1, "67.... 684,484 45,052 729,536 
Oct. 1, "67... 547,549 25,085 572,634 
Nov, 1, "57... 380,740 68.300 449,040 
Dee, 1, "57... 460,149 71,300 531,949 
Jan, 1, °58.... 597,208 55,000 652,208 
Feb, 1, "58.... 725,003 54,100 779,103 
Mar. 1, '58.... 821,566 44,000 865,566 
Apr. 1, '58.... 783,201 45,900 833,201 
May 1, ’58.... 738,464 38,500 776,964 
dune 1, "58.... 704,751 36,500 741,251 
duly 1, 58... 630,598 45,000 675,598 
Aug. 1, '58.... 600,656 30,000 630,656 
Sept. 1, '58.... 455,984 7,700 463,684 
Oct, 1, °58.... 201,397 21,500 312,897 
Nov. 1, °58.... 241,382 45,100 286,482 
Dec, 1, °68.... 387,131 73,200 *460,331 
Jan, 1, °69.... 473,925 67,000 540,925 
? Field stocks include cars actually at 
dealerships, those warehoused by dealers 


and factories, and demonstrators. 


* Revised. 


Buildup 


from Page 1) 


favor this month and next. They 
emphasize that the most ex- 
pected from January and February 
selling pace similar that 
December. And such rate was 
achieved these months two years 
ago. 


ROBABLY the raw taste last 

spring’s inventory bulge ranks 
next favorable marketing in- 
dicator. 


Over-optimistic factory sched- 
uling, based sales expectations 
which never panned out, led the 
glut last March. More cautious 
production planning promised 
this year pending clearer indica- 
tion the depth the market. 
Some plants already have tapered 
off Saturday work. 


evaluating the 1959 market, 
the majority observers have 
forecast domestic-car 
sales. The newness styling, 
particularly for General Motors 
makes and the Studebaker Lark, 
regarded selling magnet 
not present year ago. 


more significance the eco- 
nomic analysts the carryover 
unsatisfied new-car demand from 
the owners older cars who, for 
reason another, failed 


Another missing factor this year 
will the triennial contract hassle 
between the auto makers and the 
UAW. The market undoubtedly 
suffered early setback UAW 
towns, where fears possible 
strike caused economic conserva- 
tism among workers and trades- 
men. 


UAW President Walter Reuther 
sensed the impact 
Big Three earnings early 
date and dropped his costly profit- 
sharing demand. But fears 
nationwide strike persisted through- 
out the summer union negotia- 
tors stretched out contract bargain- 
ing until the introduction 
models. 

All things considered, 1958 
never got off the right foot. 
Dealers managed avoid dis- 
astrous cleanup, but this was one 
the few rays light 
otherwise dark year. 

Persistent shortages models 
among dealers all lines not 
necessarily confirm deeper de- 
mand for new cars this year. 
noteworthy, though, that calls for 
more cars year ago were con- 
fined the Chevrolet Impala and 


Thunderbird. 

lines are clamoring today, 

however. Buick dealers Iowa 
and Oregon are short LeSabres 
and “everything,” respectively. 
Ford dealer Minnesota wants 
six-cylinder jobs. 

Chrysler-Plymouth outlet 
Massachusetts 
and hardtops. does Mercury- 
Edsel-Lincoln dealer Pennsyl- 
vania. 

Chevrolet dealers enjoyed 
rapid pipeline fill December. 
Extensive overtime work 
Chevrolet plants changed short- 
age into volume inventory 
record time, the extent that 
convertibles and sportier hard- 
tops were the only scarce items 
Chevy dealerships generally. 

There remains thirst for econ- 

omy condition which 
keeping Studebaker Lark and 
Plymouth Savoy customers wait- 
ing lists. Studebaker entered the 
market mid-November and 
still hasn’t caught with demand. 
Plymouth was plagued last month 
production tieups. 

The 55,000-unit stockpile im- 
ported cars year’s end embraced 
all foreign makes which enter the 
Volume import sellers were 
abundant supply except 
scattered areas. 

The Volkswagen inventory was 
reported adequate for existing de- 
mand the West Coast, but far 
below orders the books else- 
where. The steady buildup 
import-car stocks other makes 
has pared consumer waiting pe- 
riods sharply. 


* * 
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Brougham 


new Eldorado Brougham, which now limited production, was intro- 
duced last week. The car custom-designed and custom-built and all extras, 
including air suspension and air conditioning, are standard equipment, according 
James Roche, general manager. 


Inventories Reach 
Highest Point Months 


(Continued from Page 1) 


the Upper Midwest and the said that profits were 
Coast. dealer the West upward. 


Roche said. 


said that sales were increasing 
noted that prices were declining 
rapidly late 

result, said, profits 
were poor the late stuff, but 
good other units. 

Dealers reporting slower 
activity generally reported that 
profits were “fair” about 
same recent months. 

Nearly every dealer reporting 
sales activity holding steady in- 


Optimism Abound 
Sales Reports 


One dealer the Pacific North- 
west, however, said was merely 
trying break even his used- 
car lot. 

dealer was ecstatic about the 
money being produced his used- 
car operations. 


this month opened, compared 
with 41.2-day supply the same 
day year ago. Jan. inventories 
1957 and 1956 also were above 
the current count. 

The gain over the previous 
month was whopping 44.5 per- 
cent. was the sharpest month- 
to-month increase reported 


* 


two years’ time. 


Strong Auto Market 


Only 6.7 percent dealers re- 
porting this month held stocks 


average 39.3-day supply 


ges 


optimistic last week they| had few dealers placed them- 
viewed the sales performances this category. month 
their models, Their reports 39.8 percent dealers report- 
low: were able report inventories 
Chevrolet the 15-day 
There was also reduction the 
December sales were within 

percent those December, 1955, dealers the 16-to-30- 
the best December with the total drop- 


ping 33.3 percent this month 


result, all dealers with in- 
said the sales totalled good for days less 


143,518 cars and 27,244 trucks, com- 
pared with 143,935 cars and 27,098 
trucks December, 1955. 

Cole was especially pleased with 
dealer reports for the last 
the month. said they showed 
retail sales 50,498 cars and 8,985 
trucks, which was percent ahead 
the like period 1957. The en- 
tire month was 11.5 percent ahead 
the year-ago month, Cole said. 

> 


Thunderbird 


month. This was ratio less than 

half the 83.4 percent dealers 

this category month earlier. 
> 


Cadillac Unveils 
1959 Brougham 
Chicago Show 


CHICAGO.—Cadillac’s new 
rado Brougham, which 
Manager James Roche said 
limited production, Made 
debut last week the Chicago Ip. 
ternational Auto Show. 

Public introductions other key 
cities throughout the will 
held the cars become 
Roche said. 

Roche said the Brougham will 
limited production auto, 
customer order. includes every 
advanced feature for comfort, 
venience, luxury and performance, 
added. 

Air conditioning, air suspension 
and Cruise Control all are offered 
standard equipment, Roche said, 
pointing out there 
equipment the Brougham 
everything standard. 

The suggested 
price the Eldorado 
for 1959 remains unchanged 


The overall length the 
Brougham 225 inches. 
General Tire Plans 
Kentucky Plant 


AKRON.—General Tire Rub- 


manufacturing plant will 


Mayfield, Kentucky. 
Ground-breaking for the factory, 
which will incorporate the rubber 
most modern machinery 
and production design, expected 
take place early March. 
expected that construction 
equipment installation will 
pleted and manufacturing begun 
million million. 
The factory, 80-acre tract, 
will initially have 400,000 square 
feet floor space. will basi- 
cally one-story, masonry con- 
struction providing continuous-flow 
production. 


Buick Hardtops 
Reach Million 


FLINT.—Buick has built 
000,000th hardtop, the first manu- 
facturer reach that milestone. 
Buick began hardtop production 
late 1949. 1950, when Buick 
began building the hardtop vol- 
ume, total production exceeded 
500,000 units for the first time 
history. 

1955, when the four-door hard- 


number dealers pushed 

into the over-30-days category 
this month brought the ratio 
percent, compared with only 16.6 
month ago. was the 
time since last Feb. that 
more than percent reporting 


top was introduced, Buick’s total 
production exceeded 780,000 cars, 
more than half million 
hardtops. 

The millionth hardtop was built 
August, 1955, six years after the 
body style was first introduced 


Klein, Los Angeles district dealers the wrong side |The second million 


sales manager for Ford division, re- the 30-day barrier. 


ports that the Los Angeles district 
has sold 12.5 percent all the 
four-passenger Thunderbirds sold 
nationally since introduction and 
that Thunderbird sales have ac- 
counted for 9.1 percent all Ford 
sold the district. Nationally, 
percent all Ford cars sold 
are four-passenger Thunderbirds, 
Klein added. 

More than percent the per- 
sons buying four-passenger Thun- 
derbirds November previously 
owned cars produced Ford 
Motor major 


Klein said. 


White truck sales 1959 should 
the highest the company’s 
history, according Joseph 
manufacturing vice-pres- 
ident. 

said last year’s sales hit 
record $165 million, including sales 
Diamond Motor Truck Co., 
which was acquired White 
1958. 


* * 


Dodge Trucks 


Retail sales Dodge trucks were 
percent higher during the year- 
end 10-day sales period 1958 than 
the corresponding period 
1957, according Patterson, 
Dodge general manager. 

Unit sales for the days ending 


(Continued on Page 59, Col. 3) 


three years and five months. 


Ford Council Eyes Quality Control— 


Members the National Ford Dealer Council toured the Ford quality control 
center Allen Park, Mich., see for themselves the techniques employed 
ing quality into Ford products. one the body-framing fixtures are, front 
from left, Milo Dean, manager, quality department; Borchers, 
Pulliam, Columbia, C.; Oliva, Somerville, Mass.; Bock, New 
Braunfels, Tex.; Douglas Doan, Beverly Hills, Calif.; Donaldson, Bryan, 
Christiansen, Clinton, Wis.; Waud, manager the pilot plant the 
quality control center; Walter Cooper, Ford division general sales manager; 
Wright, Ford division general manager, and Folsom, Ford division general 
manufacturing manager. Back row: Harry Smith, Norwich, Y.; 
Payette, Id.; Deasy, Merchantville, J.; Philip Gerelick, Omaha; Costello, 
Jennings, Mo.; John McGuire, and Mead, Natchez, Miss. 


FIRST CAR 
SECOND CAR 
ECONOMY CAR 


ALL ONE CAR 
MEANS 


SALES 


HAS 


Versatility can provide more sales market where economy hot competition with 
luxury and performance. The Lark fills the bill remarkably. allows you sell the most 
economical domestic car the market, The Lark one the per- 
formers going for the money, The Lark V-8 with 4-barrel carburetor. And, you can sell luxury 
with economical operating costs high performance. the same time, The Lark the 
perfect family car the ideal second car. provides aggressive dealers with sales versatility 


and solid, high profits. 

Right now, orders for The Lark have ex- Without obligating myself, interested more about 

ceeded all expectations, indicating high level Development Dept. 
STUDEBAKER-PACKARD CORP./South Bend 27, Indiana 
public acceptance. Whether you dual sell 
NAME 

exclusive, The Lark can put 
profit. Start now mailing this coupon 
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Ruling Jobless 
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UAW Strike Weapon 
Bolstered Court 


Frank Gawronski 
Staff Writer 

Michigan Supreme Court 

handed the United Auto Work- 
ers and other unions powerful 
new strike weapon last week when 
ruled that Michigan workers may 
collect unemployment compensation 
they are idled strike the 
employing company another 
state. 

The court ruled that the Michigan 
Employment Security Commission 
must pay esti- 
mated million 
11,500 Detroit-area 
workers, laid off for 
three weeks 1953 
because strike 
Ford Motor Co.’s Canton 
forge plant. 

The decision could have pro- 
found effect future union nego- 
tiations with the auto companies 
and nearly big Michigan 
manufacturer with multiple plant 
system extending into other states. 

Conceivably, the UAW 

strike one the Big Three’s key 
out-of-state plants, stop produc- 
tion Michigan plants for lack 
parts, and have UAW members 
collect unemployment compensa- 
tion instead strike benefits. 

example, General Motors 
has key Fisher Body plant 
Mansfield, O., which, closed 
strike, would ultimately affect 
operations Michigan, where 
the firm employs about 150,000 
workers. has other key plants 
Pittsburgh and Danville, 

Similarly, Chrysler Corp. has 
key stamping plant Twinsburg, 
where strike could eventually 
close most Chrysler’s assembly 
plants the Detroit area, idling 
some 30,000 workers. 

William Gossett, Ford general 
counsel, said the company would 
make decision appeal 
until studies the ruling. 

“We are the process ex- 
amining the court’s opinion and 
reconsidering the issues the case 
determine what action, any, 
might taken prevent unions 
from using state unemployment 
compensation funds finance 
strikes against Michigan employers 
who provide those funds,” Gossett 
said. 


LABOR 
FRONT 


Ford Blasts Ruling 


HIS decision shattering 
blow the principle state 


Dealers 
Hope for Lower 


Freight Charges 


FAIRBANKS, that 
Alaska has become the 49th state, 
auto dealers here hope that manu- 
facturers will find way ship 
north more cheaply, Particu- 
larly, they hope that prepaid 
freight zone only slightly higher 
than that for the West Coast may 
established. 

The new-car price stickers list 
basic freight charges, but there has 
been some confusion the part 
prospective car buyers Fairbanks 
because the price car here 
may $500 more than Seattle. 

Freight charges are about 
cents per pound ship car from 
Seattle Fairbanks. The stickers 


not include the freight charge 


the actual destination, which 
Alaska, dealers say. 

Another problem that dealers 
have experienced getting ship- 
ping space. Delays loading run 
high four weeks and some- 
times six weeks during the spring 
when the freight volume increases. 

The shipping bottleneck has been 
relieved somewhat two firms 
that haul new cars north over the 
Alaska Highway from Seattle. 
Though means saving 
freight charges, transit time has 
been cut six days. 

Dealers say they believe manu- 
facturers could ship new cars 
rail Dawson Creek, C., and 
the cars could hauled from there 
over the highway Alaska for 
approximately half the cost 
shipping through Seattle. 


neutrality labor disputes that 
has been basic part the Mich- 
igan unemployment compensation 
program for years. 

“As majority the Supreme 
Court has construed the Michigan 
law this case, the door now 
wide open for wholesale use 
employer-financed unemployment 
compensation funds finance 
strike action the unions 
labor dispute. 

“In effect,” Gossett said, “an em- 
ployer who the victim such 
union strike technique forced 
finance strategic key-plant strike 
against since under the 
court’s decision unemployment com- 
pensation funds are diverted the 
side the union, thus fortifying 
the expense the state unem- 
ployment compensation funds 
union’s economic power enforce 
its demands.” 

The decision was major victory 
for the UAW, and made Michigan 
the ninth state qualify workers 
for benefits strike another 
State involving the same parent 
company takes them off the job. 

Ken Bannon, director the 
UAW Ford department, said the 
decision “substantial victory 
for all Michigan workers.” 

“As result this decision,” 
Bannon said, “all the state’s work- 
ers will not made unfairly 
bear the burden total income 
loss during strike against 
out-of-state plant the same com- 
pany. 

“The decision helps humanize 
Michigan unemployment compen- 
sation laws. The decision line 
with the original intent the 
Legislature.” 


Teamsters Win Suit 


ANOTHER Supreme Court rul- 

ing, Teamsters Union organizers 

won 33-month legal fight picket 
(Continued on Page 61, Col. 1) 


National Dealer 


chief engineer. 


Council— 


sales performance for the first three months the 1959 model year was major topic during the 22nd 
mobile National Dealer Council Lansing. Shown the official photograph are, front row, from left, Harold Utschig, 
Diego; Sid Epperson, Woodland, Calif.; V. H. Sutherlen, Oldsmobile general sales manager; Sam White, Houston; A. E. White, | 
Columbus, Wolfram, Oldsmobile general manager; Henry Van Dam, Brockton, Mass.; Lampe, executive 
Oldsmobile's dealer relations general manager; Rollis, general manufacturing manager, and Harold Metzel, Oldsmobile 


Second row: Borror, Alliance, Neb.; Fred Bryant, Lexington, Ky.; Dees, Pascagoula, Miss.; 
Reilly, Westerfield, J.; Curnutt, Maryville, Mo.; Bradley, Tulsa, Okla.; Evansville, Ind.; Pickens, 
Orangeburg, C.; Carter, Savannah, Ga.; Earl Schoun, divisional comptroller, and Mack Markowitz, Hempstead, 
Reor row: Frank Pristow, Johnstown, Pa.; Cecil Young, Mineral Wells, Tex.; Clifford Wall sr., Green Bay, Wis.; Harold 


Grand Rapids, Mich.; David Logan, Portland, Ore.; Verne Johnson jr., Duluth, Minn.; Ayers, Chattanooga, Tenn.; 
Culver, Salisbury, Md.; Hanna, Bel Air, Md.; Gough, Centralia, Floyd Hughes jr., Council Bluffs, and 


Evans, Chicago. 


Auto Credit Total Drops 
For 13th Month Row 


duced their total auto debt No- 
vember for the 13th month 
row, the Federal Reserve Board 
reported. 

The debt total $14,- 
066 million was the lowest since 
May 1956 when the comparable 
figure was $14,065 million. The 
Nov. total represents de- 
crease $98 million Novem- 


AMC Slices Bonus Melon 
For Romney, Top Aides 


DETROIT.—George Romney, 
president American Motors, was 
credited with $200,700 salary and 
bonus income the company’s fis- 
cal year which ended Sept. 30, the 
proxy statement sent AMC stock- 
holders shows. 

The salary-bonus total for three 
other top executives was put 
$113,160 each. They are Roy 
Chapin jr., automotive division 
general manager; Bernard 
Chapman, appliance division gen- 
eral manager, and Roy Aber- 
nethy, automotive marketing 
vice-president. 

The income figures Romney, 


Honor Traffic 


Alan Voorhees, left, traffic planning 
engineer the Automotive Safety Foun- 
dation, receives the Highway Research 
Board Award that 38th 
Scholer, retiring board chairman and 
head the applied mechanics depart- 
ment, Kansas State College, makes the 
award, based Voorhees's research re- 
port methods forecasting peak hour 
traffic. 


Chapin and Chapman include 
bonus $190,000 which the three 
split addition salary payments 
the last fiscal year. The bonus 
covered services the last two 
fiscal years but there was in- 
formation how the amount was 
split among the three. 

Abernethy, not being director, 
shared cash bonus paid 
officers and key employes. 

AMC currently paying the 
second part the two-part bonus 
officers and key employes. 


December, 275 persons 
shared about 3.75 per- 
cent the amount the AMC 
deficit was cut the fiscal year 
ended Sept. 30, 1957, below the 
deficit the preceding 


This month, 329 persons are 
dividing $1,911,485. The total rep- 
resents about percent the fiscal 
1957 deficit which was eliminated 
fiscal 1958 plus percent the 
profit the fiscal year just closed. 

The bonus for fiscal 1957 amount 
average $2,762.87 for each 
those sharing it. The average 
bonus for fiscal 1958 was $5,809.98. 

The AMC proxy estimated Rom- 
ney’s total income for fiscal 1958 
after taxes $67,365 and estimated 
his annual retirement benefits 
$25,000. 

The after-tax income Chapin, 
Chapman and Abernethy was put 
$51,300. Their annual retirement 
benefits were listed Chapin, $23,- 
511; Chapman, $23,322, and Aber- 
nethy, $15,657. 

Romney’s salary before taxes 
the year ended Sept. 30, 1957, 
was $101,446, reflecting the effects 
voluntary pay cut taken 
AMC executives leaner days. 
the. preceding fiscal year, his 
income before taxes was $126,102. 

The proxy statement revealed 
that Romney bought 17,500 shares 
AMC stock during 1958 for $9.56 

share under stock options pre- 
viously granted. The stock was sell- 
ing between $12 and $28 share 
(Continued on Page 59, Col. 3) 


ber and reduction $1,393 mil- 
lion the last year. 


All other forms installment 
debt—other consumer goods loans, 
home repair debt and personal 
loans—increased November and 
stand above their year-earlier to- 
tals. 

Despite the drop auto debt, 
total installment debt increased 
during November. However, auto 
debt far behind the year- 
earlier figure that total installment 
debt Nov. stood below the 
year-earlier total. 

Auto debt reached peak $15,- 
579 million Oct. 31, 1957, and 
has fallen $1,513 million since 
then. 

The volume auto credit ex- 
tended November was $1,091 mil- 
lion, off $1,173 million for 
October and below the $1,231 mil- 
lion for November, 1957. Auto debt 
repaid November amounted 


TTMA Opposes 
Fuel-Tax Boost 


WASHINGTON. Harry 
president the Truck-Trailer Man- 
ufacturers Assn., has announced 
that the association will oppose any 
effort increase Federal motor 
fuel other taxes levied high- 
way users finance anticipated 
temporary deficits the Highway 
Trust Fund. 

President Eisenhower, discus- 
sing his plans for 
budget 1959, said would ask 
Congress boost the gas tax. 

The position coincides 
with that taken many national 
and state They have 


pointed out that since the Federal- 
state highway program will benefit 
the country whole, highway 
users alone should not required 
bear the cost financing it. 


Late Report... 


rest the index. 


corded for ’57s and ’54s. 


week. 


Used-Car Market 


Paced sharp gains late models, the overall average price 
used cars sold wholesale auction last week rose $16 $1,155, 
according Automotive News’ index. 

model, increases amounted $190 ’59s and $75 
These boosts were enough offset losses which ran through the 


Auction reports begin Page 46. 


$1,189 million, down from the 
million for October and $1,277 
lion for November, 1957. 


Finance companies held 
million the auto paper 
29, down $82 million during No- 
vember and $1,115 million the 
last months. Commercial 
banks held $6,086 million the 
debt, $17 million below the total 
the end the preceding 
month and decline $279 mil- 
lion the last year. 

Other financial institutions held 
$1,161 million the paper Nov 
29, gain million during the 
month and increase $61 mil- 
lion during the year. Auto dealers 
held the remaining $424 million 
the debt, down million No- 
vember and down $60 million 
the last year. 


Auto Loan Delinquencies 
Present Mixed Picture 


NEW YORK. The auto loan 
delinquency figures from the 
tion’s banks November provided 
mixed picture, the American 
Bankers Assn. reported. 

While the delinquency rate 
loans granted directly auto buy- 
ers increased, the rate loans 
obtained through 
steady. 

all loans obtained through 
dealers, 1.35 percent were delin- 
quent Nov. 30, the same figure 
that reported for Oct. and 
below the 1.44 percent reported 
for Nov. 30, 1957. 

all loans obtained directly 
from banks, percent were delin- 
quent Nov. 30, above the 
percent for Oct, and the 
percent for Nov. 30, 1957. 

Delinquency rates personal, 
home appliance and FHA Title 
loans were higher the end 
November than they were month 
earlier, The rate property 
provement loans dropped. The 
rates all four types 
motive loans remain above the 
rates for the two classes 
loans. 


Downward adjustments amounted $44 $34 $30 


group representative auctions last week, the average 
signment was 212.0 units, compared with 111.7 week earlier. The 
sales ratio was 68.3 percent, compared with 60.0 percent the previous 


telling you—it’s really something the way folks 
here High Point are buying station reports 
Mr. McMahan. Soto wagons move fast, 
never seem have enough stock. 


reason people are buying more wagons the 
economic upswing here our neck the woods. The 
reason why they’re buying many Soto wagons—as 
far I’m concerned, anyway—is because Soto 
wagons are much more advanced than our competi- 
tion’s are and give much more wagon for the price. 


the problem selling women. Any car dealer 
can tell you woman can mighty big stumbling 
block closing deal. But Soto wagon practically 
sells itself. It’s got everything woman wants car. 
It’s got style, it’s got lots room, it’s easy keep and 
it’s easy drive. top that, Soto wagons offer 
features some the competition’s just now beginning 


move fast, 
ever have enough 


says McMahan, Owner, Southern Motors Inc., High Point, 


copy—the one-piece tailgate you can lower with one 
hand the rear-facing seats nine-passenger models 
(the kids really for that one!) and right down 
the line. That’s why demonstration invariably helps 
close the sale. And DeSoto wagons, especially the 
lower-priced Firesweep line, have something else women 
keep sharp eye out for—quality and price. 


sell more new cars than any other dealer here 
High Point. because our prospects are sold 
the quality, style and over-all value the entire 
Soto line—not just wagons. 


sold Soto franchise for the very same 
reason, and for other reasons, too. The franchise agree- 
ment couldn’t better, and I’ve never been refused 
anything within reason the factory. That and the 
Soto Factory-Dealer Council, which I’m member, 
make 100% relationship all the way.” 
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Letters Roll Automotive 


Dealers Sound Off Security 


(Continued from Page 3) 


ness. free-enterprise system 
motivated the desire for profits 
and controlled competition. 


The “normal” this type 
system varies with supply and 
demand, Under this system each 
manager his desire for profits, 
decide the volume, quality, 
techniques, prices and policies for 
his individual business. Competi- 
tion will force him operate ef- 
ficiently that the consumer 
can best benefit buying from 
him. 


Under socialism the decisions 
volume, quality, techniques, prices 
and policies are established gov- 
ernment and the manager (super- 
visor the better term) has but 
follow these centralized decisions 
free from the worry being out- 
managed competition. 

Territory security sim- 
ply desire the part the 
dealer expand profits and re- 
leased from the control competi- 
tion. other words, wants 
form monopoly which will return 
him the easy road the postwar 
years short supply and great 
demand. 

Monopoly contrary free 
enterprise that laws are passed 
making unconstitutional except 
very few controlled fields. 
was for this very reason that terri- 
tory security was abolished and 
cannot recreated any form 
that would compatible with 
free enterprise system. 

> 


FOR one, feel that have 
relinquished enough our in- 
dividual freedoms, and that con- 
trols lead more controls. For 
example, all advocates territory 
security, whether under the guise 
ability perform better service 
just gain more profit, are 
complaining that competition 
selling for less. Territory security, 
therefore, will enable all dealers 
sell for higher price. 

dealer has advocated 
maximum price and law dic- 
tates one. Yet, among there 
are surely those who feel that 
fair price more price. With 
increase price the market 
could become depressed that 
established prices and the fac- 
tories could forced take 
ever the responsibility servic- 
ing. Could there not even fur- 
ther controls put upon us? 
Under our system, competition 
not meant “love-thy-neigh- 
bor,” type relationship between 
dealers. Competition get-tough 
program for men only which 
none but the capable should sur- 
vive. Only this way can our 
economy operate for the best all. 

One dealer stated entitled 
the price the manufacturer sets 
that may have the profits the 
manufacturer believes should 
have. not believe the factory 
ever intended set prices prof- 
its, which would unlawful it- 
self, and certainly dealer 
entitled profit simply because 
dealer. What could fur- 
ther from free enterprise than this? 

was also stated that long 
dealer definitely knows that 


dealer waiting for territory 
security that extra for the 
customer will lose him com- 
petition and fools only himself 
believes the deal was lost 
because competition sold for less. 


Any dealer who does not include 
adequate service fees when com- 
puting his cost has only delayed his 
joining the above-mentioned 400 
month, for this customer will never 
buy from him again even for half 
the price. 


not need territory secur- 
ity profitable. need but 
know what costs sell 
plus fair profit, with 
efficient operation behind us, and 
then sell that price, and learn 
say the magic “No” deals 
that are under this base. Mer- 
chandising and the ability sell 
the product, the dealership and 
service, well price, are es- 
sential. 


short, the gravy gone for 
the time being. the people who 
are looking for crutch the 
name territory security bolster 
their weakness management had 
better move with the ranks 
those 400 month. The “pretty won- 
derful guys” the name com- 
petition have rolled their sleeves 
and are going out-manage the 
weaksisters and make profit for 
that why are all business 
and all 
Manager, Sherwood Olds- 
mobile, Inc., Niles, 

Outlaws vs. Policemen 


COURSE strong minority 
dealers not want terri- 
tory security. 

They also are the ones that 
not want curbing bootlegging, 
bait and fraud advertising, vicious 
cross-selling any the malprac- 
tices that have brought the retail 
half our industry almost its 
knees. 

Certainly many dealers have 
honest difference opinion, but 
the ones that will really fight the 
territory security bill are the ones 
that make necessary the first 
place. 

Outlaws don’t like policemen, 
West End 
Chevrolet, Waltham, Mass. 


Old American Custom 


TERRITORY-SECURITY law, 

enacted, would not accomp- 

lish any material advantage, but 
would have tendency harm. 
have operated dealership 
for years—the first years 
under closed territorial fran- 
chise and years under the 
present form, territory con- 

sisted 17,000 population 
years ago and now consists 
about 110,000, From practical ex- 

perience voice strong objec- 

tions turning back the 
former system. 

are selling cars being fair 
and honest and rendering the 
best service possible. Tourists that 
are waiting for their cars 


some other dealer will sell for 


will believe that has 
man thinking this way. Every 
dealer has overhead and one 
can sell cars for less than another 
and still make profit then the 
other had best learn operate 
more efficiently that can 
profitably meet and beat competi- 
tion fall the wayside with 
the other 400 dealers month. 
definitely knowing that com- 
petition will sell for less, must 
not forget that this world there 
are few otherwise honest people 
who will stretch the truth 
what competition will sell for. 
believe and sell price only, 
then our customers and not our 
competitors are running out 
business. 
* 
NOTHER statement that was 
made and perhaps holds the 
answer all our problems that 
when get territory security and 
the customer learns what more 
will willing for him, you 
can’t drive him away. sure, 


serviced are not left the waiting 
room, but are contacted regarding 
new car. 


know from past experience 
that most every car owner 
prospect and are very success- 
ful delivering new cars people 
that had idea buying, simply 
creating the desire. pay 
penalty home dealer wrong 
our opinion. not infringe 
—but use good old American 
custom getting things done. 


law, enacted, would 

impossible police because 
the many dual residences and 
border cases. factories are 
enforce the law would most cer- 
tainly create ill will among dealers. 
The Federal Government could not 
possibly enforce such law. Fur- 
thermore, some dealers would 
spend valuable time checking motor 
and serial numbers new cars, 
hoping find territorial violator 
—time that could used much 
better advantage. 

How can possibly prevent 
shopping and 
Every town and city has between 
and dealers and customer 
that intends shop has ample 
opportunity. man can buy 
where pleases, the seller 
should have right sell whom 
pleases. 

Every new car that sold 
dealer’s territory, his own make, 
great asset his franchise 
and future business, both sales 
and service, even though the sale 
was made outside dealer. 

From standpoint all-around 
dealer harmony and fine Dealer- 
Factory relationship plus sales in- 
centive, let not revert the 
trial proven sales 
called “territory 
Stahl Motor Co. (Mer- 
Borgward), Monterey, 

alif. 


* 


High Penalty Needed 


OUR opinion, any territory- 
security plan can only have 
some possibility worth if: 

All new car dealers are given 
enough potential their so-called 
“zone influence” insure rea- 
sonable volume business. 

the infringing dealer must pay 

percent the full gross profit 
the manufacturer who turn 
immediately passes this amount 
the dealer infringed on. 

far are concerned, and 
feel our thinking shared 
many the older dealers, the $25 
$50 penalty worked previ- 
ously under this plan was com- 
plete failure. 

Even this basis there probably 
little chance the plan succeed- 
ing—any time the public forced 
pay one-half more the 
potential gross profit any make 
new car, with one two excep- 
tions, tremendous decrease 
retail sales inevitable and just 
soon this situation causes 


Free Photos Houston Show— 


Visitors the Dodge exhibit the recent Houston National Automobile Show 
were able have photos taken while seated swivel front seat new 


Dodge. 


More than persons had their pictures snapped one several 
attractive models who clicked the shutters. 


Being photographed Albert Berry, 


president the Houston Dodge Assn. 


substantial cutbacks production 
there can and will only one 
result. 
+ 
HAVE been the wholesale 
and retail automobile business 
since the early During this 
long period time have held 
one time another the fran- 
chise for practically every well 
known American made car with 
the exception Oldsmobile and 
Ford. For more than years 
have had the Chevrolet, Buick and 
Cadillac franchises and for many 
years have been financially inter- 
ested Dodge-Plymouth dealer- 
ship. 

have lived with this busi- 
ness through good times and bad, 
depressions and panics, the “bank 
holiday” 1933 and the terri- 
years ago. 

The few dollars paid infring- 
ing dealers during the period 
territory security was effect 
(whether voluntary not) did, 
our opinion, way retard 
cross-selling, but did cause con- 
stant bickering, arguments and 
policing and with factory repre- 
sentatives, creating many in- 
stances ill feeling and antagonism 
between the dealer and factory 
well among neighboring dealers 
many communities.—H. Linp- 
Lindsey Motor Sales, Inc. 
(Chevrolet-Buick-Cadillac), 
Bryan, 


For the Birds 


Leonard Jackson, Lowell, 
Mich., expressing views 
why need territory security, and 
also, request for him explain, 
will, how dealer should pro- 
tect his own territory. 


the opinion that the 
dealers the dissident group 
consist mainly small-town 
dealers who dislike being de- 
prived pumping cars into other 
dealers’ areas larger towns. 


not believe selling cars other 
dealer areas. territory security 
should become law, not be- 
lieve should administered 
the divisions administered same 
that had contracts with. had 
territory security only the corpo- 
rate limits Utica, Mich., which 
that time had only 1,200 popula- 
tion. That kind territory secur- 
ity was for the birds. 

The whole should divided 
into territories areas. The deal- 
ers should responsible for 
getting registrations, price class 
and selling cars designated 
territory—H. Engel 
Chevrolet-Oldsmobile Co., Utica, 
Mich. 


* 


letter Jackson fol- 

READING this week’s issue 

News, noticed an- 

other dealer, namely Martin 
Kemmerle, Gardnerville, Nev., be- 
lieves firmly you do, that the 
individual dealer should protect his 
own territory and doing the 
right kind job his customers 
will not want anywhere else. 

Frankly, Mr. Jackson, not 
understand what you mean the 
above statement, and would appre- 
ciate hearing from you regards 
what you dealing with your 
customers they deal with you 
and don’t anywhere else. This 
statement beyond compre- 
hension. 

have been automobile 
dealer since 1916, selling Chevro- 
let continuously and Oldsmobile 
since 1935, think know well 
anyone the business what 
you have sell car, and 
what the customer expects after 
the sale. But what you have 
the customer does not care 
deal anywhere else, frankly, 
don’t know. 

weathered the depression, bank 
holiday, wars, and certainly must 
have treated customers right 
would have been out busi- 
ness long ago. have made money 
every year except the depression 
years. 

made money last year, but 
not proud what made. would 
like make enough money this 
business would have pay 
Uncle Sam good portion 
income taxes, all know 
needs the budget can even- 
tually balanced. 

have number things want 
do, such acquiring more prop- 


erty and erecting additional 
ings render still better 
service the automobile owner, 
but cannot these things 
make money. 

carry large parts inventory 
have the right parts hand 
render good service 
tomers. bend over 
but cannot get deal 
match the other fellow’s 

* * 


NEED territory security 
can get salesmen out 
the territory, represent and 
real selling job and not have 
competitor selling the same make 
beat the deal few paltry dol- 
ars—which happens lot 

From 1916 1922 sold Buick 
automobiles. had closed ter- 
ritory that time and worked 
beautifully. kept our nose 
our own back yard, speak, 
and did the other dealers. 

believe the factories are partly 
blame for the vicious shopping 
making easy for the customer 
get free service from other than 


the selling dealer. are paid, 
course, for what ever service 
render, the factory. The factory 


does this for good customer rela- 
tions, but the customer could get 
free service only from the selling 
dealer, unless lived more 
miles away, would stop the shop- 
ping great degree. 

was stated News, 
average 400 dealers per 
month went out business during 
1958. believe that dealer fatalities 
400 per month not even 
scratch the surface. There will 
more than that this year, unless 
get some kind security. 
don’t get territory security 
may get government 
don’t like government controls, but 


they will better than nothing— 


Not Free America 


TOO, would like voice 


opinion against so-called terri- 
tory security. 

have been doing business this 
small town since 1921 and have 
built fine out-of-town business. 
cars some out-of-town customers. 

This would mean that this 
bill enacted, would have 
pay dealer commission for 
doing nothing. this just 
doesn’t seem like free 

too, have life savings in- 
vested dealership and have 
son who has chosen 
auto business for his life. hate 
see out-of-town business 
built over past years out 
the door some outsider bill 
enacted. feel territory security 
would put the small dealer out 
Weekley Son (Chrysler-Plym- 
outh), Butler, 

> 


NIADA President 


lively debate AUTOMOTIVE 
News over territory security 
healthy sign sincere interest 
both sides and wish par- 
Independent Automobile Dealers 
Assn., Washington. 

letter Jackson 
follows:) 
yor recent letter Rep. Ger- 

ald Ford jr. commend- 
able and forthright expression 
opinion the subject territory 
security. You are quite right about 
being “opposite the 
way doing things” means 
discouraging, inhibiting 
wise preventing the free and 
restricted marketing automo- 
biles any other commodity. 

Any device which has the net 
effect penalizing either the 
buyer the seller automo- 
bile for not transacting business 
within prescribed geographic 

territory indeed capricious, 
arbitrary and discriminatory. 

believe this principle 
totally unacceptable the con- 
sumer well those dealers like 
yourself who still believe free 
enterprise. The fact that 
sive legislation” sought 
able such device contrived, 
implies that presently not even 
acceptable our courts under the 
present laws which were written 
preserve the free enterprise 
that all cherish. 

How the imposition such 

(Continued on Page 57, Col. 2) 


OVER MILLION CARS NOW LUCITE® 
Use Pont the original 


For several years increasing numbers 
cars have come off production lines fin- 
ished Pont Acrylic Lac- 
quer. Now 1959 models are swelling the 


total many times, give more millions 


new car buyers beauty, durability, and 


ease maintenance not possible before 
the introduction LUCITE. 

The result for refinishers much more 
repair work And thanks 
the simplified procedures and complete 
range colors offered Pont, it’s 


finish for all acrylic lacquer repair work 


easy for any refinisher duplicate all the 
characteristics the factory finish known 
“Magic-Mirror.”* for repair all 
cars original acrylic lacquer, use the 
original Pont Acrylic Lac- 


quer. See your Pont refinish jobber. 
*General Motors’ name for Acrylic Lacquer. 


Now all General Motors cars are being finished exciting acrylic lacquer. Original Pont LUCITE available matching colors for all years, all models. 


ACRYLIC LACQUER 


the finish with future 


eat OFF. 


BETTER THINGS FOR BETTER CHEMISTRY 
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CHRYSLER DEALERS: NEW CUSTOMERS ARE THE WAY! 


This gorgeous will run part special six-page section the February Vogue. The ladies are helping hubby buy 
cars these days, and fashion the way sell ’em. 


Top department stores over the will tie the Vogue with eye-catching window displays, newspaper ads, fashion shows 
build prestige and traffic for dealers. 


All dealers will get smart promotion kit create tie-in displays, create showroom traffic. Chrysler newspaper ads the pro- 
motion will catch the customer’s eye. 


Alcoa will bring the life January and February sparkling commercials Presents, exciting new show the 
network. 


Remember every new car loaded with Alcoa® Aluminum. Sell this aluminum feature when you’re selling new car. And you want 
reprint this beautiful six-page Alcoa-Chrysler ad, write: Aluminum Company America, 1810-A Alcoa Building, Pittsburgh 19, Pa. 


§ 
= 


Fashion the move—in “gleam and go” aluminum ALCOA 


Behold fashion’s gleam Chrysler’s splendid grille shining aluminum. Alcoa developed anodizing 
make this shimmering metal hard and bright sapphire. Endowed throughout with luxurious 
appointments aluminum, Chrysler brings you carefree fashion that endures. For aluminum keeps its 
showroom gleam with more care than your garageman gives the car’s paint finish. And keep fashion 
the move, Chrysler favors strong, light, functional parts for go. Our proud owner 
(no wonder) wears Kimberly’s new fitted dress lightweight transitional wool—carefree, packable—perfect 


for your life the move. Three bright names for fashion KIMBERLY ALCOA. 


io 
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and equitable contracts between and dealers 
motor vehicles, parts and accessories; 


Every dollar and taxes, collected states and 
governments, appli to the building and maintenance of highways; 

Guard the precepts individual freedom, which made the 
great and gave its citizens more of the better things of life than anywhere 
else in the world. 


Shoppers Are Reviewing 
The Auto Sales Act 


salesmen should flattered. group they put 
the greatest show earth. wouldn’t sur- 
prised learn that more people are shopping 
than find the supermarkets. 
Factories are shopping the salesmen, newspapermen are 
them and even dealers are out weighing their 
efforts. 


indication how far this idea has gone, directors 
the Chicago Automotive Trade Assn. voted the other 
day shop salesmen the big Chicago auto show. Shop- 
pers will give away 300 awards $25 each for the best 
performance. 


And mentioning the word performance recalls the admo- 
nition veteran sales trainer that all salesmen should 
showmen. Like actors, said, they should practice their 
act over and over again until they have good that 
cannot help but impress their audience, the prospects. 

veteran dealer put another way. were talking 
about sales training and the dealer said: “You might even 
think that you can train salesman out and develop 
prospects from scratch all the way sale. lot 
people think that’s the way cars are sold. you think 
that?” 

asked him how cars were sold. 

“Well,” said, “you try get people into your show- 
room. You figure that you get them there, someone 
else has already warmed them up. Then you put the 
act. You wheedle, and whine, and cry and plead and try 
make deal which you come out with your skin.” 

Showmanship vital. But there’s more than that. 
the long run dealer must have repeat business. Those 
who don’t—last few years and then their past catches 
with them. 

make your act good one—one that will stand the 
test time. 


Coming 
Events 


Dealer Conventions 


Jan. 4—National Automobile 
Dealers Assn.. Conrad Hilton, Chicago. 
Feb. 22-23—Louisiana Automobile Dealers 


Assn., Hotel Stardust, Yuma, 
March 22-24— Automobile Dealers Assn. 
of Alabama, Tutwiler Hotel, Birmingham. 
April 7—Brooklyn and Long Island Auto- 
mobile Dealers Assn.. Garden City 
Hotel, Garden City, Long Island. 
May 10-12—Georgia Automobile Dealers 
Assn., Atlanta Biltmore Hotel, Atlanta. 
May !7—20th Annual Convention, South 
Carolina Automobile Dealers Assn, 
Cruise to Nassau, Port of Embarkation, 
Charleston. 


May 17-19 — Idaho Automobile Dealers 
Assn., Boise. 
May 21-22—Oregon Automobile Dealers 
Assn.. Salem. 


May Mexico Automotive Deal- 
ers Assn., Western Skies Hotel, Albu- 

June Meeting and Golf 
Tournament, New York State Automo- 
Whiteface Inn, Whiteface, 


June 21-24—Michigan 
ers Assn., Gratiot Inn, Port Huron, 
Mich. 

Aug. 7-8— Montana Automobile Dealers 
Assn., Butte, 

Sept. 13-15—Wyoming Automobile Deal- 
ers Convention, Casper. 

Sept. 14-15—Minnesota Automobile Dealers 
Assn., Hotel St. Paul, St. Paul. 

Sept. 20-2I—New Hampshire Automobile 
Dealers, Mount Washington Hotel, 
Bretton Woods, N. H. 

Sept. Annual Convention, New 
York State Automobile Dealers, The 
Concord, Kiamesha Lake, N. Y. 

Sept. 20-22—Colorado Automobile Dealers 
Assn.. Broadmoor Hotel, Colorado 
Springs. 

Sept. 20-22—Kentucky Automobile Dealers 
Assn., Kentucky Dam Village, Gilberts- 
ville, Ky. 


Auto Shows 


Jan. |-Feb. 1—Sth Annual American Legion 
Auto Show, Augusta State Armory, Au- 
gusta, Maine. 

Auto Show, 
national Amphitheatre, Chicago. 

Jan. 22-24— Brockton Auto Show, State 
Armory, Brockton, Mass, 

Jan. Auto Show, Fort 
Hesterly Armory. Tampa. 

Auto Show, Birm- 
ingham, Ala. 

Jan. 24-31—Baltimore Auto Show, Balti- 
more. 

Jan. 24-Feb. |1—Toledo Auto Show, Sports 
Arena, Toledo. 

Jan. Auto Show, New York 
State Armory, Hornell, N. Y, 

Jan. 25-Feb. Foreign and 


Inter- 


Sports Car Show, Dinner Key 
torium. Miami. 
Jan. 30-Feb. Auto Show, 


North Lake Park Coliseum, Mansfield, O. 
Jan. 7—Rochester Auto Show, War 

Memorial Exhibit Hall, Rochester, 
Feb. Automobile Show, 

Arena and Auditorium, Milwaukee. 

Feb. Auto Show, National 
Guard Armory, Seattle. 

Feb. 15-21 — Syracuse Auto Show, War 
Memorial Auditorium, Syracuse. N. Y. 

Feb. Auto Show, State 
Fair Coliseum Albuquerque. 

Feb. Auto Show, State 
Armory. Middletown, Ohio. 

Feb. 27-March 8—i959 World Wide Auto 
Show, Miami Beach Exhibition Hall, 
Miami Beach. 

Feb. 26-March 8—Kansas City Auto Show, 
Municipal Auditorium, Kansas City, Mo. 

March 48—9%th Annual Nationa! Autorama, 
Connecticut State Armory, Hartford. 

Apr. 6I!—Denver Auto Show, Denver 
Auditorium. Denver. 

April 17-19—Cheyenne Automobile Show, 
Cheyenne. 

General 

Hollywood Beach Hotel, Holly- 
wood, Fla. 

Jan. 26-29—!0th Annual Plant Maintenance 
and Engineering Show, Public Audito- 
rium, Cleveland. 

Jan. 29-30— Private Truck Council 
America, 20th Annual Convention, Sher- 
man Hotel. Chicago. 

Jan. Automobile Deal- 
ers Assn., Equipment Show, Chicago. 
Feb. 2-5 32nd Automotive Accessories 
Mfgrs. of America Exposition, New York 

Coliseum, N_ Y. 

Feb. 15-17—Motor and Equipment Whole- 
salers Assn., National Convention, Con- 
rad Hilton Hotel, Chicago 

Feb. 16-17—National Standard Parts Assn. 
annual convention, Sherman Hotel, Chi- 


cago. 
Feb. 18-21—International Automotive Serv- 
ice Industries Show, Navy Pier, Chicago. 


Years Ago... 


The Big Stories 


Consumption crude rubber the 1928 reached record 
level 441,398 tons, percent more than the 370,879 tons con- 
sumed 1927. 


The annual 500-mile Memorial Day race the Indianapolis Speed- 


way, since 1911 one the most colorful events the world auto- 
mobile racing, was renamed the Grand Prize America 1929. 

total 148 different makes motor vehicles, comprising cars, 
two taxicabs, four buses, and commercial cars and trucks, were 
described the Official Handbook Automobiles for 1929 issued 
the National Automobile Chamber Commerce. 

Approximately $118 million taken from the pockets the coun- 
try’s car owners annually the form bridge tolls, was estimated 
1929 the American Motorists’ Assn. 
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Automotive Cartoon 


the Week 


“No, wasn't wreck—it just came back 
from the auto 


‘Like Circus Clowns 


This is an open forum for the discussion of any subject of interest to our 
readers, and your letters are welcomed. No attention is given to unsigned 
letters but you may sign your name with the assurance that it will not be 
used, if you so request. Address Editor, Automotive News, Detroit 7, Mich. 


harm and has “taken the exclusive- 
ness out the authorized 
exclusive franchise.” answer 
this would like have Mr. 
Schaefer define the word “exclu- 
siveness.” Does mean the ex- 
clusive right “bilk” the public 
removing his only competition, 
the nonfranchised dealer, who 
the only man who can keep him 
honest? 


Independents Defended 


find most incumbent upon 
your issue Dec. “Branded 
Harmful Influence,” Herman 
Schaefer, executive vice-president 
Automobile Dealers Assn. In- 
dianapolis. 

learn what lengths certain indi- 
viduals will retain their own 
positions with some these auto- 
mobile associations, either national 

seems though they have 
perform like circus clowns keep 
things roused that they can 
either show that they are earning 
their salaries, earning the glory 
their appointments officers 
these associations, thus they have 
make big issues, deal fault 
finding, engage name calling, 
challenge mythical aggressors, and 
100 other points nonsense. 

Some these would-be dicta- 
tors keep their own associations 
whom they are employed, 


units—this also untrue. However, 
must admit that there will always 
junk dealers. Foster’s National 
Survey shows that nonfranchised 
dealers spend much more money 
for reconditioning than the fran- 
chised dealers. Again Mr. Schaefer 
sadly agrees with those who have 
observed that the used-car dealer 
controls the used-car 
that bad? That like saying the 
grocery store controls the price 
groceries. Who else? 

Mr. Schaefer again charges 


Mr. Schaefer’s second charge 
—that unfranchised dealers sell un- 
conditioned used cars with the re- 
sulting effect prices used 


which they are officer, 
constant uproar telling one 
dealer what the other dealer 
doing “in the strictest confi- 
dence,” then blossom forth 
greater man settling these dif- 
ferences when they arise, which 
himself instigates. 

Mr. Schaefer states that the un- 


“because their superior num- 
bers (meaning nonfranchised 
dealers), they are opinion 
becoming heady. They want 
seek the dominant political 
ence the state. obtain these 
objectives they provide for 
unorthodox membership structure 
their organization.” 


Mr. Schaefer referring the 
National Independent Automobile 
Dealers Assn., their Class 
membership, representing those 
either franchised nonfranchised 
who are engaged buying and 
selling motor vehicles, and Class 
representing those engaged re- 
lated kindred positions such 
banks and finance companies, auto- 
mobile parts dealers, 
Class membership, represented 
licensed automobile salesmen. 

The automobile salesman, 
automobile parts man, the banker 
and finance companies who finance 
the sale motor vehicles are 
surely integral part auto- 
mobile dealership. 

Mr. Schaefer contends, part, 
travelling under the guise 
used-car dealers association, which 

(Continued Page 38, Col. 


franchised dealer has done vast 


—From the Files of Automotive News. 
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Plans Expansion 


One-third 
Hike 
1960 
Goal 


Free Press Automotive Editor 


Soaring sales 
have made necessary 


George announced 
Thursday 


program, 
will completed for the 


Detroit Free Pre 


WAY MEET HUGE DEMAND 
FOR RAMBLER CARS 


FLASH: 


DECEMBER SALES BREAK ALL 
RAMBLER 
27,151 New Ramblers Sold 
Retail Working Days 


MAIL THIS COUPON TODAY 


Director Dealer Development 
American Motors Sales Corporation 
Detroit 32, 


Have the Product for the 
YOU Have the 


ases spring. 


one-third American 
Motors Corp.’s car-making 
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DELCOS 


car radio 


PORTABLE 


bes 


Its push-button car radio, 
but when you remove this unit, you 
have pocket-size portable. 


Oldsmobile for offers car radio that’s actually two 
radios one! It’s the new all-transistor Delco—a full-size 
push-button car radio and handsome portable that 
locks safely away out sight! Now with Delco’s engi- 
neering achievement, you can enjoy the power and full- 
range performance fine car radio, and get the 
convenience and pleasure portable, too. 

When used inside the car, the portable unit slips into its 
hiding place the dash and becomes part the car 
radio. uses the car’s battery, built-in audio system, 
antenna and big speaker, and operated the regular 
push buttons. 

Away from the car, the portable fits easily into your 
pocket purse. For its size and weight, this radio 
surprisingly rugged and powerful, thanks tiny 
transistors which take less space and use 90% less 
power than vacuum tube sets. 

Delco’s new two-for-one radio plays without warmup 
mechanical noises, and provides remarkable tonal range, 
volume and clarity. True symphony hall listening! See 
your Oldsmobile* dealer soon for demonstration this 
wonderful, all-new, all-transistor Delco exclusive—the 
car radio that goes where you go, plays where you play. 
*Also available and individually styled for the 1959 Buick and Pontiac. 


DELCO RADIO 


Division General Motors Kokomo, Indiana 
WORLD LEADER AUTO RADIO 


Post 


Affecting Factories and Dealers 


Auto Advertising 


Martin Whitmyer 
Staff Writer 

Another advertising man has 
taken swing the critic auto 
advertising. 

Speaking before the Advertising 
Club Des Moines, Charles 
Adams, executive vice-president 
MacManus, John Adams, Bloom- 
field Hills, Mich., said some the 
general criticism well founded, 
but the motives behind attacks 
automobile advertising may 
lot less innocent.” 


“People who cannot use Band- 
aids without reading the direc- 
tions,” Adams said, “feel quite 
capable tearing apart advertis- 
ing which cost millions dollars, 
employed the best minds and 
talents available and which even- 
tually will move tons goods. 

Adams said “there are three 
things the average man, regardless 
background training, feels 
can well: Play 
poker, fight and write advertising.” 

Adams said was not his inten- 
tion defend automotive advertis- 
ing since “it its own best de- 
fense.” cited “inherent problems 
which must faced and the nar- 
rowing range function between 
all makes cars recent years.” 

The basic purpose all automo- 
biles, Adams said, transportation, 
“but the day attempt sell 
automobiles purely transporta- 
tion will sad day for the 
American economy. and for the 
seven persons out each whose 
employment depends upon the in- 
troduction into the economic 
stream sufficient number 
new cars each year.” 

Adams said felt that the 
vocabulary automotive adver- 
tising needs editing because the 
public justifiably tired 
“new,” “exciting,” “thrilling,” and 
“the other ancient workhorses 
the business.” 

Adams also said thinks “we 
shoot too often” the competition 
while ignoring the general public. 
“This,” “is outgrowth 
the intense intramural competi- 
tion which has made Detroit great, 
but can carried too far.” 

Adams said felt that profes- 
sional critics automobile adver- 
tising have two things common: 
“They not have automobile 
account, and they would de- 
lighted have one. But when they 
get chance, they are very 
likely fall flat their phrases.” 

> > 


New Purolator Series 


Beginning Feb. 28, new series 
Purolator Sports shows will 
begin over the NBC Radio Network 
Show, “Monitor.” Motorists will 
reminded the nted for regular 
oil and air filter changes each 


segment. 
This series will run for nine 
weeks, with sponsored sport 


shows every week-end, when driv- 
ing its peak. The programs 
will continue through Apr. 26. 

> > 


Life Salutes Dealers 


Life magazine saluting the 
nation’s franchised retail automo- 
bile dealers during January with 
special display the lobby 
the Time-Life Building, New York 
City. 

The display features pictures 
state automobile associations’ 
presidents, four officers NADA; 
models all cars advertised 
Life; reprints 1959 new-car an- 
nouncement ads Life advertis- 
ers and copy Code 
Ethics for dealers. 

Keynoting the display will 
printed “Salute Dealers” which 
emphasizes the important role 


totalled for 1958. This 
926 over the 1957 revenue 
$6,461,352. 

already scheduled 
for 1959, O’Neill said, running 
percent ahead the same time 
last year. During December 1958, 
more than million advertis- 
ing for 1959 was scheduled. 

The magazine estimates 1959 
advertising revenue $12 million, 
O’Neill said. 


* 


Cars Movies 


Every domestic automobile manu- 
facturer except one will promote 


FTC Charges 
Deception 


Battery Additive 


WASHINGTON.—The Federal 
Trade Commission has charged 
seven New York City concerns and 
nine individuals with misrepresent- 
ing that the battery additive dis- 
tributed them has been cleared 
the Government for public 
use. 


According the complaint, the 
product consists chiefly alumi- 
num sulfate and magnesium sulfate 
and called variously VX-6, Voltex- 
Voltex and Voltex-Liquilectric. 
Charged with false advertising 
violation the FTC Act are the 
following parties sharing the 
selling proceeds: 

Stacey-Warner Corp., Voltex Co., 
National Dynamics Corp., Campbell- 
Smith Co., Mapleton Service, Parker 
Advertising and David Geller. 


The complaint alleges that 
not true that the additive has been 
“cleared the Government 
itself for release the public,” 
stated the respondents’ circulars, 
and newspaper and 
magazine advertisements, The Gov- 
ernment has not acted either 
clear restrict, approve disap- 
prove the use sale, the 
complaint says. 

Equally false, the complaint al- 
leges, the claim that the additive 
was “tested, recognized and ac- 
cepted the United States Gov- 
the toughest testing laboratory 
the world.” 

Contrary other representations, 
the complaint states, the product 
not and has not been used reg- 
ularly the Queen Mary Queen 
Elizabeth, any equipment Na- 
tional Airlines; and neither Read- 
er’s Digest nor Popular Science has 
published articles favorable it. 

The respondents are granted 
days which file answer the 
complaint. hearing scheduled 
Jan. Washington before 
FTC hearing examiner. 


1959 models the screens the 
nation’s theatres, according the 
Theatre-screen Advertising Bureau. 
Several European cars, distributed 
through car makers, will also 
utilize the medium. 

The Bureau noted that Cadillac 
the only American-made car 
which has not scheduled film pro- 
ductions for its 1959 cars. Ford, 
Pontiac and Chevrolet will have 
films their programs; Buick will 
have commercials; DeSoto has 
scheduled 10; Rambler, nine; Chry- 
sler, eight, and Edsel, Oldsmobile, 
Plymouth, Studebaker, Mercury, 
Lincoln and Dodge have also sched- 
uled introduction films. 

General Motors divisions are us- 
ing theatre screen advertising 
sell the Vauxhall and Opel, Euro- 
pean vehicles which they distribute 
this country. Europe, theatre 
screen commercials are one the 
major media used advertise 
these cars. 


Renault Picks Byoir 


Renault, Inc., American im- 
porter the French Renault 
passenger cars, has selected Carl 
Byoir Associates, Inc., public 
relations counsel, according 
Robert Valode, general manager 
the auto firm. 

substantially expanded ad- 
vertising, public relations and 
promotion program for 1959 
planned Renault, line with 
the American motorists’ growing 
acceptance the economical, 
highly maneuverable 
type motor car,” Valode said. 


Hertz Corp. has announced 
record-breaking national budget 
for 1959 million, including 
cost 52-week spot satura- 
tion key markets throughout 
the nation. 

Hertz, which began its national 
program 1947 with ex- 
penditure $242,000, had bud- 
get last year $4,250,000, the 
previous all-time advertising 
record for the 1962, 
Stedem said, Hertz expects 
spending $8,250,000 for national 
advértising. 

The Hertz national budget 
million matched local news- 
paper advertising and promotion 
approximately the same amount, 
making this year’s total advertising 
expenditure about $10 million. 


Dayton Rubber Picks CMM&B 


Geyer, Morey, Madden Ballard, 
has been named advertising 
agency for new corporate-wide 
campaign for Dayton Rubber Co. 

Advertising the company’s 
foam division also has been as- 
signed the Dayton office 


First advertising the corporate 
campaign will feature the new 
company slogan, “Headquarters for 
New Ideas,” and the initial four- 


color advertisement will give strong 


the American economy. 

Life planning second tribute 
the automobile dealers with 
display the annual convention 
the NADA Jan. 30-Feb. Chi- 


cago. 


Guide Revenue 


Guide magazine’s advertis- 
ing revenue for 1958 was 20.1 per- 
cent greater than 1957, accord- 
advertising director. 

Advertising revenue reported 
Publishers Information Bureau 


Steel 


Drill and draw fixtures are used seat 
the new top place 
the 1959 Imperial. The roof 
.025-inch-thick applique which 
fixed tightly rivets over the entire 
standard roof section forward 
Laundau-type roof step, The pol- 
pounds, and measures inches across 
and inches long. fabricated 
from Republic Steel Corp.'s 
Type 302. 


emphasis Dayton 
leadership production ure- 


thane 
> 


Pierson Open Agency 

Lillian Pierson has resigned 
vice-president Allied Public 
Relations, form her own 
public relations agency. 

Miss Pierson has been retained 
Chelsea Warehouses, Inc. (New 
York and New Jersey) and the 
Fultonville Truck Center and Motel, 
Fultanville, 


Personnel Changes 
Edward Reynolds from prod- 


uct line and pricing manager for 


car tires with Rubber Co. 
marketing division manager the 
American Management 
Brussel from account ex- 
ecutive and sales promotion direc- 
tor Detroit Radio Station 
account supervisor and director 
client service for the Detroit of- 
fice Cunningham Walsh adver- 
tising agency Wirt Mitchell 
from head creative activities for 
Geyer Advertising, Inc., chair- 
man the creative plans board 
Geyer, Morey, Madden Ballard, 
Inc. Howard Brundage from 
chairman the executive commit- 
tee president the New York 
Herald Tribune, succeeding Ogden 
Reid, who resigned. 
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10,000 Cities Get Closed-Circuit 


Salesmen Star Buick Show 


John Teahen Jr. 
Staff Writer 

DETROIT.—There wasn’t 
singer, dancer acrobat the 
cast, and the number viewers 
wouldn’t have given the show 
national ranking, but Buick was 
well pleased with its recent closed- 
circuit television production. 

was selling show from 
start finish. was beamed 
cities and was witnessed 
10,000 Buick dealers and sales- 
men—a good-sized crowd for 
business telecast. 

The program was aimed the 
salesman. featured panel dis- 
cussion four star salesmen who 
were gathered New York, the 
show’s point origin, plus live 
interviews with experts dealer- 
ships Cleveland, Miami and St. 
Louis. 

Zone managers each the 
cities the circuit opened the 
program with brief discussion 
the market outlook their areas. 

Then the scene shifted New 
York for introductory remarks 
Edward Ragsdale, Buick general 
manager, and Edward Kennard, 
general sales manager. Kennard 
introduced the panel salesmen 
and the show swung into high gear. 

The panelists were Frank Kis- 
sel, Van Male Buick Co., Chicago; 
Larry Adams, Jim Childs Buick, 
Whittier, Calif.; Ray Berry, Mal- 
lory Buick Co., St. Louis, and 
Stan Grueninger, Jennings Buick, 
Cincinnati. 

Asked about finding prospects, 
Kissel said prefers special mail- 
ing pieces which designs himself. 

mails 500 them each month. 

Adams partial direct mail 
and telephone followup. “Keep 
touch with prospect,” advised. 

“Sometimes takes two three 
years sell man car.” 

Berry favors floor traffic, bird 
dogs and personal advertising. 
ask everyone meet buy 
Buick,” said. Grueninger be- 
lieves “beating the bushes” and 
prospecting the service depart- 
ment. 

Berry explained his method 
paying bird dogs: put $10 bill 
one pocket and two bills 
the other. hand the bird dog the 
$10 bill. still has his hand 
out, give him one the fives and 
tell him, for your wife.’ 

“If keeps his hand out, 
give him the other five and say, 
for the children.’ his 
hand still out, shake and 
tell him send another pros- 
pect.” 

Next came pickup from Mallory 
Buick, St. Louis, where owner Mort 
Mallory said half salesmen 
earned more than $10,000 1958. 
One was Howie Rose, who offered 
few tips selling cars. 

From Cleveland, Blake Qua, Qua 
Buick, said advises his 
salesmen “sell the product, sell 
the house and sell yourself—but 
never sell the deal.” 

Qua salesman, Schmidt, 
commented that when woman 
comes alone, it’s usually because 
her husband has sent her 
shop price. Schmidt said tries 


AEA Launches 
Series Talks 


Sales Supervision 


DETROIT.—The Automotive 
Electric Assn. has launched series 
regional meetings featuring Dr. 
Charles Lapp, sales management 
consultant and marketing professor 
Washington University, the 
main speaker. 

Dr. Lapp’s talks will based 
Supervision, the Forgotten 
Function.” will discuss group 
and personal methods super- 
vision, tools supervision, con- 
tinued training, d-after- 
the-fact controls, how motivate 
salesmen and communications. 

The first conference was held 
the Biltmore Hotel Los Angeles. 

Other conferences are scheduled 
for the Olypmic Hotel, Seattle, Jan. 
19-21; Hotel President, Kansas City, 
Feb. 2-4; Benjamin Franklin Hotel, 
Philadelphia, Feb. 9-11; Detroit 
Leland, Detroit, March 2-4, and 
Atlanta, 
March 9-11. 


set appointment with the 
husband. 

also stressed the advantage 
picking out specific car from 
stock for each customer and trying 


Charter-Dealer Isakson 


Honored DeSoto 


HOBART, Ind—Clarence 
Isakson, owner Isakson Brothers 
Motor Sales, was honored 
charter DeSoto dealer dinner 
sponsored Chrysler Corp. 

Wagstaff, DeSoto general 
manager, said Isakson Brothers 


which have been active since the 


division was formed. 


sell him that unit, thus avoiding 
special orders. 

The panelists agreed that 
demonstration ride prime 
importance and gave their views 
the route, the length the 
ride, the sales presentation dur- 
ing the ride and when the pros- 
pect should allowed take 
the wheel. 

Dealers and salesmen the 
cities took notes this and other 
sections the program “plan- 
ning books” provided Buick. 

pickup from Miami, three 
men from Sheehan Buick Co. also 
discussed the demonstration ride. 
They were owner John Sheehan, 


Chrome Saver 
Pontiac’s Copper Plating 


Protects Bumpers 


PONTIAC.—Pontiac says has 
provided extra protection for 
chrome its models through 
double copper plating process 
applied all front and rear bump- 
ers. 


The system was tested rear 
bumpers 1957 and was utilized 
front bumpers 1958. said 
provide bright, lustrous finish 
well reduce chrome deteriora- 

Pontiac’s process consists two 
copper platings with buffing, fol- 
lowed conventional nickel and 
chrome coatings. 


General Sales Manager How- 
ell and salesman Dick Branch. 
Panelist Kissel noted that when 


pect, always parks the new car 
next the customer’s auto. 
tally, the guy already 
the plates,” commented. 
Grueninger said important 
pick the right car for the demon- 
stration. ride Electra con- 
vertible, for instance, wouldn’t 
good sales pitch for man who 
afford only LeSabre 
highlight the program was 
film demonstration given 
panelist Adams. Unknown 
Adams, microphone had been 
hidden his car and helicopter 
hovered overhead film the ride, 
Adams admitted that the demon- 
stration didn’t result sale, but 
declared that hasn’t given up. 
have another date with that 
man around Feb. 1,” said. 
bet can work something out 
then.” 


views on retail auto distribution, 


For 
returns from ride with read the Dealer Forum column Page 


customer Want 


just one the MODERN 
POWER ring actions...and 
with Ramco you get them all! 


All your customers want the feel—the excitement— 
the thrill economical MODERN POWER. 


them, MODERN POWER means new-car 


pep, power, economy. 


They get when you power with RAMCO 
MODERN POWER Rings—the only rings with the most 
complete combination MODERN POWER features. 


One these MODERN POWER features side 
sealing—the ring action that gives your customer 
positive oil control that starts right now! 


Find out more about RAMCO MODERN POWER 
Rings. Call your RAMCO man—soon. 


YOU'RE INVITED VISIT RAMCO SHOW, 
FEBRUARY 18, 19, 20, 21, BOOTH NOS. C-194-196-198-200. 


ACTION 
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DEEP, 
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Accentuating this prospect the 
from State Capitals... fact that the 1958 recession cut 
deeply into receipts from existing 
state sales, gross receipts and 
Figuring prominently the 
egislation Affecting Auto Industry 
revenues will proposals for 
Bethune Jones snow general opposition and selective sales taxes, 
Legislative Correspondent and new and added levies against 
both direct and indirect concern the automotive |for public works states also will turn with- 
industry will top issues confronting Legislatures conven- holding systems for the collection 
ing this year all states except Kentucky, Mississippi and state income taxes, means 
Virginia curbing evasion and take ad- 
the absence vantage the one-year “windfalls” 
Although the overall level? any effective added revenue which come with 
state taxes has been mov- recent general election that pres- transfers withholding. 
dil public becoming more for the re- Another round increased state 
ing steadily since the ating its views the gasoline and other highway-user 
end World War II, the for which increased taxes| governmental Bethune Jones together with new broad- 


for even sharper acceler-| borrowed funds should services and pub- ened bonding authority, also will 


virtually certain needed many states for expanded 


highway modernization programs. 
* 


More Road Funds Needed 


the fact that many 
states recent years enacted 
such tax increases bonding 
measures, there widespread de- 
mand for still more state revenue 
match available Federal high- 
way funds and meet other road 
needs for which Federal funds are 
unavailable. 

Toll-bridge financing proposals 
will for action some 
states, but there will revival 
the toll-turnpike financing 
measures few years 
These were outmoded the new 
Federal interstate highway pro- 
gram, with the future trend 
likely toward intensified 
efforts free present turnpikes 
tolls soon possible and 


ation this trend. 
While there were signs the 


provide for their extension 
parts the interstate system. 


Cities and other local governments 
will press efforts obtain larger 
shares state-collected taxes and 
win broadened local taxing 
powers, Indications are they will 
make further gains both respects. 


Cities and counties many 
states will seek enactment state 
legislation give them bigger 
slice state gasoline and other 
highway-user taxes, whatever 
extent they succeed, state highway 
construction revenues will pro- 
portionately sapped and there will 
added pressure for boosts 
the state levies. 

Local governments number 
states also want legislation 
permit them impose new local 
sales, income and other types 
nonproperty levies. 


lic works outlays, the uptrend in|come out this year’s legislative 
state taxes and borrowing sessions provide additional funds 


spent, voters acting statewide 
referendum proposals failed 


Safety Big Issue 


IGHWAY-SAFETY measures 

will among the year’s top 
legislative issues, with emphasis 
broadening public-school driver- 
training programs, more effective 
speed regulatory laws, steps curb 
drunken driving through “implied 
consent” chemical test laws, 
strengthening state highway pa- 
trols, traffic court modernization, 
stronger driver-licensing laws, wider 
use the point system enforcing 
traffic laws, re-examination driv- 
ers involved accidents, and other 
more stringent enforcement action. 

New compulsory mo- 

tor-vehicle inspection programs 

will proposed many states. 

But instances they will 

continue run into strong op- 

position. Bills relating motor- 
vehicle equipment, such direc- 
tional lights, brake fluid, safety 
belts and others, will more 
widely introduced and enacted. 

The question how best deal 
with uninsured and financially ir- 
responsible motorists again will 
raised wide scale, with the 
insurance industry for the most 
part continuing its opposition 
outright compulsory insurance such 
thus far enacted only Massa- 
chusetts, New York and North 
Carolina. 

Alternative proposals include: 
Creation state funds for pay- 
ment unsatisfied claims arising 
out highway accidents, pro- 
vision for impoundment acci- 
dent-involved vehicles financially 
irresponsible drivers, 
gent and uniform financial respon- 
sibility laws, providing for suspen- 
sion driving privileges and 
vehicle registrations accident- 
involved financially irresponsible 
motorists, and laws require auto 
insurance companies include 
liability policies protection against 
uninsured drivers. 
* 


Time-Sales Bills Due 


THE field legislation directly 
affecting automotive sales, inter- 
est probably will center propo- 
sals states for regu- 


SATS 


Ramsey Corporation, St. Louis Missouri, subsidiary Thompson Ramo Wooldridge Inc. financing and other com- 
modities. This already provided 
states. New and revised laws 
nsurance also will widel 
See how RAMCO brings sought. 

While increasing competition 
aws requiring licensing and trade 

Bills seeking new and stronger 

regulation the trade practices 

(Continued on Page 56, Col, 1) 
—. 
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Sales Conditions Various 


Auto Market Reports 


Washington, 


December registrations new 
cars the National Capital num- 
bered 1,788, more than were counted 
any other month 1958. The 
November total was 1,353. 

makes, December registra- 
tions were: Chevrolet, 486; Ford, 
833; Plymouth, 165; Oldsmobile, 

130; Pontiac, 117; Cadillac, 72; 
68; Buick, 66; Dodge, 
58; Studebaker, 40; Mercury, 33; 
23; Edsel, 12; Lincoln, 
10; DeSoto, Imperial, Metro- 
politan, and miscellaneous, 160. 
New-truck registrations totalled 
186, compared with 129 month 
earlier, total was the 
highest since July. 

makes, new-truck registra- 
tions were: Chevrolet, 57; Ford, 
International, 27; GMC, 23; 
Diveo, Dodge, Reo, White, 
Willys, and miscellaneous, 17. 


—(William 


Columbus, 


Following the national trend, 
automobile sales Franklin 
County (Columbus), O., declined 
sharply last year, but the margin 
decline was reduced considerably 
sharp upturn December. 

Registrations totalled 20,802, down 
6,627 units more than percent 
from 1957, according report 
the clerk courts and the Co- 
lumbus Automobile Dealers Assn. 
The total was the lowest since 
1952. 

Although the year whole was 
disappointing, ended with 
strong upsurge. December registra- 
tions totalled 2,017, the largest num- 
ber since March and the second 
best total the year. Last month’s 
total was 440 units nearly per- 
cent above November. 

Used-car sales last year totalled 
57,928, down almost percent from 
1957. December fell sharply below 
November and edged below year 
ago. 

Sales small cars last year 
nearly doubled those the pre- 
vious year, and Rambler jumped 
from 13th eighth place. Top 
place went Chevrolet with 6,- 

registrations, only 119 behind 
its 1957 total. Ford fell second 
with 4,738, down from the 
previous year. 
also was December 
leader with 549 registrations. Ford 
had Registrations other 
makes: Oldsmobile, 145; Pontiac, 
181; Buick, 120; Plymouth, 112; 
Rambler, 68; Cadillac, 63; Dodge, 
58; Mercury, 53; Studebaker, 43; 
Volkswagen, 23; Renault, 17; Chry- 
16; Edsel, 14; DeSoto, 12; 
Simca, 11: Goliath, Triumph, 
Fiat. English Ford, Lincoln, 
Volvo, Metropolitan, Im- 
perial, and miscellaneous, 32. 

New-truck registrations rose 
modestly December. The total 
126 was above November but 
below year ago. Chevrolet led 
with 47. Ford had 31; GMC, 11; 
Volkswagen, 10; Dodge, Interna- 
tional, Divco, Reo, and 
Diamond 

For the year, registrations 1,- 
968 fell 486 units 19.8 percent 
below 1957. Chevrolet was leader 
with 728, just ahead Ford. 
International was third with 314.— 


(Justin Henley.) 


Oklahoma City 

Dealers Oklahoma City report 
that business picked sharply 
December although sales didn’t 
quite equal year-earlier totals. 

Deliveries from the factories are 
again after frus- 
trating period slow production. 

Big question among dealers here 
the turn that the small-car mar- 
ket may take this year. 

One dealer, holding that ex- 
pressed desire for more economy 
not sincere, said, guy will com- 
plain about how much gas his car 
uses and then order case 
whisky from the bootlegger with- 
out batting (Mary Lou 
Risen.) 


Cleveland 
New-car sales the Cleveland 
area numbered 55,875 1958, com- 
pared with 78,518 1957. 
Clevelanders bought 2,650 im- 


ported cars during the year, about 
thousand more than they pur- 
chased 1957. 

Chevrolet led the field 1958 
with 13,751 registrations, Others 
were: Ford, 12,764; Plymouth, 4,- 
865; Buick, 4,064; Oldsmobile, 4,- 
040; Pontiac, 2,767; Mercury, 
2,468; Dodge, 2,380; Rambler, 1,- 
686; Cadillac, 1,573; Chrysler, 711; 
DeSoto, 608; Volkswagen, 582, and 
Edsel, 

Lincoln, 402; Studebaker, 368; 
Foreign Ford, 337; Metropolitan, 
184; Renault, 170; Simca, 163; Im- 
perial, 156; Vauxhall, 146; Opel, 137; 
Continental, 132; Volvo, 131; Tri- 
umph, 114; Morris, 83; MG, 78; 
Lloyd, 62; SAAB, 56; Austin, 51; 
Fiat, 51; Mercedes-Benz, 46; DKW, 
41; Hillman, 36; Jaguar, 31; Isetta, 
29; 26; Packard, 26, 
and miscellaneous, 156.— (Sanford 
Markey.) 

Albuquerque 

Sales American-made cars 
dropped percent Albuquerque 
1958 against percent in- 
crease sales foreign cars. 
Truck sales were bit, however. 

Total Albuquerque sales new 
cars 1958 amounted 6,749, 
against 7,314 1957. Sales 
American-made cars franchised 
dealers amounted 5,856 units 
1958; sales imports hit 893. 

Chevrolet led the way for 
American-built cars with 1,321 
sales 1957, followed Ford, 
1,258; Plymouth, 582; Buick, 436; 
Rambler, 414; Oldsmobile, 308; 
Dodge, 270; Pontiac, 266; Mer- 
248; Cadillac, 176; Chrysler, 
128; Edsel, 111; DeSoto, 
Studebaker, 00; Jeep, 73; Lincoln, 
57, and Packard, breakdown 
was available for foreign cars, 
Truck sales were 127 over the 
1957 figure, with 1,479 sales reported 
for 1958 against 1,352 1957. 
Labor troubles Detroit resulted 
slow delivery and sluggish 
start for the 1959 models, but even 
so, total sales for December were 

about more than were reported 
the beginning the 1958 season, 
with 734 sales reported for the 
month.—(John McKee.) 

> > 


Akron 
One out every new cars 
registered Summit County (Ak- 
ron) last year were foreign vehicles, 
the annual report the Akron 
Automobile Dealers shows. 
1957, substantially larger 


market, the ratio was not quite one 
imported automobile out every 
50. 


Purchase all types new cars 
last year—domestic and foreign— 
totalled 17,117 29.4 percent less 
than the previous year. Registra- 
tions domestic-made cars alone 
were off 31.7 percent. 


When came imported ve- 
hicles, the 866 registrations the 
Akron area were percent above 
the previous year. There were 
different models foreign autos 
purchased, with Volkswagen 
again setting the pace, account- 
ing for 219 sales, percent. 
Only Renaults were sold 
but the number rose last 
year. Metropolitan finished third 
with 70. 

Total sales were the lowest since 
The record 25,810, set 
booming 1955. 

Chevrolet, leader all year, cap- 
tured individual honors with 4,335 
sales Ford’s 3,671 and Plymouth’s 
1,882. Oldsmobile just nosed out 
Buick for fourth place, 1,062 
060. 

Other leaders were: Pontiac, 887; 
Mercury, 754; Rambler, 627; Dodge, 
573; Cadillac, 369; Chrysler, 280; 
DeSoto, 277; Volkswagen, 219; 
Edsel, 175, and Studebaker, 


(Joe Kuebler.) 


Houston 

total 4,470 new cars were 
registered during December 
Houston and Harris County, com- 
pared with 2,805 November. 

makes, registrations were: 
Chevrolet, 1,269; Ford, 1,245; 
Oldsmobile, 390; Buick, 326; Pon- 
tiac, 200; Plymouth, 157; Cadillac, 
127; Rambler, 121; Mercury, 95; 
Studebaker, 84; Dodge, 57; Ren- 
ault, 46; Hillman, 34; Volkswagen, 
33; English Ford, 24; Metropoli- 
tan, 21; Opel, 21; Chrysler, 19; 
DeSoto, 18; Morris, 18; Edsel, 16; 
16; MG, 16; Imperial, 15; 
Volvo, 14; Triumph, 11; Contin- 
ental, Vauxhall, Mercedes- 
Benz, Simea, Willys, 
Austin-Healey, Peugeot, 
Jaguar, Panhard, and mis- 
cellaneous, 23. 

New-truck registrations num- 
bered 564 December, compared 
with 526 month earlier. makes, 
they were: Chevrolet, 236; Ford, 
197; International, 49; GMC, 29; 
Dodge, 10; Mack, Volkswagen, 
Willys, Studebaker, White, 

(Continued on Page 50, Col. 1) 


How Nation's Salesmen 


Veteran DeSoto Dealers 


Roberts, left, DeSoto Detroit regional manager, presents engraved silver 
plaques commemoroting 25th anniversaries two Toledo dealerships Waldo Shank, 
second from left, Waldo Shank, Inc. (DeSoto-Piymouth), and James Colbey, 
second from right, West Toledo Motors, Inc. (DeSoto-Plymouth). Assisting presenta- 


tion Richard Ament, DeSoto Toledo district manager. 


How They're Pushing 


Dealer Ideas 


Cooke Holds White Sale 


COOKE, Louisville 

Ford 
dealer, held January white sale, 
offering “new white cars pur- 
chased especially for this sale” and 
free bed sheets every buyer 
three-day period. 

Sale prices included $2,677.80 for 
Edsel Ranger (automatic trans- 
mission, V-8, four-door), $2,868 for 
Mercury Monterey (automatic 
transmission, heater, two-door), 
and $1,699 for English Ford 
Anglia (two-door). Prices included 
Kentucky tax and license. 


Cars Top Bidders 


“BID SALE” was staged 

Gregory Ford, Decatur, IIL, 
promote its new and used-car in- 
ventory clearance. 

the Decatur Herald, the firm an- 
nounced that “six cars will sold 
the highest bidder.” 

All bids had written cash 
offers. They were dropped the 
bidders into box the 
used-car lot. 


Two Cities’ 


MOTORS, Buffalo, pro- 
moted import-car business with 
newspaper that featured the 


Practical Problems Selling 


Here’s another case history 
from the files Gene Carlyle, 
sales manager for Jerry Smith 
Buick, Inc., Kansas City: 

The “be-back” can trouble- 
some but there another pros- 
pect who can often handled 
such manner win the 

sale instead los- 


ing it. the 

Sales “put-off.” 
Case This 


master sergeant. 
and his wife were looking 
Buick station wagon. 


wanted buy the car, but she 
wanted wait. 

tactfully ignored the wife’s 
disinterest concentrating 
selling the sergeant. 

the same time, tried get 
her views the various options, 
color, etc. She liked the car 
stood, but she didn’t want buy 
until June—six months away. 


WANTED the car right 
away because wanted 
drive his post Arizona. 
Now was time find out 
exactly what the wife’s objections 


Rambler Dealers Meet Texas— 


dealers the Worth area meet with American Motors Dallas 
zone officials discuss advertising plans. From left are Taylor, Dallas; 
Clifton, Jimmy Clark, Dallas; McCullough, Ft. Worth; Herring, 
Walter Merritt, Jackie Dee Feagin, Reifschneider, 
Irving; John Clark, Dallas; Tom Abbott Fort Worth; Leon French, Ft. Worth; 
Payne, Dallas district manager; Sloggett, Dallas zone manager; and Fred 
Morrow, Fort Worth. 


were. The sergeant said they 
wanted pay about $50 month 
the new car, which 
enough, and then his wife said 
she wanted wait until June be- 
cause that time her husband 
was going reenlist and 
would receive about $2,000 re- 
enlistment pay. 

She wanted wait until then 
and use that money pay 
the car the payments 
wouldn’t more than $50 
month. 


They promised return 
June and complete the deal. Well, 
figured that June would 
trying work out deal for 
somebody else which might still 
six months the future, 
decided try for close now. 

MENTIONED the extra ad- 
vantages having new car 

soon after the new models 
were announced. They agreed, 
but that didn’t take the place 
maoney. 

told them would make 
out contract for payments 
$50 month until June, and for 
that month they would have 
whopping big note something 
over $1,000 figured out. 
Then the payments would con- 
tinue $50 month. 

They signed five minutes 
and drove off Arizona their 
new car. 


theme: Tale Two Cities.” The 
continued: 
“Buffalo—Brost gives you Chrys- 
ler experience and judgment. 
“Paris—gives you Simca styling, 
performance and economy.” 
Brost also stressed that pro- 
vides Simca service and parts. 


Canada 
Build Office 


And Warehouse 


Motors 
Canada has announced plans 
build new $3.5 million parts ware- 
house and office building the 
Montreal district. The building, 
erected 19-acre site, will 
contain 244,000 square feet, almost 
twice the area present 
warehouse. 

Construction will start next 
spring and the job should com- 
pleted June, 1960, officials 
said. 

The building will house 205,000- 
square-foot warehouse, general 
office and Service Training 
Center, available dealer per- 
There also will room for 
seven railway freight cars and 
highway trucks inside the ware- 
house shipping and receiving 
wells. 

Canada who was Montreal 
for the opening GM’s Motorama 
1959, said Canadians bought 
more autos during the last three 
months 1958 than any fourth 
quarter history. 

“Right now, and the industry 
have more orders from dealers than 
any other time our recent 
experience,” Walker said. added 
there good reason believe that 
thousands Canadians who have 
not bought new cars since 1955 will 
return the market this year. 


O’Daniel Heads 


Louisville Assn. 


Greater 
Louisville Automobile Dealers Assn. 
has elected Carl 
(Dodge-Plymouth) president, 
succeeding Fred Koster (Buick). 
Koster becomes board chairman. 

Clifford Alderson (Cadillac) 
was elected vice-president, and 
William Burns (Ford), secretary- 
treasurer. 

O’Daniel also director the 
Kentucky Automobile Dealers Assn. 
The Greater Louisville association, 
which has completed five years 
service, has members. 


Dealer Named Sheriff 


DECATUR, nox McRae, 
local automobile dealer and director 
the Alabama State Docks, has 
been appointed Gov. James 
Folsom sheriff Morgan 
County, succeed the late Sheriff 
Jimmie Collier, The post, including 
fees, pays $15,000 more annually. 


q 
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Under the Dashboard— 


Eaton Mfg. Co., Cleveland, making 


its air-conditioning systems 
available the after-market through dis- 
fributors and dealers in 10 Western and 
five Southwestern states. Eventually the 


company intends expand the 
include every major section the 
The compact system, above, 
designed for installation under the dash- 
board. 


Only RAMCO sets provide this MODERN 


every time... 

power with 
Ramco 10-up sets 


Take close look these action blowups. 


Note the action 
Spiro-Seal’s segment. Note the “‘outward 
pressure” action C-9’s rails. 
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What's New... 


Parts and Accessory Distribution 


Krom-Tape Offered 


LOS ANGELES. Krom-Tape, 
chrome plating tape form, has 
been developed Ward Interna- 
tional, Inc., 2126 LaBrea. 
available half-inch and one-inch 
widths and may used auto- 
mobiles, boats, appliances and 
other articles. 

” 


Crescent Appoints 


Five Representatives 


PAWTUCKET, I.—Crescent 
Co., Inc., manufacturers the 
“Wiry Joe” line automotive wire, 
cables and battery cables, has an- 


— 


4 


POWER action for any engine, old 
new. Sides grooves are positively 
sealed against oil “creep.” 


Let your RAMCO man tell you 
more about MODERN POWER! Soon! 


Ramsey Corporation subsidiary Thompson Ramo Wooldridge Inc. 


Why MODERN POWER side 
sealing is important to you is 
explained detail this colorful, 
illustrated book. Yours FREE 
when you mail 


nounced the appointment five 
representatives throughout the 
country. They are: 

Pittsburgh; Lyle Harrington 
Co., Portland, Ore.; MacMullin 
Sales Co., Indianapolis; 
Schonberg Associates, Inc., Min- 
neapolis, and McNeil-Kruzan Sales 
Co., Chicago. 


* * * 


Automotive Supply Firm 


Sold California 


SAN FRANCISCO.—Sale Levin 
Auto Supply Co. Joseph 
Stanley has been announced 


Side Sealing 
Action C-9 


POWER FACTS to: 


RAMSEY CORPORATION 
3737 Forest Park Bivd., St. Louis Mo. 


Yes! Send free copy MODERN 


Mrs. Sadye Levin, widow 
Berthold Levin, founder the 
firm. 


The firm, which has retail store 
here well wholesale headquar- 
ters, did million business last 
year Northern 


Oil-Filter-Change Promotion 


Announced Fram Corp. 


PROVIDENCE.—Fram Corp. has 
announced oil and air filter 
change promotion designed boost 
sales oil well oil and air 
filters. 


Known the “Fram Silver An- 


Shoulders C-9 
expander gently 
hold rails into 
contact with 
sides of groove 
insuring positive 
oil coal. 


sides of groove 
insures oil control 
even under high 
vacuum conditions. 


ag Sealing pressure 
of rails against 


Side Sealing Action 
Spiro-Seal Segment 


“Dishing” action 
segment seals 
sides of groove 
passage 
of oil around 
back ring. 


With contacts 

sides 
groove, 

immediate, positive 
oil control 

assur 


Copyright 1959 


niversary D-8 Promotion,” offers 
salesmen wool and orlon sweater 
prize increase oil and filter 
changes. 


Powell Mufflers Available 


For Most Foreign Cars 

Inc., has introduced mufflers and 
exhaust system parts for the grow- 
ing foreign car market the 

The units are being supplied for 
Austin, British Ford, Metropolitan, 
Morris, Standard and Vauxhall. 
addition mufflers are available for 
Austin-Healey, Borgward, 
Fiat, Hillman, MG, Opel, 
Porsche, Renault, Sunbeam, Tri- 
umph, Volkswagen and Volvo. 


Everhot Reports 
Percent Boost 
Sales 1958 


Products 
Co. has reported that 1958 sales sur- 
passed its previous banner year, 
1957, approximately percent. 

Robert Friedman, sales manager, 
said that although replacement- 
parts manufacturers usually bene- 
fit when new-car sales decline, 
Everhot’s increased business last 
year can only partially attrib- 
uted this factor. 

Although most the firm’s prod- 
ucts showed normal and above- 
sales gains during the past 
year, Friedman said the most 
success was with Everbend tail and 
exhaust pipes. 

Everbend pipes will replace per- 
cent the ready-bent pipes the 
road today. 


Engelhard Names Neal 


NEW YORK.—Thomas Neal 
has been appointed general sales 
representative Engelhard Indus- 
tries, Florida, Alabama, 
Georgia and South Carolina. 


Zorniger Elected 
Head Dealers 


> « 
Cincinnati 

Frank Zorniger 
Superior Chevrolet Sales Co., 
has been elected 1959 president 
the Cincinnati Automobile Dealers 
Assn. Other officers are> 

Ralph Rockenfield, Rocken- 
field, (Ford), vice-president; 
Clifford Jacobs, Clifford Jacobs Mo- 
tors, Inc. (DeSoto), treasurer, and 
Mrs. Erdie Turner, secretary. 

Twelve trustees were elected. 
They are: 

Burnett, Burnett Pontiac, 
Inc.; Tom Bywater, Auto 
Service (Chrysler); George 
Hagen, Hagen Buick, Inc.; 
Hassan, Hassan Motors, Inc. (im- 
ports); Lederer, Judd Motors, 
Inc. (Plymouth), and Lewis, 
Covington Auto Sales, Inc. (Dodge). 

Tony Lingrosso, Lingrosso Mo- 
tors, Inc. (used cars); Reed Mur- 
phy, Reed Murphy Motors, Inc. 
(Edsel-Mercury); Charles Robke, 


Motor Sales, Inc. (Olds- 


mobile); Russell, Russell 
Motors, Inc. (Studebaker); Ray 
Smith, Hyde Park Sales Service 
(Rambler), and Dabney Thom- 
son, Thomson Bros., Inc. (Cadil- 
lac). 


Kaiser Aluminum Moves 


Detroit Sales Office 


DETROIT.—The Detroit area 
sales activities Kaiser Aluminum 
Chemical Sales, Inc., now are 
headquartered Room 419 the 
new IBM Building, 7700 Second 
Ave., Detroit They formerly were 
located the Fisher Building. 

The new offices accommodate 
both the company’s Automotive 
Industry Sales division, managed 
Vincent and the 
Detroit Sales District, managed 
Leroy Young. 


Steady Customer 


YOUNGSTOWN, O—A 1959 
Buick Electra became the con- 
secutive Buick purchased Law- 
years. Russell bought his first Buick 
from Buick Youngstown 
1918 and since then continued his 
purchases from the same 

rm, 


For views on retail auto distribution, 
read the Dealer Forum column on Page 3. 
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New Shock Absorber 


Solves Old Problem 


Joseph Callahan 
Engineering Editor 
ALL THE “new” features introduced the 1959 cars, 
probably the newest the plastic sleeve shock absorber 
offered all 1959 Cadillacs and Corvettes. Actually, the 
principle involved elimination practically all air 


from the shock absorber—has been kicking around for 


more years. remained 
for GM’s Delco Products di- 


vision working with Cadillac 
and Chevrolet, develop prac- 
tical method adapting the prin- 
ciple for mass-produced 
The big problem with shock 
absobers “aeration,” the combin- 
ing the oil the shock with air. 
Aeration begins shortly after the 
car begins bouncing down the road 
and progressively worsens the 
longer the car driven. 
Thus, the shock functioning 
with fluid that has great variety 


densities. 
the start there 
the real dense oil; 
five minutes later, 
the oil-air mix- 
ture less dense, 
and hour later 
the density the 
might 
approaching the 
density water. 
The varying 

density the 

oil makes diffi- 

cult the valving the shock 


GENERAL MOTORS ACCEPTANCE CORPORATION 
— 
TIME PAYMENT 


PLAN 


absorber piston—which the 
heart shock, The valving 
that would ideal when the 
car starts something less than 
ideal after hour’s driving. The 
valving regulates the flow oil 
through the piston. It’s this ac- 
tion that absorbs the shocks. 


Why you get aeration 
shock absorber? 


The reason that down- 
stroke when the absorber piston 
and the piston shaft plunge through 
the the main cylinder tube, 
some the oil must leave the 
cylinder tube because dis- 
placed the shaft. 

This oil driven from the cyl- 
inder tube the reservoir out- 
side tube where (in the regular 
shock absorber) replaces and be- 
comes mixed with air. other 
words, some this air driven 
out and some absorbed the 
oil. 


Gas Bag 


ADILLAC’S new shock absorber 
much like the regular shock 
absorber except that this outside 
reservoir tube almost completely 
sealed and contains plastic bag 
(large enough hold two packs 
cigarets) full Freon gas. 
When the surplus oil driven 
from the interior tube the ex- 
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terior tube, the additional space 

needed the exterior tube 

created the compression the 

Freon the plastic bag. the 

oil leaves the exterior tube, the 

plastic bag slowly expands that 
this tube always full oil 
and air can enter the shock. 

This shock can operate equally 
well when it’s upright, upside- 
down horizontal—something 
other shocks can’t do. This charac- 
teristic may have future automotive 
manufacturing applications, 

This principle—the use.of ex- 
panding and compressing bag 
the outside tube—is quite old, but 
the problem has been get some 
substance that will for 
long time the high temperature 
(up 325 degrees) and high pres- 
sure. 

Rubber was tried but couldn’t 
withstand the heat. Metal, telfon 
and cloth bags have also been tried 
without success. Delco finally set- 
tled Nylon bag several years 
ago because was the best ma- 
terial keep the gas from per- 
meating through the bag and into 
the oil. Nylon’s high melting point 
was also attractive feature. 

After attempting use any num- 
ber gases, including air and 
nitrogen, Freon was selected 
because less prone convert 
liquid cold weather. will 


TIME BUSINESS 
PROFITABLE 


BUSINESS 


Available Dealers CHEVROLET PONTIAC OLDSMOBILE BUICK CADILLAC new cars, and used cars all makes 


remain gas until least 
degrees below zero. 
+ * 


Oil Loss Balanced 


ANY shock absorber 
slight loss oil. Bug 
Deleo engineers found that the 
Nylon bag paid fortunate 


dend this respect. picks 


aromatics that escape from the 
and causes the gas the bag 
swell, compensating for any loss 
oil. 

Some nine months before the 
models were introduced, 
Goodykoontz, 
project engineer Cadillac, and 
Kleberg, Delco resident 
sales engineer, were given the job 
adapting the plastic sleeve 
shock the 

Goodykoontz said that this 
tation consisted primarily 
ing out the unique valving system 
for this shock. 

“It’s unique,” explained, “be- 
cause don’t have compensate 
the different densities the 
fluid. Formerly, had compen- 
sate our valving for certain 
amount sponginess, Now, 
working with solid oil. 
true hydraulics now, rather than 

now starting work 
the ride the You can’t 
much about the ride until you get 
car work with. Each year 
need different valving for our 
shocks.” 

the past, Cadillac has attacked 


the problem aeration using 


spirals the reservoir tube, 
extra baffle tube and set double 
springs. 
But these measures only partly 


Plastic Bag Shock Absorber— 


The new Cadillac and Corvette shock 
absorber which contains Freon 
plastic bag (light section) the reservoir 


tube. The bag expands contracts, 


pending the oil the tube, thus 
inating air from the shock. The left view 


shows the bag condition. 


accomplished the job. This year, 
Cadillac has been able drop 
these extra-cost features their 
deluxe shock absorber and substi- 
tute the plastic bag shock with only 


‘Lag’ Eliminated 
said the 

nation Cadillac shocks will 
eliminate (1) the “lag” tempor- 
ary loss control that occurs with 
the normal shock and (2) the 
“morning sickness” that occurs 


when the oil out 


cylinder. tube shock that has 
been idle overnight. 

addition, the plastic bag 
-shock slows down the motion 
the piston and rod, and gives 
the engineer much wider range 
valving choose from. 

The latter feature important 
since Cadillac requires different 
valving for front and rear shocks, 
for various models and for cars 
with air suspension and coil springs. 

When asked there were many 
complaints from owners about the 
former shock absorbers, Goody- 
koontz said, “We have had some 
complaints about the loss wheel 
control rough roads, This shock 
will give you least another 10-15 
miles hour rough roads, It’s 
another safety feature. 


“However, we, engineers, have 


known about.the problem, and this 
probably the principal motivation 
behind the shock. quite 
sensitive about rear ends skipping 
around.” 


4 
i 
job 
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The Highway 


—to new car sales Chicago the Chicago Daily News 
fact recognized the nation’s new car advertisers 
who, 1958, placed more their advertising linage 
the News than any other Chicago paper, morning, 
evening Sunday, for the 14th consecutive year. They 
know the Daily News has the horsepower get action, 


move people sell goods! 


USE THE POWER THE “NEWS” 
CHICAGO 


> 
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Toll Decreases 
Second Year Row 


The nation’s traffic toll for 1958 
has been estimated the National 
Safety Council 37,000 deaths and 
million disabling 


This 1,500 deaths below the 
toll for 1957, drop percent. 

The year 1958 thus became the 
second row bring saving 
1,500 lives traffic, the NSC 
said. 

The estimate based State 
reports for the first months and 
projection for the December toll, 
the Council added. 

percent decrease fatalities 
November returned the traffic 
accident pattern steady im- 
provement that began two years 
ago. 

This pattern has been interrupted 
only two monthly increases since 
November, 1956—a percent rise 
October, 1958, and percent in- 


crease August, 1957, the NSC 
said. 

The death total for November, 
1958, was 3,460, compared with 
3,570 November, 1957. 

The death total for 
1958 was 33,230, against 34,790 
for the like period 1957. 

the end the first nine 
months 1958 (latest figures avail- 
able), travel was percent and 


Flee $100,000 Blaze 


Pennsylvania Ford Deal 


MORRISVILLE, Pa.—Fire caused 
$100,000 damage Fallington Mo- 
tor Co. (Ford) and forced em- 
ployes and three customers flee 
the one-story structure. 

The flames were fed gasoline, 
oil and tires. The fire started near 
the parts room the rear the 
building. 


deaths were down percent, the 
Council said. 
This produced mileage death 


comparable period. 

The September mileage death 
rate was 6—the lowest ever re- 
corded for that 

(Mileage death rate the num- 
ber traffic fatalities per 100 mil- 
lion miles vehicular travel). 

states reporting the 
Council, had decreases traffic 
deaths November, two reported 
change and showed increases. 

For months, states reported 
decreases and had increases. The 
states with decreases were: 

Vermont, percent; South 
Carolina, 19; West Virginia, 17; 
Connecticut, 16; 13; 

12; Maryland, 12; Ohio, 11; 
Arkansas, 11; Wyoming, 11. 
Texas, percent; Michigan, 10; 
Wisconsin, 10; Utah, 10; New Jer- 
sey, Indiana, Virginia, New 
Mexico, Georgia, Alabama, 
California, 

Missouri, percent; Delaware, 
New York, Kentucky, Rhode 
Island, Pennsylvania, Okla- 
homa, Nevada, North Caro- 
lina, Kansas, Oregon, 
Montana, less than percent. 

Reports from 681 cities with 
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Cars for Training Drivers— 


George McKay jr. (Ford), second from right, and Bob Erskine right, 
deliver two four cars used for driver education Pomona (Calif.) High 
School. From left are Milton Mitchell, Jack Rainbow and Harry Violette, driver training 


instructors the high school. 
* 

more than 10,000 population 
showed they had percent de- 
crease traffic deaths No- 
vember. For months, those 
cities showed percent de- 
crease from the corresponding 
period the previous year. 


= 
fewer deaths change 
deaths November. For 
months, 436 had fewer deaths 
change. 


Steps Curb 


the reporting cities, 547 had Accidents 


“What! Four thousand engineers Parts 


Right! Genuine MoPar replacement parts are exclusively 


engineer 


and tested for Chrysler Corporation vehicles 


recise original specifications over 4000 engineers, de- 
signers and 


Using MoPar products brings these direct benefits you— 


(1) ease installation 


(2) replacement parts engineered work 
with all related parts 


(3) builds customer loyalty for you 
additional benefit the Dealer Balanced Stock Plan 


you only from MoPar and designed 
virtually eliminate parts obsolescence. 


There’s MoPar Wholesaler near your telephone 
—call him today for complete information. 


Invest your future buy 100% MoPar 


Sell the line that keeps your customers sold you 
Genuine Chrysler Corporation Parts and Accessories. 


MoP. 


PARTS & ACCESSORIES 


MoPar Division, Motors Corp., Detroit 31, Michigan 


SURE VISIT THE MOPAR EXHIBIT THE NADA CONVENTION CHICAGO 


Urged Vermont 


Eight major proposals that would 
affect the operation motor ve- 
hicles Vermont were included 
report made the Emergency 
Council Highway Safety Gov. 
Joseph Johnson and the 1959 Gen- 
eral Assembly. The report said the 
state’s highway accident toll “no 
less than state disgrace.” 

The ECHS recommendations fol- 


ow: 

highway safety council coordi- 
nate statewide highway safety 
program. 

Legislation make driver- 
education course requisite for all 
new licensees. The course would 
not required for high school 
diploma, however. 

cover violations traffic laws. This 
would used determining sus- 
pensions. 


law curb drunken driving. 

Legislation providing proba- 
tionary period for new licensees, 
the first license provisionary 
one. 

Issuance licenses for two- 
year periods instead annually. 

driver All persons 
and older would required 
applying for license renewing 
one. 

More realistic acceptance 
the uniform vehicle code and uni- 
form municipal ordinances Ver- 
mont. The council specifically 
recommended substantial accept- 


ance the rules-of-the-road sec- 


tion the uniform code. 


> > 


Compulsory Tests 


Sought Conn. 
Connecticut’s 1959 General As- 


sembly will urged provide 
periodic compulsory inspections 
motor vehicles more than one-year 


old. 


The action was asked resolu- 
tion approved the Connecticut 


Automotive Trades Assn. its 37th 


annual convention. 


The present system so-called 
voluntary spot inspections not 
adequate satisfactory, according 


Arthur Roy, resolutions com- 
mittee chairman. 


“Auto inspectors have yet find 
car that doesn’t need some type 
service,” Roy said. “Compulsory 
inspection needed for the safety 
everyone the highways.” 

* 


Transportation Conference 


Announced MSU 


Michigan State University’s High- 
way Traffic Safety Center will con- 
duct three-day conference 
urban transportation Feb. 18-20 
East Lansing, Mich. 

The main purpose the con- 
ference help local officials 
better solve problems providing 
safe, efficient and rapid movement 
motor vehicles and the emphasis 
will how communities may 
conduct their own transportation 
studies for solving local 


sales climb during bad weather months 


because good weather bad, 4-wheel drive ‘Jeep’ vehicles where 
ordinary vehicles can’t go—do the jobs that ordinary vehicles can’t do! 


FORWARD CONTROL ‘Jeep’ FC-150 


Forward Control design puts record-breaking 74” pickup box 

81” wheelbase! That gives you the shortest turning radius 

any 4-wheel drive truck, plus advance design features like the 
comfortable Safety-View Cab with the large wrap-around windshield. 


ing 
=) 


right the job. They have the extra traction 4-wheel drive for 


because ‘Jeeps’ where the job is...every day the year! 


‘Jeep’ TRUCK 


Here’s the all-weather friend that hauls payloads more than ton 
anywhere, anytime. There’s end the versatility ‘Jeep’ vehicles. 
Equipped with power take-off, they operate wide variety 

special equipment, from winches belt-driven machinery. 


safe, sure performance. That’s why more people depend ‘Jeeps’, 


‘Jeep’ UTILITY WAGON 


Goes where ordinary road-bound 2-wheel drive station wagons can’t 
go. Transports cargo, men and equipment between jobs, and doubles 
delivery wagon and family vehicle. All 4-wheel drive ‘Jeep’ vehicles 

shift easily into 2-wheel drive for fast, economical highway travel. 


ALES Business good for ‘Jeep’ dealers, and the poten- “clean deals”. Demand for trade-in ‘Jeep’ vehicles 

tial for future profit even more exciting. supply. Extra profits service, parts, and 

PROFITS the last quarter are 38.9% over 1957, and equipment continue long after the 
OPPORTUNITY climbing. Reported gross profit per sale high, too sale. 


$447.75 ‘Jeep’ vehicle Learn how you can increase profits with ‘Jeep’ 
ranchise frees you from “wheeling and dealing” franchise, either added your present line—or 
ith Jeep Vehicle Franchise reported ‘Jeep’ sales are your exclusive line. Please fill coupon and mail. 


Tune “Maverick” every Sunday Night! DEALER FRANCHISE DEPARTMENT 626 
4-WHEEL DRIVE VEHICLES Yes, without obligation, I’m interested learning the detailed facts about the 
KEEP AMERICA THE MOVE 

Name 
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NADA Exposition Adds 


Program, Contests 


equipment exposition that 
has become part the annual 
NADA convention will have several 
new features this year that should 
great interest both attend- 
ing dealers and exhibitors. The 
show will open the lower level 
the Conrad Hilton Hotel Chi- 
cago Saturday morning, Jan. 31. 
One the new features 
used-car merchandising consulta- 
tion program that will con- 
ducted along lines similar the 
service consultation program 
started three years ago San 


Backshop 


biggest convention yet when 
NADA opens its annual get-together 
the Conrad Hilton Hotel Chi- 
cago Jan. 31. 

Elwood Dalton, for instance, 
told group who had met 
lay some “ground rules” for 
the new used-car consultation 
area that Studebaker-Packard 
had received more bona fide 
reservations for its annual dealer 
dinner this year than ever before. 

This was only one the indica- 
tions that many dealers are plan- 
ning visit Chicago find out 
what “cooking” their own as- 
sociation and the world automo- 
tive retailing. 

This know going very 
welcome news many “name” 
exhibitors the equipment exposi- 
tion who are faced with double 
show expense the Chicago area 
this winter. They are the boys who 
also will parade their 
wares the world’s biggest auto- 
motive show, the Automotive Serv- 
ice Industries Show, the Navy 
Pier just three weeks after the 
NADA affair closes. 


Appreciation Urged 


MAY expecting little too 
much suggest our dealer 
friends that they should appreciate 
the additional expense and effort 
these exhibitors continuing 
show their wares the NADA 
exposition under the circumstances. 
But feel that not going 
too far out place for 
emphasize the fact little. 

Last year the Pacific Coast 
parts show, the last the so- 
“full-dress regional shows,” 
several our very good friends 
among the equipment suppliers 
came and asked that 
record that NADA should not 
even attempt hold show 
Chicago this year. 

thoroughly appreciated what 
these boys would against, 
but also knew what NADA faced. 
Even though might have been 
the politic thing do, there were 
two very sound reasons, 
least, why had tell the boys 
couldn’t that. 


The first was that could sense 
(Continued on Page 26, Col. 4) 


Francisco. The latter has proven 

have great dealer interest. 

The used-car consultation area 
will the Normandy Lounge 
next the main ballroom. Man- 
agers most factory used-car 
merchandising and reconditioning 
departments will attendance 
from Saturday through Wednesday 
consult with dealers all used- 
car problems. 

the second feature, designed 
boost incentive visit the many 
exhibits showing the newest and 
most efficient service and account- 
ing devices and programs, contests 
with prizes will held for dealers 
who view the displays. 

> 


Service Talks Slated 


service consultation area 

again will close the ex- 
hibition proper. will the 
lower, show level the hotel. 
Top service executives from every 
car factory will hand for the 
five-day period starting Saturday 
morning. 

Service and merchandising 
talks will given Saturday and 
Sunday experts their lines. 
addition, Leo Durocher, the 
former baseball manager, will 
speak team play. will tell 
how the factors that make for 
winning baseball team also can 
make for profitable business. 

All exhibit space the exposition 
area was reserved long before the 
show opens, Among the exhibitors 
are many the top names serv- 
ice equipment, well number 


new exhibitors with products 
special interest this time. 

Factory Men Named 


MONG factory men who will 

their firm’s booths the 

used-car consultation area are 

Harry Cardoze, American Motors 

Corp.; Dick Newkirk, Buick; Frank 
(Continued on Page 26, Col, 1) 


Dealer Conducts Clinic— 


Profit Idea 


Making Room for Business 


How often have you heard this one: “Why should after more 
service business? shop crowded now.” 

hearing this, service expert urged service manager put 
man the dispatcher’s booth with stop watch note time 
lost mechanics. The check revealed that each mechanic lost 
average 124 minutes day waiting the parts counter for parts 
needed for repair order and for the lack floor jacks necessary 
get cars into stalls efficient manner. 

This particular dealer had mechanics. Figuring average 
$5.50 per hour flat rate, the dealer was losing about $230 day 


unproductive labor time. 
amount for lost parts sales. 


this the dealer should add similar 


When figured out the potential additional income $10,000 


month, the dealer added parts 


clerk and few more floor jacks 


and watched his service income grow. 


garage servicemen from the Syracuse customers the whole- 


ports department Forsythe Motors Corp. attend 


service school the 


Lane, Dodge service representative, 


and Potter, regional service manager, conducted the school, using torquefiite 
transmission, transmission, power steering and projector training 
The latest ideas adjustments, servicing and were discussed. 


Factories See Lube 


reports that find the answer ade- 
free cars without grease quate seal. 


may introduced next year, deal- 
ers need not worry about any early 
loss their lubrication business 
which, many dealers, im- 
portant feeder the service de- 
partment. 

Technical men the various 
vehicle factories see 
tion grease fittings 
cars trucks least for several 
years the future. 

fact, say these experts, until 
some type seal developed that 
will keep water, mud, dust and 
other abrasive foreign elements out 
the bearings motor vehicles, 
they can see substance yet 
that will take the place grease 
act seal against these abra- 
sive elements. 

Most the “wide-eyed” stories 
came about the result the dis- 
covery plastic sub- 
stance duPont. The material has 
“super-slick” properties, ad- 
mitted, and were not subject 
abrasion the foreign matter 
that every motor vehicle constantly 
runs into, and the price were 
low enough make competitive, 
chassis lubrication. 

* 


Seal Sight 


LTHOUGH more than one ve- 

hicle factory has been making 
tests—one supplier claims have 
car 80,000 miles without “so 
much squeak”—no factory man 
contacted would even hazard 
guess when, ever, they would 


Service New Products 
Page 


They all note that this not 
the first time factory has devel- 
oped cars that eliminated the 
grease fittings the chassis. 
Fortunately for them, 
claimed, the others pulled back 
before the car was for pro- 
duction. 

Experts claim that the work that 
has been done trying elimi- 
nate the chassis lube points has 
come about due the lack 
realism the promotion 1,000- 
mile lubrications. 

These men say that back the 
days unpaved roads and dirt 
streets, there was very real need 
for having car truck lubri- 
cated least every 1,000 miles. 


Better Lubricants Today 


were not good 
then now and either washed 
out “squashed out” more quickly. 
Parts did not fit well, and every- 
where the driver went drove 
through cloud abrasive dust 
mud. 

Today, most driving done 
paved roads and streets relatively 
free from dust and mud. Lubricants 
have been developed that will “stay 
put” longer chassis bearing 
points, and modern design has 
taken much the pressure off the 
important load—bearing points. 

One factory working main- 
tenance program for its owners 
has completed exhaustive 
study that pegs lubrication 
approximately every 1,800 miles 
being realistic. 

This would mean that the 
average driver took his car into 
the service station for lubrication 
about once every three months, 


most them would giving their 
vehicles adequate protection. 

The actual need today for lubrica- 
tion more push out the old 
contaminated grease that has be- 
come loaded with grit and abra- 
sives than put more lubricant 
the bearing. 

The lubricant that already 
there acts seal against these 
damaging abrasives getting into 
the bearing far enough harm. 
lubrication pushes out the old 
grease with its embedded impurities 
and develops new seal uncon- 
taminated substance. 


Some Advise 4,000 Miles 


similar reason, some com- 

panies are now recommending 
high 4,000 miles between oil 
changes. Not only the driving 
atmosphere cleaner where most 
the cars are used, but the oils are 
and the protection given 
air and oil cleaners tends keep 
minimum the damaging im- 
purities that contaminate the oil. 

were not for the dirt, salt, 
sand, water and other abrasives 
that get into the crankcase, the 
engineers who every once while 
get excited about taking the grease 
fittings off the chassis might get 
equally excited about sealed en- 
gines. 

But they know that the protec- 
tion for the oil not good enough 
and that engines aren’t 
built well enough permit such 
step, although they can visual- 
ize the sales propaganda that 
such moves might give their 
product. 

All this doesn’t mean, however, 
that dealers should tell all cus- 
tomers that they are safe driving 

(Continued on Page 25, Col. 1) 


9-Point Program 


For Used Cars 


the new-car buyer, the pur- 
chaser used car wants both 
appearance and performance. 
Greenwald Auto Co, (Ford) pro- 
vides these advantages through its 
reconditioning department, which 
has helped break the so-called 
used-car bottleneck which handi- 
caps many dealers. 

used-cars are 
put through nine-point recon- 
ditioning program which includes 
steam cleaning, engine repair, 
transmission, brakes and tires, 
wheels and steering, body repair, 
painting, interior work and, 
finally, road test. 

Fred Lyle, Greenwald president, 
has placed his used-car “Trading 
Post” across the highway from his 
reconditioning operation. says 
gives his salesmen effective one- 
two punch. 

“The salesman,” Lyle explained, 
“can offer show the prospect 
through our reconditioning depart- 
ment. Then the customer can 
glance that have top-notch 
facilities for checking and recon- 
ditioning the car considering.” 

> 


Repos Almost Eliminated 


YLE said his used-car recondi- 

tioning program has cut repos- 
sessions almost nothing and, 
result, his finance company has 
been glad handle all his used-car 
sales. 

fact, Greenwald has little 
trouble selling all used cars taken 
trade that the dealership buys 
used stock from other sources. The 


Greenwald cars carry State in- 


=. 


Cou 


a 
a 


the 


spection sticker and guarantee 


but, Lyle puts it, the object 
furnish car that hardly needs 
guarantee. 

Greenwald’s used-car depart- 
ment outside the city limits 
where land less expensive and 
taxes are lower. 

The reconditioning building runs 
from east west. The doors across 
the front the building are nearly 
all glass, and much solar heat 
received from the slanting rays 
the sun that costs only about 
per day heat the 8,000-square- 
foot structure during the winter. 

Gas heat used with overhead 
radiators, blowers and thermostats. 
The all-door construction means 
that there wasted space in- 
side the building. 


Net Profit Higher 


acknowledges that thor- 
ough reconditioning program 
costs money, but insists that the 
net profit higher because the cars 
bring considerably more. 

For example, Lyle pointed 
station wagon about re- 
conditioned. 

“The top good,” said, “so 
we'll just clean and polish it. 


Some the wood trim has been 
(Continued on Page 28, Col, 1) 
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Grease Fittings Here Stay 


Lube ‘Threat’ 
Seen Factories 


(Continued from Page 24) 


their cars the maximum number 
miles between. grease jobs. While 
the majority cars could operate 
safely this basis, there are con- 
ditions and drivers who should 
advised lubricate and change oil 
more often. 

Dealers and servicemen know the 
conditions which should prompt 
this “change pace” for some 


Airline Organizes 


European Dealers 


NEW tour the 
American automobile industry 
being organized Pan American 
Airways for European auto dealers 
and garage owners. 

Countries represented the tour 
include Germany, Switzerland, Bel- 
gium, Norway, Sweden, The Nether- 
lands, England, Austria, Italy and 
France. 

Among the highlights the trip, 
which starts 23, will visits 
auto and tire plants and day 
the 32nd annual exposition 
the Automotive Accessories Manu- 
facturers America. 

The AAMA show slated for 
Feb. 2-4 the New York Coliseum. 
Herman Erlichman, show manager, 


said visitors will see more than 


display booths representing 500 
manufacturers. 


Every piece equipment pictured here proven profit leader— 
backed thousands shop success stories! Here’s the equipment 
you need replace old, inefficient machines and 
expand your glamorize your shop. And, from Bear’s 
complete line and Add-A-Tool Plan, you select the service perfectly 


designed for your shop 


their customers for all cus- 
tomers certain times the year. 


Public Lube-Conscious 


realistic approach the 
question advise the cus- 
tomer follow the change time 
that best suits the conditions under 
which operates his vehicle. 
never gets his engine hot enough 
evaporate the condensation from 
his engine, operates very 
dusty roads, should change oil 
more 

operates his vehicle where 
encounters mud, salt clouds 
dry dust, should have his car 
lubricated more 

Most factory officials know how 
detrimental would deal- 
ers getting the new-car cus- 
tomer into the habit coming 
back for service the lubrica- 
tion fittings were taken off the 
car, even though they could 
taken off successfully. 

They know that most dealers 
either give the customer lubrica- 
tion book sell him number 
lube jobs discount. 

the public were not lubrication 
conscious, many present-day own- 
ers would never come near the 
dealership after the 90-day war- 
ranty period unless serious trouble 
developed. 


Time Sell Service 
ESPITE all the kicks the 


Filter Chart— 


This 1959 wall chart being distributed 
Purolator Products Inc., Rahway, 
it gives installation data on oil, air and 
fuel filter refills for cars and light trucks 
well refills and installation kits for 
foreign make cars. The reverse side fea- 
tures table providing cross reference 
Purolator refill numbers and 
other filter makes, 


cars are built well today that 
the average owner pays little at- 
tention even the safety factors 
his car. 

Brakes, for instance, wear 
slowly that the driver sud- 
denly shocked find has poor 
brakes. car really has buck 
and run with cylinders missing 
before some realize their 
need attention. 

Without the accepted realization 
the need for lubrication, many 
owners would never know they 
needed many services. 


the lubrication job that the order 
writer mechanic has chance 
point out the other things that 
should done. 


Unfortunately not enough this 


being done today the average 


million franchised dealer repair or- 
ders the Wolf organization 
shows. 

Despite the fact that every owner 
comes for least one service 
and percent for two 
the average number items the 
average franchised dealer’s R.O. 


but 1.67 last year. 


This shows almost vacuum 
service floor selling most dealer- 
ships. 

And perhaps that what gives 
some engineers and product plan- 
ners the courage, incentive, 
keep fussing with the idea 
taking the lubrication fittings off 
automotive chassis. 

Maybe it’s about time more deal- 
ers stopped giving those boys the 
incentive and started giving their 
customers, and themselves, better 
break checking more cars for 
needed service. 

* 


Lube System 
Demonstrated Houston 


HOUSTON.—A new “lubrication- 
less lubrication” system was dem- 
onstrated for some 150 engineers 
the Houston Engineering and 
Scientific Society Building. 

Lee James, lubrication engineer 
for Keller-Hyden Co., Fort 
Worth, put the demonstration 
conjunction with Stone Supply 
Co., Houston, under the auspices 
the American Society Lubri- 
cation Engineers. 

The new system, which said 
perform the lubrication. job with- 
out lube oil, was watched with con- 
siderable interest many engi- 
neers who work the oil industry, 
much which centered around 


trade hear, studies show when they bring their cars Houston. 


and budget! 


BEAR SAFET 


ATTEND THE SHOW—FEB. 20-21, SEE THE LATEST BEAR EQUIPMENT, BOOTH NOS. C44-46; D43-45. 


R-499 ANI 


BALANCERS 


TEST 


“Profit Picture” 


big, new “Profit Book” shows you, full color, 
the many services that make practical for every size shop 
step-up profits. see how easy stop wishing 
for better equipped shop and something about 
with your Bear simple Pay-Out-Of-Profits Plans! 


WRITE TODAY for Bear Representative call with 
your FREE copy 


without cost obligation! 


WHEEL WEIGHTS 


Dealer Invests 
Major Effort 


Hiring Salesmen 


CHICAGO.—Much the success 
George Bowers Co., Dodge- 
Plymouth dealership here; can 
traced the careful way the firm 
hires and trains auto salesmen. 

Applicants undergo 
hour-long interview. One two 
assistant sales managers talks 
them for minutes. Then, they 
are interviewed either General 
Manager Lou Sappenfield Gen- 
Sales Manager Bob Hawkinson 
for another minutes. 

Once hired, the new salesman 
goes through two three-week 
training program with all the 
Bowers salesmen taking part 
personal tutelage. Following the 
training period, Sappenfield gives 
the new salesmen six months 
year prove whether will 
successful. 

Sappenfield has high standards 
for successful salesman: must 
consider selling cars 24-hour, 
seven-day-week job; must think 
and act car sales all times. 

When hiring new salesman, the 
Bowers general manager looks for 
man who has never sold cars 
before will not need “un- 
learn” bad habits. wants man 
enough experienced but young 
enough grow the job. The 
applicant should married and 
have family, Sappenfield believes, 
because this gives him greater 
stability and “drive” succeed. 

Sappenfield also asks himself 
these questions about applicants: 
pleasant looking and acting 
person? clean and neatly 
dressed? Does seem quick and 
intelligent? Does seem adept 
handling himself and other people? 


ike this! 


Bear Mfg. Co., Dept. A-14, Rock Island, Illinois WHEEL ALINERS WHEEL BALANCERS CRANKSHAFT DRIVE SHAFT 


WHEEL STRAIGHTENERS 


TIRE 


RE-TRUERS BODY-FRAME MACHINES SAFETY TESTING EQUIPMENT 
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Used-Car Program, Contests Are New 


All Space Sold for NADA Show 


(Continued from Page 24) 


Arnold, Chrysler Corp.; Clarence 
Staufenbeil, Cadillac; Charles 
Toussaint, Ford division; John 
Mahoney, Pontiac, and Elwood 
Dalton, Studebaker-Packard. 


Due the lack space, only 
one reconditioned vehicle will 
wagon, considered the one type 
vehicle that will represent best 
how efficient job refurbish- 
ing can increase its sales value. 
The service consultation srea also 

will manned factory repre- 
sentatives. They include: 
American Motors Corp.: 
Tillinghast, parts and service man- 
ager; Frank Brodek, technical 
service manager; Paul Fortune, 
parts and service manager; Ralph 
Isbrandt, chief engineer; John 
Krider, service promotion and 
training manager, and 
Kuehl quality engineer. 
> 


Chrysler Reps Listed 


HRYSLER CORP.: Hop- 

kins, director the Service 
Development and Training Office; 
Brucker, Simca service man- 
ager; George Cutler, Plymouth 
Rees, MoPar’s St. Louis office; 
Johnson and Eichenberg, 
Farley, manager Chrysler divi- 
sion field service operations. 

Corp. service repre- 
sentatives; Johnston, man- 
ager field service 
operations; Kline, manager 
Dodge field service 
Landon, manager service 
planning and appraisal, Service 
Development and Training Office; 
service director; May, man- 
ager Dodge truck customer 
service. 

Schmid, Chrysler division 
regional service manager Chi- 
cago; Schweppe, assistant 
the director, Service Development 
and Training Office; Spencer, 
Dodge service director, and Roy 
DeSoto service director. 

Ford Motor Co.: Carl Doman, 
Ford division national service man- 
ager; Brown, M-E-L field op- 
erations manager; Brown, 
Ford division assistant service 
region parts and service manager; 
Burleigh, Ford division dealer 
service manager. 

Fournier, M-E-L field serv- 
Great Lakes region parts and serv- 
ice manager for the Ford division; 
Kuhn. M-E-L service 
manager; Latimer, M-E-L 
assistant national service manager, 
and Wilson, Midwest region 
parts and service manager for the 
Ford division. 


Officials Named 


ENERAL MOTORS 
Merle St. Aubin, director 
service section; Buxton, 


Dow Helping 
Dealer Sell Care 
Cooling System 


MIDLAND, the 
dealer talk cooling sys- 
tem care” the theme adopted for 
its seventh annual antifreeze pro- 
gram, according Dow Chemical 
Co. 


carry out the 1959 theme, 
Dow said providing new five- 
part service dealer information pro- 
gram which can integrated into 
field sales training efforts. 

The program includes wide 
range promotion tools, includ- 
ing trade, business and consumer 
advertising, point-of-sale aids, ed- 


ucational motion pictures and 
films and product publicity directed 


both trade and consumer pub- 
lications, Dow added. 

Working cooperation with in- 
dustry leaders, Dow said ob- 
tained consulting group pre- 
pare complete training program. 

Entitled, “The Dow Cooling Sys- 
tem Information Program,” will 
include five units and will avail- 
able for dealer organizations dur- 
ing the year, the firm said. 


Oldsmobile service manager; 
Dykstra, technical service manager, 
service section; Hales, Pon- 
tiac service manager; Harrig, 
Chevrolet service manager; 
Krause, Buick service manager; 
Paul McDonald, manager 
training centers; Marek, 
GMC service manager, and 
Phillips, Cadillac service manager. 

Studebaker-Packard Corp.: Roy 
Bender, parts and service man- 
ager; Challinor, assistant 
parts and service manager; 
Fassel, battery sales manager; 
Hackler, manager zone parts 
depots; Kinnune, manager 
parts and accessory sales promo- 
tion; McBride, Mercedes-Benz 
parts manager; Ulage, man- 
ager parts and accessory mer- 
chandising, and Wood, man- 
ager central region parts and 
service. 


Exhibitors Listed 


XHIBITORS the service 
equipment exposition include: 
Alemite division, Chicago; Allen 

Electric Equipment Co., Kala- 
mazoo, Mich.; American Finance 
Conference, Inc., Chicago; Amer- 
ican Rayon Institute, New York; 
Tools, North Chi- 
cago; Armstrong Rubber Co., 
West Haven, Conn. 

Arndt-Palmer Laboratories, Inc., 
Melvindale, Mich.; Automotive 
Market Report, Pittsburgh; 
motive News; Baird Dynamic Corp., 
Stratford, Conn.; Barrett Equip- 
ment Co., St. Louis; Bear Mfg. Co., 


Shell Oil Shows 
How Oscilloscope 
Locates Trouble 


NEW YORK.—A quick and ac- 
curate way locating automobile 
ignition trouble has been demon- 
strated Shell Oil Co. specialist 
using oscilloscopes. 


The oscilloscope engine tester 
basically set converted pic- 
ture the ignition operation 
engine line drawing wave 
form. The average service station 
dealer, attaching few simple 
connections, can check car’s en- 
tire electrical ignition system 
less than five minutes. 

Problems spotted the oscillo- 
scope include shorted spark plugs, 
defective distributor points, defec- 
tive wiring, coil and condenser 
problems, incorrect point adjust- 
ment, cracked distributor cap 
burned rotor. 

John Finsland retail 
department demonstrated five kinds 
automotive oscilloscopes. All 
were connected engine simu- 
lator. 

Ignition problems created the 
simulator were readily picked 
the oscilloscopes. Finsland then 
explained the meanings the line 
drawing thrown the screen 
the scope. 

test also was made con- 
necting all five oscilloscopes 
running automotive engine. 


Scopes Action— 


Rock Island, Benmatt Organ- 


ization, Chicago. 

Big Four Industries, Inc., Cin- 
cinnati; Bishman Mfg. Co., Osseo, 
Minn.; Blackhawk Mfg. Co., Mil- 
waukee; Bostrom Mfg. Co., Mil- 
waukee; Bumpa-Tel Sign 
Mounds, Burroughs Corp., De- 
troit; Cedar Rapids Engineering 
Co., Cedar Rapids, Ia. 


Consolidated Warranty System, 
Springfield, J.; Dana Corp., 
Toledo; Bert Doane, Los 
Angeles; Doyle Vacuum Cleaner 
Co., Grand Rapids; Automotive 
Equipment division, Allen 
DuMont Laboratories, Inc., Clif- 
ton, J.; Encyclopaedia Britan- 
nica, Chicago. 

Executone, Inc., New York; Globe 
Hoist Co., Philadelphia; Jack 
Hennessy Co., Englewood, J.; 
Heyer Industries, Inc., Belleville, 
J.; Hollywood Advertising Co., 
New York; Ernest Holmes Co., 
Chattanooga, Tenn.; Hunter En- 
gineering Co., St. Louis. 

Inland Mfg. Co., Omaha; Inter- 
Communication System America, 

Chicago; Joyce-Cridland Co., Day- 
ton, O.; Kansas Jack, Inc., McPher- 
son, Kans.; Kendall Refining Co., 
Bradford, Pa.; Kent-Moore Organ- 
ization, Warren, Mich.; Local 
Trademarks, New York. 


and Laboratories, Chicago; 
Macton Machinery Co., 
Stamford, Conn.; Master Addres- 
ser Minneapolis; Mirror 
Bright Polish Co., Pasadena, 
Calif.; John Mitchell Co., 
Dallas; Monroe Calculating Ma- 
chine Co., Orange, 


MoPar division, Centerline, Mich.; 
NAD Used Car Guide Co., Wash- 
ington; Auto Auction 
Assn., Frankfort, National 
Market Reports, Inc., Chicago; 
National Cash Register Co., Day- 
ton, O.; Norgrem-Stemac, Inc., 
Littleton, Colo. 


Norick Brothers, Oklahoma 
City; Prospect Radiation, Inc., 
Minneapolis; Prudential Insurance 
Co., Newark; Reynolds Reynolds 
Co., Dayton, O.; Rinshed-Mason 
Co., Detroit; Rotary Lift Mem- 
phis; Sav-T-Lift Engineering Co., 
Inglewood, Calif. 

Shure Mfg. St. Louis; 
Herman Smith Distributing Co., 
Houston; Snap-On Tools Corp., 
Kenosha, Wis.; Staput Cover Co., 
Muskegon, Mich.; Stokes Tax 
Controls, New York; Sun 
Electric Chicago; Tele- 
vision Bureau Advertising, 
New York. 

This Week magazine, New York; 
Truckstell Products Co., Cleveland; 
Trade Schools, Kansas City; 
Washmobile Corp., Union, 
J.; Walker Marketing 
Racine, Wis.; Weaver Mfg. Co., 
Mfg., Ltd., Detroit. 

Rawson White Co., San Fran- 
cisco; Willys Motors, Inc., Toledo; 
John Wolf Co., Oklahoma City; 
Edmund Wudel Mfg. Los 
Angeles; Promotional Sales Special- 
ists, Inc., Lincoln, Neb.; Farrand 
Publications, Borroughs 
Mfg. Co., Kalamazoo, Mich.; Chap- 
man Associates, Inc., Brighton, 
Mich. 


John Finsland Oil Co. demonstrates how five oscilloscopes can used 


detect ignition trouble this engine which buried under maze power 


equipment and pumps. Actually, any one the scopes could the job giving 


information for engine tuneups. 


Bauer Moves Into New Building— 


Baver Chevrolet Co. has moved into this modern building Decatur, 
9,000-square-foot showroom and service 
customer parking lot for 200 cars adjacent 


building covers 42,000 square feet with 
area for working stalls. 


the building. The firm headed Elvis Baver. 


Backshop 


Jack Weed 


(Continued from Page 24) 


that dealers across the country 
again were beginning get inter- 
ested their service departments. 
And this feeling was given sub- 
motive News received from dealers 
following the publishing our 
special service issue August. 
> 


Equipment Interest Rising 
dealers become interested 
trying get their service 
departments back profit basis 
and basis that will retain the 


Profit Margin 


Cut 


Service Stations 


LOS ANGELES.—A drop the 
profit margin has been the 
biggest single change marketing 
conditions the last year, 
service-station operator told guests 
the second annual Mobil dealer 
convention. 

The second biggest change, said 
Edward Howell, Sante 
Springs, has been the 
growing opportunity for income 
from labor and service work. 

dealer can more than absorb 
the loss margin doing tuneup 
and brake work,” added. 

Howell suggested that dealers 
two things increase efficiency— 
examine sales opportunities the 
fullest extent and cut down over- 
head wherever possible. 

Leonard Marks jr., assistant 
finance, Stanford 
Graduate School Business, told 
the dealers “you can broke 
while making profit.” 

added that “this comes about 
because many individuals have for- 
gotten never learned the differ- 
ence between profits and cash.” 

Marks said the difficulty get- 
ting outside financial help without 
giving away major share their 


business has put premium the 


dealers knowing how manage 


effectively the funds they already 


have invested. 

Within years, manu- 
facturers may making car 
that needs services all, ex- 
cept fuel, for 12,000 miles one 
year, said Paul Richard, 
Pont Nemours Co., Inc., 
liaison man with the auto indus- 


try. 

been proposed that service stations 
become safety-inspection points 
well fueling stops. 

Richard added that while dealers 
could expect some drastic changes 
auto design the future, they 
still would pumping two grades 
about 108 octane and regular 
about octane for older and for- 
eign cars. 

More than 500 service-station op- 
erators and their wives from seven 
Western states attended the two- 
day meeting. 


good will their customers, they 


want see the new machines and 
tools first hand that can help them 


the job. 

They may have every confi- 
dence their service managers, 
and while many those who are 
the near-buying stage may 
bring their service managers 
NADA, the dealer the guy who 
writes the check and most 
them “want in” deciding what 
they need and what type will 


retailers carry the impression that 
they are experts the world 
service, regardless whether the 
records their business bear them 
out not. 

for one, happy that this 
true. dealer who thinks knows 
something about that end his 
business usually has much more 
open mind. And usually will 
consider suggestions more readily 
than feels certain doesn't 


know. 


Good Attendance Seen 


The 


FOR the good dealers who 


will come this year’s NADA, 
due its location and the times, 
looks the show will have 
good attendance. happy that 
many the “old line” exhibitors 
decided take the extra “rap” 
and among those showing their 
wares again this year. 
All these boys have show 
the That’s show and 
meeting place they just 
dodge and stay business. That’s 
where their jobbers come see 
what’s new and meet the prin- 
cipals the firms they represent. 
The ASIS the supplier what 
the auto shows were vehicle 
manufacturers the old days when 
there was auto truck factory 
practically every important 


cross roads the country. The 


franchised dealers came the 
shows see what new vehicle 
seemed catch the public’s fancy 
most. 

Factories those days would 
have their field men, well 
their top officials, the New York 
and Chicago shows much talk 
with dealers see the public 
reaction the new vehicle. 

* 


Few Dealers ASIS 


few, any, dealers will find 
their way into the ASIS even 
they were interested. Some 
their service and parts managers 
will attend, course, but the ex- 
hibitors the ASIS cannot hope 
get franchised dealer reaction 
that they should get NADA. 
And this year the boys 
NADA, particularly Roy Smith 
and Walter Kiplinger, have gone 
out their way get bigger 
attendance service managers 
and parts managers from the 
populous “trading area” that sur- 
rounds Chicago. They’re even 
(Continued on Page 29, Col. 1) 
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Maintenance Hints 


Here’s How Experts 


Clean Cooling System 


OVERHAUL job, regardless 
how well the work done, will 


A-1 But- 
LETIN 


* * * 


function properly unless the Leaks 


ing system tip-top shape. 
There proven and effective 
procedure: 


LUBRICANT leakage experi- 


enced rear axle shaft oil seals, 


may due one the follow- 


First, plug all outlets the ing causes: 


and head you have tight seal. 
(Wooden rubber plugs.) 

Then fill the water jacket with 
solution part muriatic acid 
and parts water (by volume). 
Let this stand for three hours, 
then drain and refill with fresh 
solution, letting stand for an- 
three hours. 

Drain and thoroughly flush with 
fresh water until all solution 
washed out. This solution will have 
dissolved all the scale without 
any damage the block, and all 
parts can replaced. 

CAUTION: Muriatic acid “hot 
stuff!” Always wear rubber gloves 
when you handle it, and don’t let 
wash once with lots good, 
clean water! Hastincs 
Co. 


Chafing Leads 
SERVICE engineer from 

Champion Spark Plug Co. was 
called into Buick dealership re- 
cently help diagnose problem 
misfiring. After checking the ig- 
nition system from stem stern, 
discovered spark plug lead 
chafing against the air conditioner 
control cable. had caused 
intermittent short that plug, but 
there was none the tell-tale arc- 
ing snapping the leads. The 
tip-off came when the engineer put 
oscilloscope the engine. (Run- 
ning one’s hand over the ignition 
wire would also have given in- 
dication easy 
Co. 


> 
Got That Gap Right? 

OMETIMES tend take 

things too much for granted 
our daily work with the same cars 
parts. This fact brought out 
Champion Spark Plug Co. 
service bulletin reminding mechan- 
ies get the habit checking 
their size charts before installing 
spark plugs. 

Champion has received reports 
misfiring due excessively 
wide settings Oldsmobile 
The recommended setting for 
Oldsmobile Yet the J-12Y 
and spark plugs are factory 
set .035 take care other 
production V-8s such Chevro- 
let, Pontiac, Cadillac, etc. Thus, 
are reminded reset 
and for Buick 

Most foreign cars use gaps rang- 
ing from .020 .030 it’s advis- 
able check the application charts 
each those, CHAMPION 
Spark Co. 


Weak Point 


you checking the resistance 
the suppressor type high 
tension leads which are used 
the majority late model cars? 
You can’t judge the condition 
this wire its appearance and 
can the weak point engine 
tuneup. After long service, the re- 
sistance may increase beyond ac- 
ceptable limits and may adversely 
affect spark plug operation. Check 
the manufacturer’s resistance tol- 
erances for these particular cables. 
—CHAMPION Co. 


Brake-Service Parts 


RAULIC brake master and 
wheel cylinder service parts are 
coated with protective material 
the time manufacture. the 
are stored for any length 
time, the protective material be- 
comes viscous and unless removed, 
may affect the operation the 
cylinder assemblies. 

All service parts must thor- 
oughly cleaned remove this 
protective material before using 
the new parts rebuild any hy- 
draulic brake cylinder. Cylinder 
assemblies should disassembled 
and thoroughly cleaned before in- 

The protective material can 
removed dipping the parts 
solution DiD-Ace-tone grade 


Inoperative rear axle housing 
breather: This breather located 
the rear axle brake tube tee 
top the housing. The breather 
cap should kept free from dirt, 
and free move. Air must have 
clear passage through this 
breather, since any pressure built 


within the axle housing will 
force lubricant out through the 
axle seals. 

Improperly installed axle shaft 
achieve smoothness, the axle should 
replaced, since undersized 
axle shaft the seal surface could 
inner and outer oil seals: The axle 
shaft seals can effective only 
they are properly installed without 
being distorted damaged during 
installation. prevent possible 
damage these seals, the correct 
seal installing tools should used. 
Tool No. C-839 should used 
install the axle shaft inner oil seal, 
and Tool No. C-3565 should used 
install the axle shaft outer oil 
seal. 

Seal surface axle shaft 
rough machined with spiral 
marks, which result pumping 
action: the two conditions 
can result lubricant leakage 


Mechanic Licensing 
Proposed Cleveland 


CLEV ELAN D.—Councilman 
Wilson Latkovic has requested 
the drafting legislation for 
local law licensing auto mechan- 
ics. wants mechanics take 
examinations like plumbers and 
electricians. 

also would that 
garages display the 
would have their cars 
were safe 


rear axle shaft oil seals. Careful 
polishing the axle shaft seal sur- 
face will eliminate these possible 
causes leakage. However, the 
seal surface exceptionally rough, 
and would require removal 
considerable amount metal 


result repeat oil seal failure. 

Sharp edges splines cutting 
seals during installation shaft: 
This possibility can eliminated 
the use seal protecting Tool 
No. C-745 when removing in- 
stalling axle shafts. 

Raised metal from indentations 
nicks axle shaft damaging 
seals during installation shaft: 
Shaft should inspected for this 
condition before installation, par- 
ticularly areas approximately 
inches from the tapered end and 
approximately inches from the 
splined end. this condition 
found anpwhere the shaft, the 
raised metal should carefully 
and smoothly dressed off with 
fine file hand stone. 

Axle shaft end play should 
adjusted necessary, adding 
removing shims required ob- 
tain the specified .013-inch .018- 
inch 


VIONEY! MONEY! MONEY! 
t’s yours the 
FABULOUS FRAM 
SILVER ANNIVERSARY 


TREASURE HUNT! 
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How Fred Lyle Does 
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Reconditioning Sells Used Units 


(Continued from Page 24) 


damaged, and replace that. 
There are dents all four fen- 
ders (fortunately deep creases) 
which will have straight- 
ened out. 

“After that the car will moved 
the paint room and the fenders 
will repainted match the car 
top. This car will priced $100 
more because the reconditioning, 
but will sell because the buyer 
used car (like the buyer 
new car) wants both appearance 
and performance.” 

the prospective buyer says 


can buy wagon somewhere 
else for $100 less, Lyle will tell him: 
“You can’t buy station wagon 
with this good condition and 
appearance for less. you buy the 
other car, will cost you more 
than $100 put good con- 
dition this one.” 


New Car Prep Work 


NCREASED competition has 

made necessary for new-car 
dealers reappraise their business, 
Lyle says, because has returned 
the historical ratio two trade- 
ins for every new-car sold. 


thinks dealers must sell both 


new and used cars for adequate 
profits, has stressed his used- 
car reconditioning 

The department also has been 
great value preparing new 
cars for delivery, thus freeing the 

dealership buildings the higher 
rental districts New Kensing- 
ton and Tarentum for profitable 
quick-service operations. 

The paint room important 
part the reconditioning depart- 
ment. Since used-car colors differ 
—because age and exposure 
weather—it usually necessary 
mix special color for each job, 


Reconditioning Setup— 


Greenwald Auto Co. (Ford), New Kensington, Pa., has found used-car reconditioning 
profitable enterprise. The reconditioning program nine-point plan and 


conducted site across the highway from the company's used-car Post.” 


which may moved rails to- 
ward the front rear the car. 


unless the entire car re- 
painted. 


* 


144 Lamps Dry Paint 


paint room has 
battery 144 heat lamps 


and the dried from 
within, making possible move 
cars quickly and profitably. 


The infra-red lamps heat the 


NOW our Anniversary FRAM presents 
THE FABULOUS FRAM 
SILVER ANNIVERSARY 

TREASURE HUNT! 
$60,000.00 CASH! 
10,000 CHANCES WIN! 


part our giant Silver 
Anniversary sales program, FRAM 
paying $60,000.00 get hoods 
and boost oil and filter sales! 
More than 10,000 cars are now 
equipped with specially marked 
FRAM one pays 
$1,000 the dealer who finds 
it...and the same his customer 


his wholesaler salesman! 


CHECK EVERY CAR! The very one your drive right now may “big money car”! 


Check both the oil filter and air filter cartridge. Start now! 


HOW GET YOUR SHARE: 


10,000 secretly marked FRAM Oil and Air Filter 
cartridges were installed last year old and new cars 
during regular servicing. 

LOOK FOR 
TAGS! special Treasure 
winning cartridge. 


Hunt Tag attached each 

FILTERS PAY $1,000. Each Treas 
has predetermined value—based drawing supervised 
bank officials. Values are $1,000, $500, $100, $50, 
$10, $5, $1. The “Treasure Hunt” number cartridge 
does not indicate value prize. 


WHEN YOU FIND TREASURE HUNT CAR- 
TRIDGE, this: (1) Detach Treasure Hunt Identifica- 
tion Tag. (2) Mail with your name your customer’s name 
your wholesaler salesman’s name FRAM COR- 
PORATION, Dept. Providencel6, (Convenient 
Notification Slips are FRAM DEALER 
available from wholesaler salesman.) Don’t delay 
campaign ends June 30, 1959. Program subject Fed- 
eral, state and local laws and regulations. 

FRAM WILL GIVE YOU the cash amount assigned 
the tag you find $1,000. And the same amount 
the car-owner and your wholesaler salesman! 

YOU CAN’T LOSE! Whether not you cash prize, 
you’re bound get all the extra oil and filter profits the 
Treasure Hunt brings in! 


The paint section also helps the 
new-car sales, buyer 


may want some special color; 


may have ordered one color and 
his wife may have decided 
different one the time the car 
arrived. 

other cases, the customer 
may insist prompt delivery, 
and may easier repaint 
car than order the model 
from the factory. Lyle said im- 
patient customers often will pay 
for repainting insure immedi- 
ate delivery. 


“Undercoating without mess” 


another feature Greenwald’s 
conditioning department. This op- 
eration done lift the open 


part the building. 


Whenever possible, several new 


are scheduled under- 
coated succession. Efficiency 
gained following the same 
standardized routine for each car. 


Fruehauf Displays 
New Models 
Sales Meeting 


new 


were introduced two-day sales 
convention here for 450 salesmen 
Fruehauf Trailer Co. Branch 
managers and salesmen from all 
over the attended. 

Fruehauf displayed different 
trailers for hauling all kinds 
manufactured products and for use 
contractors, millers, chemical 
producers and farm-feed supply 
men, 

Fred Neuman, sales vice-pres- 
ident, said the new models are 
highlighted entirely new line 
Volume-Vans that offer new 
concept trailer design and manu- 
facture. 


This new concept permits the 


trucker select the unit re- 
quires the basis weight, price, 
size, type construction, material 
and conformance highway re- 
strictions while retaining full ad- 
vantage extensive 
production facilities, Neuman said. 


Who's the Boss? 


Any Hampton Salesman 
Can Win Top Job 


COLUMBIA, C.—The title 


sales manager for grabs 


every month Hampton Motors, 


Inc. (Dodge). Jones, pres- 


ident, says his salesmen like the 
new policy. 

Hampton has permanent sales 
manager. The top salesman for the 
month becomes sales manager the 
following month—and gets $150 
extra compensation. 

The No. Two salesman each 


month gets extra $100, and the 


No. Three man pockets $50. 


Ford Museum Planning 


8th Sports Car Show 


DEARBORN.—The Henry Ford 
Museum’s eighth annual sports 
car show will held Feb. 6-22. 
Containing many the world’s 
leading competition cars, “Sports 
Cars Review” the nation’s 
only automobile show devoted en- 
tirely sports models. 


The annual exhibit will bring 
together more than cars from 
Italy, England, Germany, France 
and the The museum said 
some foreign cars will shown 
for the first time this country 
the Ford Museum show. 
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(Continued from Page 26) 


running couple contests 
which the winners will have 
the show get their prizes. 

The other reason that couldn’t 
along with the equipment boys 
show for even one year, 
mighty hard get back high 
gear for several years after. That 
has been the experience num- 
ber associations and out 
the automotive business. 

Besides, the dealers themselves 
run the convention and the show. 
They, not the association manage- 
ment, dictate where they will meet 
and what they will have their 
program offering. Their program 
called for equipment show. And 
equipment show they would 
have had even not one “old line” 
maker had taken space, firmly 
believe. 


Program Hailed 


particularly pleased see 
the used-car managers taking 
their departments and their serv- 
ice direct the dealers they 
with the consultation area this 


ear. 
firmly believe that will 
management find out the num- 
ber dealers who will make 
point and see these 
was for them wit- 
ness the dealer reaction the 
service managers’ deal. 
Sometimes wonder the in- 
formation that top-level executives 
get isn’t watered down the 
time reaches them they 
really know what most their 
dealers are thinking about some 
phases their business. 

have hunch, following the 


General Seeking 
All-New Rubbers 


For Safer Tires 


NEW YORK.—One entire seg- 
ment General synthetic 
rubber facility Odessa, Tex., 
being devoted research into new 
and different rubbers for all types 
Queen, General Tire vice president. 

“We are particularly interested,” 
said McQueen, “in discovering 
entirely new chemical compounding 
rubber which, combined with 
entirely new tread design, will pro- 
vide safe quality tires for the high- 
turnpike driving that will 
increase greatly the coming 
years.” 

McQueen pointed out that the 
major problem the manufacture 
such rubber compound 
nature, since high-speed 
turnpike driving builds destruc- 
heat factors the body the 

re. 

The Odessa plant started opera- 
tions 1957, and can produce 40,- 
000 long tons synthetic rubber 
annually. 

McQueen also said General Tire 
foresees the production million 
replacement passenger tire units 
the industry 1959, and “with in- 
creasing automotive sales and our 
stepped-up Federal-aid highway 
Program, the number units 
should never less than mil- 
lion the years come.” 


New Army Vehicle 
Uses Kaiser Alloy 


OAKLAND, Aluminum’s 
ability meet the lightweight, 
high-strength material require- 
new vehicles being devel- 
for the Army being demon- 
Strated the T-116 personnel 
carrier, according Kaiser Alumi- 
num Chemical Corp. 

The amphibious, air-transportable 
T-116 intended for use all 
types terrain any weather, 
Kaiser said, and prototype models 
are being manufactured Pacific 
Car Foundry Co., Renton, Wash. 

Hull sections the T-116 are be- 
ing fabricated from Kaiser alumi- 
num alloy 5086 sheet. This alloy was 
developed Kaiser Aluminum for 
components requiring high welded 
strength, high corrosion resistance, 
well resistance impact, the 
firm added. 


experience that the boys have had 
with the service consultation area, 
that the used-car managers will get 
very similar reaction, and that 
may point out some the fac- 
tory “brass” that the money that 
has been allotted for this work 
really worthwhile. 
* * 


Insurance Cries Rise 


Chicago last month, the motor- 
ist going have pay more 
for the new wide windows and new 
design metal many cases. 


This story said the National 


Underwriters Assn. revolt 

against bigger windshields. 

result the increased cost 

the bigger windows, the story 

added, insurance rates 1959 

cars were going year for 

comprehensive and year 
collision with $50 deductible, 

The NUA says brokers would 
like force the public into $100 
deductible instead $50 since the 
price new windshields now 
high that windshield replacement 
brings the insurance company into 
the picture every windshield 
claim. 

Another item that giving the 
insurance men plenty worry, 
claimed, the trunk lid with 
grooves. now becoming more 
necessary replace damaged lids 


safety built into them and are even 
less reliable today, it’s the new cars 
that put insurance companies 
the red,” the NUA quotes the brok- 
ers saying. 

* 


Metal Schooling Needed 
ICH again may point the 
need for more metal schooling 
our training centers, something 
that the operators these centers 
have recognized for some time. 
claimed that there dire 
shortage good metal men, and 
that the average dealer the 
mercy his “bump” man 
going any amount repair- 
and-wreck work. 
the metal man says replace, 
replace is. 
And the owner pays the piper and 


instead bumping out the little can about 


metal. 
“While the older models have less 


today. When the insurance brokers 
and adjusters begin complain 


Nylon Tires Standard 


Toronto Ford Deal 


large Ford dealership here, 
equipping all its models with 
nylon cord tires extra cost 
Pont Co. Canada, Ltd. 

Pont said Elgin the “first 
major distributor swing exclu- 
sively nylon tires no- 
charge basis.” the past, 
dealers other Canadian centers 
are offering their new cars with 
nylon tires optional equipment. 


terms increased insurance rates, 
the industry had better start doing 
something relieve the situation 
eventually may have buyer 
revolt our hands, too. 


PLUS this new way boost and filter changes... 


SPEC 


SILVER 


GIVES YOU EXC 


ITING 


OIL FILTER SALES CONTEST 
EXTRA COST YOU! 


LOOK THIS LUXURIOUS SWEATER! Beautifully styled 


beige Lambs Wool and Orlon. Specify Sizes: Sm., Md., Lg. 


PROMOTION EASY RUN 


FRAM SUPPLIES ALL YOU NEED for your own Oil and Filter 
Change Promotion. Award varying points for each oil 
change, oil filter cartridge and air filter cartridge sold. 
end promotion, winner gets you get all 


the extra profits. 


al Ao 
SCORE 


FREE SCORE CARD 
Supplied FRAM for 
you show progress 
promotion. Hang 
lube room where all men 
can watch it! 

Score card packed every 
D-8 carton. 


HERE’S THE OFFER: 


YOU GET this sweater packed 
with free FRAM Cartridges 

C-4 and CH-6PL) for only 
FRAM Cartridges. 


When you sell the 
free cartridges 
regular list, you recover 
the entire cost the D-8! 


You can offer your men 
this luxurious sweater 

award ina 
sales drive your own! 


FOR DRESS, WORK SPORT! downy-soft. Wear 
with any color! Warm, well-knit, washable! Marvelous value. 
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er ' 
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DETROIT.—Here the schedule 
field service schools for the next 
month—a regular feature 
News. 


For All Servicemen 


Corp.’s training courses 1959 
cars and trucks Detroit, Chicago, 
New York, Philadelphia 
and Los Angeles will cover: Torque- 
Flite transmission, PowerF lite 
transmission, power steering, elec- 
trical, carburetion, engine tuneup, 
new features 1959 models, front 
suspension, rear suspension, 1959 
engines, Simca car, 1959 bodies, 
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Service Schools Field 


Make and Open Sessions Next Month Listed 
Vehicle, Equipment Makers 


new-car servicing and preparation, 
brakes, air conditioning, rear axle, 
heaters and new 
FORD DIVISION—From Jan, 
Feb. 20, Ford’s district school 
instructors will conducting 
courses the new two-speed Ford- 
omatic, heavy-duty trucks and 
warranty and policy. 
GMC TRUCK COACH DIVI- 
the approved 
overhaul, maintenance and diag- 
nosis procedures using the latest 
tools and equipment available 
(free charge) all service per- 
sonnel sponsored GMC truck 
dealer, GMC truck fleet opera- 


tor. The following courses are 
offered: rear axles, standard 
transmissions, automatic trans- 
missions (Hydra-Matic, twin 
Hydra-Matic, and torqmatic), 
diesel engine (one-week tuneup 
gasoline engine tuneup, gasoline 
engine overhaul, power steering 
(in-line booster type), carbure- 
tion, four-wheel drive, 10. air- 
suspension, hydraulic brakes. 
GMC maintains classrooms the 
following cities: Atlanta, Jackson- 
ville, Boston, Charlotte, Chicago, 
Milwaukee, Cincinnati, Dallas, 
Paso, Houston, Denver, Salt Lake 
City, Detroit, Cleveland, Kansas 
City, Oklahoma City, Omaha, Los 
Angeles, Memphis, New Orleans, 
New York (two centers), Oakland, 
Philadelphia, Washington, Pitts- 
burgh, Buffalo, Portland, St, Louis 
and Minneapolis. Address inquiries 
Service Training Activities, GMC 


GIGANTIC ADVERTISING 


THROUGHOUT FRAM 
SILVER ANNIVERSARY 


YEAR 


pulls traffic for you! 


“Normal Driving” 
the Worst Kind 


for Your Engine! 


National MAGAZINES! 


Big dominant FRAM 


like this will stimulate your filter 
sales. They will used announce 
FRAM Treasure Hunt, too. 


National RADIO! 
Repeated daily announcements over the 
full CBS and Mutual radio networks 
during Spring change-over! great traffic- 
builder for you...and sure way spread 
news FRAM Treasure Hunt! 


magazine ads 


FRAM 


Outdoor ADVERTISING! 


Giant Highway Billboards coast-to-coast 


AND 
WANT THESE 
POWERFUL 
SALES AIDS 
HELP YOU 
THE TREASURE 
HUNT! 


Shows customers when they 
need new air filter cartridge. 
For use right car. Makes 


sales fast! Price $6.75 


AND 
and sells air filters day and 
night! Quick way greater 
filter profits! Price $7.95 


*Patent Pending 


Truck Coach Division, Pontiac 
11, Mich. 

INTERNATIONAL HAR- 
VESTER—Atlanta motor truck 
technical training center con- 
ducting training for dealer and 
fleet servicemen. Includes territories 
Birmingham, Ala., Cincinnati, 
Louisville, Memphis, New Orleans, 
Atlanta, Charlotte, C., Jackson- 
ville, Fla., and Richmond, Va. 

Dallas motor truck technical 
training center conducting train- 
ing for dealer and fleet servicemen. 
Includes territories Denver, 
Dallas, Houston, Lubbock, Tex., San 
Antonio, Kansas City, Little Rock, 
Ark., St. Louis, Tulsa, Okla., and 
Wichita. The training center in- 
structions includes engine overhaul 


formance, diagnosis, ignition, and 
together with minor 
and major tuneups part the 
training provided. The 
system, highlighting generators, 
starters and voltage regulators, 
taught. Automatic, 
and Roadranger transmissions, the 
new International Harvester rear 
axles well air and hydraulic 
brake systems are included. Also 
Cummins diesel engines covering 
the similarity service 
between diesel and gas engines. 


The training conducted the 


Tell-Show-Do method. each 


serviceman performs the various 
service operations, correct 
sis, service procedures and the use 


procedures emphasizing the fitting of special tools are emphasized. 


pistons and rings, crankshaft 
bearings and the importance 
valve reconditioning. 

Gasoline and LPG engine per- 


MODERN WALL RACK— 
costs. you nothing! Packed with 
FREE FRAM CARTRIDGES. Pay 
only $4.80. Sell free cartridges list 
and recover entire cost! 


WILL PAY YOU JOIN FRAM’S SILVER ANNIVERSARY 
CELEBRATION! Here’s what FRAM Silver Anniversary Dealer gets: 
1959 Dealer Catalog and Service Manual 
Treasure Hunt Window Poster 

Air Filter Poster 

Latest Price Sheet 


Wall Cartridge Checker—big, bold and readable 
Convenient Treasure Hunt Notification Slips 


SIGN NOW! 


FRAM CORPORATION, Providence 16, 


Atlanta classes are limited 
men per week and Dallas 
men per week allow the 
instructors give individual at- 
maintenance supervisors and serv- 
icemen—Classes especially designed 
for fleet maintenance operations 
covering the above subjects are 
conducted regular intervals 
both training centers. 

Annual dealer service conference: 
Each truck district the 
now conducting service conferences 
with the International dealer or- 


ganization. Service information and 


service techniques covering product 
improvements, new components, and 


operating procedures are being 


sented. 


STUDEBAKER-PACKARD 
two-week course the Lark and 


the complete 1959 model passenger 


car and truck line prescribed for 


service personnel newly- 


appointed dealers. Mercedes-Benz 
training grouped one week 
Phase and one week Phase 
for those dealers who require basic 


training and those who desire ad- 


vance study the product, Train- 


ing will conducted New York 


Young, and South Bend 
Kidder. 


For All Servicemen 


ALLEN ELECTRIC and EQUIP- 
MENT CO., Kalamazoo, 
The Allen Power-Tune course, cov- 
ering diagnosis and electrical per- 
formance troubles, includes train- 
ing regulators, generators, bat- 
teries, distributors, ignition circuit 
and use Allen scope. Also offered 
the Allen TuneUp school for 
learning the fundamentals the 
tuneup business including servicing 
and merchandising. 


nominal fee charged. For 
starting dates, contact local Allen 
representative write directly 
Educational Department, Allen 


Electric Equipment Co., 2101 


Pitcher St., Kalamazoo, Mich. 


TOOLS, Inc., North Chi- 


cago—Brake Servicing instruction. 
Contact Richard Stevenson, Ammco 
Tools, Inc., 2128 Commonwealth 
Ave., North Chicago, Instruc- 


tion facilities available through 
mobile units manned factory- 


trained technicians. instruction 
charge. 

BARRETT EQUIPMENT St. 
Mo.—Brake School—Theory, 
principles and practical application. 
Training conducted the Barrett 


Brake Schools St. Louis, Miami 
and Los Angeles with new school 


opening For dates 
scheduled classes and enrollment 


contact Barrett Equipment Co., 2101 


Cass Ave., St. Louis Mo. 


BEAR Rock Island, 
offers training align- 
ment, balancing and frame 
straightening for four-week periods, 
Next class Feb. and Address 
all inquiries Mildred Clark, 
registrar, 2103 Fifth Rock 
Island, 


BENDIX PRODUCTS DIVISION, 
South Bend—Courses are offered 
Bendix power brakes and Strom- 
berg carburetors through schools 
sponsored authorized Bendix dis- 
tributors. The schools provide the 
basic service and sales training for 
automotive servicemen required 
the development service dealers. 
Classes are scheduled each dis- 
tributor meet local needs and the 
length individual course 
three four evenings one full 
day. tuition fee charged. 
Additional information may ob- 
tained contacting Bendix dis- 
tributor writing the Bendix 
training director South Bend. 

VILBISS CO., Toledo—Special 


schools industrial product finish- 
(Continued on Page 35, Col. 1) 


inc! 
late 


MIRROR—The No. 300 Streamline side 
mirror said heavily chromium 
plated and feature convex 
four-inch diameter glass. The mirror swings 
full degrees all directions. The 
said fit all types cars. 
factured in West Germany, it is distributed 


manholes for 
service stations have been announced 
OPW Corp., 2735 Colerain Ave., Cincin- 
25, These manholes, Nos. 104-A 
and 104-B have skirt and 
10-inch inside diameter. The skirt 
for service station installations with 
thick concrete driveways. The inside diam- 
eter gives room for connection tight 
elbow fill pipe. No. 104-A has 
non-locking cover; No. 104-B has lock- 
type cover. Both ore available with 
without cover 


DISTRIBUTOR- 
CARBURETOR 


ADJUSTING SET 


CARBURETOR TOOL—K-D Mfg. Co., Lan- 
caster, Pa., has announced its No. 132 
distributor-carburetor adjusting set. Set 
consists cable adjusting tool 
with reversible bit, plus one magnetic 
distributor cap The 
inch hex end the reversible bit for 
contact points external ad- 
distributors. The standard screw- 
driver end for carburetor adjustment 
late models where solid screwdriver 
cannot reach, said. Overall length 
inches. Sleeve cable end slides 
forward hood bit. 


PRICE MARKER—A low-cost adding ma- 
chine that can converted quickly into 
price marking machine has been an- 
Victor Adding Machine Co., 
3900 Rockwell St., Chicago 18, It's 
called the and uses both 
Pressure sensitive and gum labels with 
marking capacity Label size 
The dual purpose machine available 
both ten key and full key keyboard 
models, electric and non-electric models 
and variety totalling and listing 
capacities when used adding ma- 


chine. 


Owens-Corning Announces 
Filter for Paint Booths 


new bonded mat-faced filter, 
designed primarily for paint spray 
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booths, has been announced 
Owens-Corning Fiberglas Corp., To- 
ledo, 

Produced pad form, with 
without adhesive, the flexible filter 
media offers high efficiency air 
cleaning low cost where effec- 
tive cleaning air streams (not 
over 350 feet per minute) desired, 
the firm said. 


WIPER ARM—A replacement wiper arm 
for with the longer wiper 
found cars has been an- 
nounced Anderson Co., 1075 Grant St., 
Gary 40, Ind. Called the Anco Red Dot 
“Long Anti Wind-Lift Arm, the 
orm especially designed meet the 
heavier pressure requirements 
windshields with wiper inches 
and longer. said fit all cars using 
19-inch wiper all 
Chrysler Corp. cars since 1957, and 
1959 Chevrolet, Pontiac, Oldsmobile, Buick, 
Cadillac, and Mercury cars. The arm comes 
two models: Model for the larger 
diameter drum head wiper 
and for screw head wiper shafts. 


5-Way Portable Cleaner 
Introduced Aeroil 


five-way, portable cleaner has 
been introduced Aeroil Products 
Co., Inc., South Hackensack, 
The six-gallon unit has been de- 
signed use water and air 
blast various combinations de- 
tergent, water and air, either to- 
gether separately, according 
Aeroil. 

uses electricity and has 
open The unit comes com- 
plete with controls, safety valve 
and spray bar with hose tank. 
Wheel mounting also available. 


PATCH DISPENSER—A cabinet made 
heavy-gauge metal designed keep all 
repair materials one central spot and 
save time and effort for the tire and 
tube repairman, has been marketed. The 
cabinet will dispense four sizes Knicks 
Mend Rite cold vulcanizing patches, and 
store other repair materials. Finished 
and black, the new cabinet 
designed for installation wall counter. 
Knicks Mend Rite Co., 1447 Gentry, Kansas 


TURN SIGNAL—A one cycle 
tested Class A-type one, truck turn signal 
has been introduced Yankee Meial 
Products Corp. Norwalk, Conn. The 
switch features separate 
emergency disability lever that will 
flash from two six lights simultaneously, 
when with heavy-duty 
flasher. The emergency lever returns 
matically position when the 
switch arm activated. 


SCREWDRIVER-NUT RUNNER—Automatic 
starting and stopping said one 
the features incorporated into the 
Clecomatic, screwdriver-nut runner de- 
signed Cleco Air Tools, 5127 Clinton 
Dr., Houston, Tex. Highlighting the design 
which automatically starts the air motor, 
then shuts off automatically 
stantly when the screw. nut has been 
tightened torque specifications. The air 
motor operates only during run- 


down. 


BATTERY CHARGERS—Two chargers an- 
nounced Fox Products Co., 4720 
Eighteenth St., Philadelphia 41, Pa., are 
said permit easy overall testing both 
six and 12-volt batteries without prodding 
the cells connecting any 
wires. Model 592 electric 
timer; model 593 determines charging 
time the Fox Safetronic 
control, Other important features include 
that charges cold batteries, pushbutton 
controls for simplified fast slow charg- 
ing, and chrome front panels for attrac- 
tive appearance. 100 amps 
7.4 volts, 15.5 volts. 


DASH-CONTROL MIRROR—A dash-con- 
trol, fender-mount car mirror has been 
introduced Roberk Co., Norwalk, Conn. 
The Roberk No. 400 said provide 
instant control means unit 


mounted the dash. The glass itself 


(housing mirror stationary) moves 
desired direction—up, down, side side 
—by means mechanical device. Three 
cables run from the dash unit the 
mirror head and push pull the 
control handle the same motion 
the glass, said. The mirror housing 
and exterior parts have been designed 
Raymond Loewy 


Firm Says License Plate 


Held Fast Magnets 
Cleaveland Products Co., Cleave- 
land Building, Rock Island, 
offering sets four rubber-covered 
heavy duty permanent magnets 


make unnecessary use screw 
drivers, pliers expensive me- 
chanics place and remove dealer 
plates because springs, bolts 
nuts are required, the firm said. 
The salesmen simply slaps the 
plate with two the magnetic 
devices. 


CLEANER-BLOWER—A powerful, suction 
cleaner-blower for commercial has 
been announced Ace-Sycamore Inc., 448 
DeKalb Ave., Sycamore, The Ace model 
201 designed for all types commer- 
cial jobs. The unit highly mobile and 
features swivel top for easy, round-the- 
room cleaning, and extra large capacity 
disposable dust bag. powered 
oversize motor horsepower) that 
said create tremendous suction. 
eight-piece set cleaning 
available. 


Graphite Lock Fluid 


Dixon “Lock-Ease” graphite lock 
fluid, formulated American 
Grease Stick Co., Muskegon, Mich., 
being marketed the Graphite 
and Lubricants Division, Joseph 
Crucible Co., Jersey City 


EXHAUST Industries, 
3776 West 152nd St., Cleveland 11, 
now producing super-duty, non-crush, all 
neoprene exhaust hose with self-coupler 
as illustrated. Dealers, garages, fleets 
and other automotive service establish- 
ments can now more economically install 
their exhaust systems. The 
male end can inserted into the female 
end and thereby self-coupled 
longer lengths multiples feet 
which the standard length each sec- 
tion three, and 3-inch, diameters. 
And, when the inside diameter 
not decreased, and increased 
resistance the the exhaust 
gases, said. 


POWER JACK—Power operation without 
air lines electric cords said 
one the features the Crown 
power jack. 12-volt battery, builtin 
charger, and hydraulic gear 
pump are all self contained the power 
case the rear the jack. Lifting cars 
seconds and accomplished iby pressing 


said help change dealer license|a button the power case, said. 
plates with minimum Rear swivel casters and han- 


and time. 
The magnets, called Magnet-Tite, 


die grips are designed for quick spotting. 
Crown Controls Co., Inc., New Bremen, 


PAINT MEASURING DEVICE—An elec- 
tronic paint measuring device for the 
refinish industry, described 
indicator, has been introduced 
Rinshed-Mason Co., Detroit 10, Mich. De- 
veloped R-M engineers, the unit 
“traffic signal” which 
starting and stopping the 
base and tinting colors used the prepa- 
ration automotive and other refinishing 
colors. The signal system feotures three 
lights: Green, indicate 
commence; amber, to warn that the re- 
quired volume nearly completed, and 
red (plus bell) tell operator that the 
exact volume has been reached. probe 
electronically activates the signal light 
system assure single-drop accuracy and 
speed the preparation colors, 
said. 


UNDERBODY PUMP improved 
underbody pump said avail- 
able from DeVilbiss Co., Toledo, Key 
fied construction that assures 
operation with even the heaviest materials. 
Easy flushing and cleaning for 
maintenance also featured and appear- 
has been improved. new heavy 
duty spray gun with “full trigger 
also part the Other features 
include extra durable all wear 
points and solvent-resistant hose. 


LIFT—A one-end hydraulic lift, 
featuring variable bumper clearance 
lift any 1959 car, has been announced 
Walker Mfg. Co. Wisconsin, Racine, 
Designed with wide angle, V-type 
lifting beam, the No. Handy Boy 
said provide bumper clearance from 
the jack and bumper increases saddies 
are spread—providing adequate clearance 
prevent distorted bumpers 
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FORD FAMILY FINE CARS CLEARINGHOUSE SERIES 


Lincoln: more tor 


the discriminating 


fine car buyer 


Many our dealers have called our attention this: 
Lincoln attracting more the discriminating fine car 
buyers—people who not only want the very best 
motorear but also recognize when they see it. 


There increasing awareness that Lincoln has many 
fine features not found other cars its field. 


For instance, Lincoln and Continental are the only luxury 
cars with unitized body construction. This permits tighter 
fitting doors, roomier interiors and greater torsional 
rigidity. 

And other fine cars have the same protective rust proof- 
ing both inside and out—accomplished immersing the 
entire body into paint tank. 


Another mark Lincoln’s superior quality found its 
new enamel which doesn’t chip, peel fade under condi- 
tions that would ruin other finishes. 


also know that Lincoln owners are proud the fact 
that Lincoln’s distinctive good looks are shared with 
other And for all its beauty, they find that 
not inch comfort and spaciousness has been sacrificed. 
It’s easy get and out of. Seats are the height 
comfortable easy chair. 


Wider door frames, more shoulder room, well wider 
seats and greater headroom assure gracious ride for 
Lincoln owners and their passengers. 


These are only few the reasons why fine car buyers are 


Lincoln. And they are such persuasive reasons 


—easy demonstrate, completely convincing. 


Lincoln dealer, you can take pride your ability 


fulfill the requirements discriminating fine car 
buyers with your selection 1959 Lincolns. 


Another reason why it’s great dealer the Ford 
Family Fine Cars 


MOTOR COMPANY 


THE AMERICAN ROAD, DEARBORN, MICHIGAN 


FORD «THUNDERBIRD MERCURY LINCOLN CONTINENTAL MARK ENGLISH FORD GERMAN FORD LINE FORD TRUCKS TRACTORS FARM IMPLEMENTS INDUSTRIAL ENGINES 
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Across the Nation ... 


occupied Nelligan Motor Co. 


Dodge Truck Deal Opens 


City Dodge Truck Co., 1160 
Magazine New Orleans, has 
been appointed Dodge truck 
dealership. Charles Maniscalco 
general manager. 

* * 


Schott Ford Makes Bow 


Schott Newport Ford Sales, Inc. 
has opened 207 Fourth 
Newport, Ky. The firm headed 
Walter Schott ir. 


Fisher Handle Volvo 


Fisher, veteran auto dealer, 
With Chevrolet Years— has been named Volvo distributor 

sr., second from right, owner Blanck Chevrolet Sales, Brownstown,| for Oregon. The Fisher organiza- 
receives plaque from Craig, second from left, Chevrolet zone| tion announced the appointment 
manager, the completion his 25th year Chevrolet dealer. two| six Volvo dealers. They are: Rob- 
sons, Blanck, right, and jr., left, witness the presentation. 


and you can always depend Borroughs 
warehouse distributors for prompt service 


Auto Dealer Changes 


Russ Vento has opened Dixie; Motors, Grants Pass; Eccles Motor 
Motors (Ford), 225 Buncombe Klamath Falls; 
Greenville, The building was|Salem; Dean Taylor Co., Med- 


ertson Perry Co., Eugene; Plainville, Kans., has been sold 


man. The name the firm now 

Gagelman-Vincent Motor Co. Vin. 

cent Ford dealer Russ 

dealership Hays, Kans. 
* * * 


Heywood-Myer Formed 


Charles Ableson and Kenneth 
Heywood, who have been operating 
have an. 
nounced new partnership with 
Joseph Myer. The new firm 
known Heywood and Myer 
Ableson longer active the 


Loder Bros., 


Cadillac), Iola, Kans., 


ford, and Motor Inn Garage, Tilla- 


mook. 
aa 


* 
‘Finley Chevrolet Sold 


Finley, owner and firm. 


Finley let Co., Malvern, 


Ark., has sold the business 
Padgett Westerfield and his| Chevrolet Edmon 


brother, Cleofus Westerfield, Wash. announced that William 
Blume, former partner Univer. 


Hazen, Ark. The Westerfields will 


operate Padgett Chevrolet Co. Chevrolet, Seatile, and James 


Campbell, have become partners 
the Hopper dealership. will 


Gerzeny Buys Kellett Deal 

Gerzeny, Inc., 
headed Paul Gerzeny, has Hopper, founder and 
quired Kellett Motors and the retiring. 


Studebaker-Packard franchise. Kel- 
lett formerly handled Chevrolet. Stowell Buys 
Terry-Wright Motor Co., Thorpe, 


Gagelman-Vincent Opens 


Wiggins-Brust Motor Co. (Ford), Stowell and his wife and renamed 


Lennie Stowell Ford Co. 


Stamm Buys Bickel 


John Stamm has purchased 
Bickel Plymouth Co., 3304 Vil- 
lard, Milwaukee, and has renamed 
John Stamm, Inc. Stamm for 
merly was vice-president Gard- 
ner Buick, Milwaukee. Irving Dun- 


the new dealership. 


Wickstrom Gets Buick Deal 


tors, Yakima, Wash., announced 
the acquisition the Buick fran- 
chise the Yakima Valley 


Daman Ford Deal Sold 


Daman Ford Sales, Wallace, Id, 
has been sold Leland Johnson, 
Bell Flower, and Robert 
Nelson, Sandpoint, Id. The business 
Inc. 

Tinney Solos with Cadillac 

Tinney Cadillac-Pontiac 
Buffalo, has discontinued the sale 
Pontiac and will Cadillac 
dealership exclusively, President 
Gilbert Tinney announced. The 
name the firm will changed 
Tinney Cadillac Corp. Tinney 
said increasing sales Cadillac 
and the need for space for selling 
and servicing Cadillac prompted 
the move. 


Edsel, Ford Deals Merged 


Downtown Auto Sales (Edsel), 
618 Third St., Portsmouth, O., 
been merged with Portsmouth Mo- 
tors, Inc. (Ford), 112 Gallia St. John 
Keister general manager 
Portsmouth Motors. Herman Jones 
will head Edsel sales. 


Conner Management Changed 


Conner Car Co. (Chrysler- 
Imperial-Plymouth), 316 Fourth 
St., Steubenville, O., under new 
management. Conner presi- 
dent and George Stephen gen- 
eral 


Short Wallace Sell 


Shelton Short jr. and Rob- 
ert Wallace have sold Jeffreys 
Motor Inc. (Chevrolet- 
Oldsmobile-Cadillac), Chase City, 
Va., Jackson jr., who has 
been with the firm since 1947. 


Bins Equipment Co., DES Co. NEW ORLEANS: Willioms Co. ST. PAUL: Borrough 
Co, ‘coughs Mig. Co. 
2315 University Wren Factory Branch and Warehouse The dealership has been renamed 
ty Blackburn 5-5200 ; EVergreen 0000 809 Hubbord Ave. Jackson Motors, Inc. 
Co. Bin Service Co., Inc. NEW YORK: Borroughs Corp. HUmboldt 9-1818 
jopkins reelond Ave. 121 Varick St. SEATTLE: The Brower Co. sys 
3-6445 Algonquin 5-1477 114 Virginia Maples, Militich Buy Deals 
20 East North S: 1901 Winter St. 1834 Adeline St. SEATTLE: Wiilliom A. Gore Co. a Magpies, Word denier in To 
Elmwood 7047 PReston 7688 TWinooks 3-7233 1732 Ist rence, Calif., has bought George 
CHICAGO: felix Inc. INDIANAPOUS: Bin Service Co., Inc. OMAHA: Co. 2-1251 Sutton, Inc. (Ford), 227 Market 
Ave. West 30th 1236 13th St. TACOMA: Tacoma Asbestos Co. St., Inglewood, Calif. Maples sold 
7503 JAckson 5186 25th and Holgate his firm his general manager, 
Automotive Bin Service CITY: Co. Co. Vel Militich. The Maples firm has 
1220 Richmond 704 Br 1580 N. 5 WATERTOWN: Louis A. Alexander Co. 
CLEVELAND: Bin Service ANGELES: Green-Penny Co. PORTLAND: The Brower Co. Watertown 
-6620 pita 0. 740, Perth, Ontari 
DALLAS: Connon Co. Automotive Bin Service Inc. ST. LOUIS: Equipment Co., Inc. Kiliff GMC Truck Co. has opened 
Denton 204 Builders Bidg. 901 Boyle Ave. Products Co. 1025 Main St., Fort Worth. 
5-2783 3-8822—3-8042 611 Queen St., Joe Gedauer owner. 
Co. MEMPHIS: Products Co. Telephone 66-288 
421 Santo Fe Dr. 359 Madison Ave. 


SUBSIDIARY THE AMERICAN METAL PRODUCTS COMPANY DETROIT 


KALAMAZOO 


3026 NORTH BURDICK ST. 


KALAMAZOO, MICHIGAN 


Town Country Motors, 2000 
Yellowstone Ave., Twin Falls, 
Id., has been franchised han- 
dle Edsel and 


Edsel Feeney-Childers 
Feeney-Childers Co., Bend, 
has been franchised handle Ed- 


sel. Owners are Feeney and 
Roy Childers. 


Kans., and Gagelman heads 


Tex., has been purchased Lennie 


ham has been named vice-president 


Wickstrom, Wickstrom Mo- 
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Service Schools Field 


Make and Open Sessions Next Month Listed 
Vehicle, Equipment Makers 
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ing, maintenance, painting, changes made 1957 and 1958 


refinishing, service training, auto- 
motive jobber and portable-equip- 
ment jobber personnel are offered. 

The week-long classes are held 
the factory Toledo, with the 
daily sessions running from a.m. 
p.m. Eligible are owners 
sellers DeVilbiss equipment 
their representatives operators. 
There fee and equipment and 
materials are furnished. The stu- 
dent must, however, meet his own 
transportation and living expenses. 

The school maintained 
users and distributors 
increase their knowledge the 
operation and use the com- 
products, For those who are 
unable arrange trip Toledo 
for training, the company conducts 
number field schools each year 
and information about them can 
obtained from the Education De- 
partment, DeVilbiss Co., Toledo 
One-week classes limited size 
covering theory, maintenance and 
servicing spray painting equip- 
ment. The subject spray painting 
broken down into four categor- 
Industrial, auto refinishing, 
automotive jobber, and portable 
equipment jobber. instruction 
charge. Applications may ob- 
tained writing DeVilbiss Co., 300 
Phillips Ave., Toledo, 

INLAND MFG, Omaha— 
Classes start each Monday morn- 
ing. Time required complete 
course varies from one two 
weeks, tuition equipment 
purchased—$200 otherwise. Course 
teaches: All aspects radiator clean- 
ing, repairing and recoring: Use 
and maintenance equipment; 
fundamentals merchandising, ad- 
vertising and pricing. Write 
Grasso, 1108 Jackson St., Omaha, 
Neb. 

RAYBESTOS DIVISION, Bridge- 
port, Conn.—A complete brake serv- 
ice course will held the Ray- 
bestos Brake Service School and 
work shop located Stratford, 
Conn. This course will consist 
five consecutive daily sessions, each 
session going from a.m. p.m. 
All phases brake service work 
such major adjustments, minor 
adjustments and complete brake 
overhauls all types both new 
and old brake systems will cov- 
ered. Personal instruction aug- 
mented technical, 78-minute, 
color, sound motion picture show- 
ing adjustment procedure well 


$57,654 Settles 
$102,391 Claim 


Against Dealer 


MILWAUKEE.—Merritt 
Yunker, former owner Yunker 
Chevrolet Co., has settled for $57,- 
654 Federal tax claim $102,391 
against him and the firm, accord- 
ing the Internal Revenue Service. 


John Pedrick, head the IRS 
regional tax office here, 
said the biggest issue was deduction 
$80,000 yacht, 62-foot diesel, since 
sold. The taxes were for 1950 
through 1954. 


Harrington, internal 
commissioner Washing- 
ton, ruled 1957 that the yacht 
was owned the company but 
used entirely Yunker for his 
benefit. was figured that 
fair yearly rental for the craft 
was $9,000, and that amount should 
added Yunker’s annual in- 
come. 

Yunker claimed the craft was 
used mostly for business and de- 
ducted more than $6,000 year for 
Operating it. said used 
help him obtain cars from other 
dealers, entertain suppliers and 
reward and indoctrinate em- 
Ployes. 

Yunker’s attorney, Richard 
Teschner, estimated that the Gov- 
ernment’s final settlement placed 
business use the yacht per- 
cent and personal use percent. 

There also were compromises 
the listing demonstrator car sales 
capital gains instead ordinary 
income and deduction dues paid 
country club. 


brakes, Individuals who success- 
fully complete the course will re- 
ceive certificate showing that 
they are qualified work all 
types automotive brakes. The 
course will conducted 
director service train- 
ing. For further information, write 


Automotive Representatives 


Plan Anniversary Event 


CHICAGO.—In celebration the 
association’s 25th anniversary, the 
Automotive Affiliated Representa- 
tives will hold member-factory- 
jobber breakfast meeting the 
Pick-Congress Hotel here Feb. 17. 

While all details have not been 
completed, the speaker will Wil- 
liam Coulter, automotive sales 
manager Rubbermaid, Inc., 
Wooster, 


Hefferon, Raybestos Divi- 
sion, Bridgeport Conn. 


SUN ELECTRIC CORP., Chicago 
courses are available 
the operation and application 
automotive test equipment. Two 32- 
hour evening classes are held 
each month, The first, starting Feb. 
will conducted each Monday 
and Wednesday evening, and the 
second, starting Feb. will meet 
each Tuesday and Thursday even- 
ing for four consecutive weeks. 
Courses will conducted Sun’s 
Automotive Division Training Cen- 
ter, Harlem and Avondale Aves., 
Chicago, For further details, 
write Heidrich. 


DIVISION, 
Porter Co., Inc., Trenton, J.— 
Brake service school conducted 
various times during the year, de- 
pending upon the Instruc- 
tion covers complete information 
adjusting and servicing all types 
Sessions are held 
Trenton, 

UNITED MOTORS SERVICE 
Instruction factory-approved 
service methods, using the latest 
equipment, available (1) auto- 
motive electricity (Delco-Remy), 
lighting and ignition sys- 
tems, (2) carburetion (Rochester), 


Muted Tones, Metallics 


Win Favor Cars 


for 
automobiles continue bright, 
but are more metallic and 
muted tones than recent years, 
according William Stuart, 
president Martin-Senour 
which stocking the car 
colors warehouses across the 
country. 

Light colors still will dominate 
the highways 1959, Stuart said. 
However, automobile manufac- 
turers are reducing the number 
colors available showrooms 
and there will more single- 
color cars, observed. 


(3) electronics (Delco auto radio 
and Guide autronic-eye, (4) auto- 
matic transmissions (Hydra-Matic), 
(5) New Departure bearings. United 
Motors Service 
these cities: Detroit, Cleveland, 
Boston, New York (two centers), 
Chicago, Washington, Jacksonville, 
Paso, Tex.; Portland, Ore.; 
Dallas, Los Angeles, Memphis, At- 
lanta, Philadelphia, Charlotte, 
C.; Denver, San Francisco, St. 


Louis, New Orleans, Houston, Buf- 
falo, Minneapolis, Oklahoma City, 
Milwaukee, Kansas City, Salt Lake 
City, Omaha, Pittsburgh and Cin- 


cinnati. 


Carter School Reports 


More Graduates 


ST. LOUIS.—The Carter Carbur- 
etor field extension program the 
25-year-old factory service school 
graduated 5,532 specialists auto- 
motive fuel systems this year, 144 
percent increase over the previous 
year, according Thomp- 
son, Carter service manager. 

The extension course, known 
the Power Center Training Pro- 
gram, was inaugurated 1957 and 
conducted Carter distributor- 
ships across the country. During 
the past school year the eight-week 
classes were held states and 
several Canadian cities. 


Finance Firm Leasing 

vestments, Inc., auto finance 
firm, has entered the leasing field. 
The company, partly owned 
Byerly Motors, Inc., will lease Ford, 
Mercury and Edsel cars and Ford 
trucks. 


Moraine Products’ vital parts for automotive progress 


Sintered metal parts 


Friction materials 


MORAINE ENGINE BEARINGS 
CARRY ACCUMULATED LOAD 300,000 TONS HOUR 


average hour’s driving m.p.h., the Moraine 
bearings 8-cylinder engine carry accumu- 
lated load the neighborhood one-third 
million tons. Fact is, the new Moraine-400 series 
bearings can handle four six times the load con- 
ventional bearings. Better bearings are just one 


Power brakes 


Brake assemblies 


Brake fluid 


example the many important ways Moraine Prod- 
ucts Division has served the automotive industry for 
almost century. Last year alone, 
Moraine produced more than two thousand different 
kinds parts for cars, trucks and buses—as well 
many others for non-automotive applications. 


Moraine Products 


Division General Motors, Dayton, Ohio 


— 
e 


Financial 


Net income Bendix Aviation 
Corp. for the fiscal year ended 
Sept. amounted $21,171,902, 
Malcolm Ferguson, president, 
announced. This compares with 
$27,499,034 the previous fiscal 
year. 

Sales for the year totalled $619,- 
138,095 compared with the record 
peacetime total $706,984,631 for 
the preceding fiscal year. The 
report reveals that Bendix business 
for the fiscal year was divided 
percent military and percent 
commercial. 

Sales Bendix automotive prod- 
ucts 1958 amounted $83 mil- 
lion, the report This was 
decrease percent from the 
previous year, almost the same per- 
centage decline the automo- 
tive industry’s unit output during 
the year. 

Ferguson commented that sales 
power steering equipment were 
strong, reflecting the fact that in- 
dustry usage has gone from 
1958. forecast similar growth 
the truck field. 

Bendix benefited indirectly from 
the growth sales foreign cars 
this country through the supply 
equipment made Bendix sub- 
sidiaries and licensees abroad. 

* 


Sealed Power’s Net Income 
For Months Dips $431,000 


Net income after taxes for the 
months ended Sept. was 
$567,000, off $431,000 from the $998,- 
000 net for the corresponding pe- 
riod last year, according Sealed 
Power Corp. 

Net sales for the period amounted 
$13,823,000, compared with $17,- 
232,000 year ago. 

> > 


Electric Auto-Lite Reports 


Declines Sales, Profits 


Electric Auto-Lite Co. reported 
net sales for the third quarter and 
the nine months ended September 
30, 1958 amounted $38,410,236 and 
$122,667,782, respectively, com- 
pared with $57,888,189 and $209,740,- 
403 for the corresponding 1957 

Net earnings for the first nine 
months 1958 amounted $1,473,- 
674. For the first nine months 
1957 net earnings were $7,178,871. 
for the third quarter 
amounted $190,124, compared 
with $768,429 for the third quarter 
1957. 


Houdaille Sales, Profit Off 
For Quarter, Months 


Houdaille Industries, Inc., Buffalo, 
reported profit $1,172,000 
sales $42,518,000 the first nine 
months. the like period 1957, 
the company made $2,683,000 
sales $61,368,000. 

Earnings the third quarter 
amounted $626,000, compared 
$914,000 last year. 
sales were $15,062,000 this year and 
$19,799,000 last year. 


Sales, Profits Boost Noted 


L-O-F Glass Fibers 

L-O-F Glass Fibers Co. reported 
profit after taxes for the first 
nine months 1958 was $1,142,559, 
compared with $951,100 the com- 
parable period 1957. 

Barnard, president, said 
sales for the nine months also 
increase over those 
1957. 


Profits for Third Quarter, 
Months Off, Gabriel Says 


decline third-quarter and 
nine-month net profits has been 
reported Gabriel Co. 

The third-quarter net totalled 
$136,379, compared with $140,082 
the corresponding period year 
ago, said John Briggs, Gabriel 
president. The nine-month figure 
$316,704, compared with $659,- 
545 1957. 


* 
3rd Quarter for Flintkote 


Sets Record Sales 


Flintkote Co. reported third- 
quarter sales $35,273,650, record 
for the period, compared with $33,- 
243,251 the three months ended 
Sept. 30, 1957. 

Net income rose percent 
$2,184,582, compared with $1,884,372 
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year ago. For the nine months 

ended Sept. 30, net sales aggregated 

$89,143,545 against $89,306,462 the 

corresponding period year ago. 

Net income was $3,673,885, com- 

pared with $4,717,091 year ago. 
* 


Hoover Ball and Bearing 
Buys Firms, Has Profit Dip 


Hoover Ball and Bearing Co., 
Ann Arbor, Mich., has completed 
negotiations for the purchase 
two ball manufacturers—Strom 
Steel Ball Co., Erwin, Tenn., and 
Coolidge Corp., Middletown, 

The company said had profit 
the first quarter its fiscal year 
(August, September and October). 
the like period last year, earn- 
ings were $471,561 sales 
604,408. 


Fedders-Quigan 


Fedders-Quigan Corp., first fiscal 
quarter ended Nov. 30, 1959 vs. 1958: 


Income, $420,000 and $225,000; sales, 
$10,500,000 and $10,100,000. 


* * 


ACF Industries 


Industries, Inc., six-month 
report, 1958 vs. 1957: Loss $169,- 
000 and profit $5,361,000; sales, 
$77,697,000 and $167,344,000. 


* * 
Dayton Rubber Reports 


Sales May Set Record 

Preliminary figures indicate that 
1958 sales Dayton Rubber Co. 
topped its 1957 record $83,613,850, 
President Clowes Christie re- 
ported. 

Christie said Dayton’s upturn, 
despite poor car sales, can at- 
tributed boom the replace- 
ment-tire market and increased 
sales the company’s plastics di- 
visions, 


Auto-Lite Pays Million 


Equitable Life Note 


James Falvey, president 
Electric Auto-Lite Co., Toledo, an- 
nounced that the company had 
reduced its funded debt 
million through voluntary pre- 
payment the principal its 


One feature the Chicago 
World’s Fair was three- 
wheeled auto-perambulator. 


percent promissory note with 
Equitable Life Assurance Society 
the United States. 

The payment reduced the out- 


standing principal amount the 
note $26.5 million. 


National Standard Black 


For 52nd Consecutive Year 


National-Standard Co., 
Mich., reported net earnings 
$2,136,276 for the fiscal year ended 
Sept. 30, the 52nd consecutive year 
which the company has had 
profitable operations. 


For the 1957 fiscal year, the firm, 
which produces specialty wire and 
metal products, had net earnings 
$2,506,318. Sales 1958 were 
987,000, compared with $42,996,009 
1957. 

* 


Finance Firms’ Future 
Tied Auto Dealers’ Fate 


Finance companies must depend 
the success the auto dealer 
order show profit 1959, 
according Thomas Courtney 
sr., president Friendly Finance 
Corp., DaKalb, 

Speaking convention Wis- 
consin finance firms, Courtney said 


was that 1959 
would good year and urged 


finance men and dealers 
better public relations job. 


LAYS SWEETHEART 


Remote-Cup lets your operator hold the gun any angle 
spray the severe contours new models easily and efficiently. 
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Correspondent George Glaser Writes 


Auto Letter from Europe 


RANKFURT, Five 
major auto shows have been 
for Europe during 1959 
still four too many. 

The dates: Geneva, March 12- 
22; Frankfort, Sept. 17-27; Paris, 
Oct. 1-11; London, Oct. 21-31, and 
Turin, 31-Nov. 11. 

Ford Germany has given 
its rights distribute Simca 
Germany. Chrysler Corp. will take 

er. 

meanwhile, making full 
use its increased capacity its 
Cologne plant. Production 
much percent. 

Ford has also installed more ma- 
chinery for laboratory testing. 
order reduce the time necessary 
drive car over 100,000 miles, 
machines have been installed which 
can this testing within short 
period time. Road testing, how- 
ever, will 


Lighter Wartburg 
ESIGNERS the Wartburg 


110 pounds material from the 
order save valuable 
metals. 

This pledge was made the 
party congress the Communist 
Party the Soviet Zone Ger- 
many, where the car being pro- 
duced. 

NSU has been recently waging 
heavy propaganda war against 
BMW manner not usually 
found German advertising. NSU 
seems trying down 
the BMW reputation the eyes 
the public. hope won’t boom- 
erang! 


Bits About Bosch 


TWO-PISTON injector pump 
for gasoline injection into the 
manifold available produc- 
tion basis from Robert Bosch 
Stuttgart. 

Bosch now has fully equipped 
“atomic section.” With the help 


have pledged remove radioactive isotopes, tests are 


FINISH ANY ANGLE 


overhangs, reverse curves today’s new cars! 


conducted which will improve 
such items oil filters and bat- 
teries. 

Bosch also now operating 
service training institute for elec- 
tric automotive service and for fuel 


injection service. 
* * + 


Plum for Porsche 


ORSCHE Zuffenhausen do- 

ing nice business selling man- 
ufacturing rights his patented 
synchronizing parts various ve- 
hicle manufacturers, 

The Porsche synchronizers are 
said permit quicker shifting 
manual transmissions since they in- 
volve some servo action. 

* 


Light Diesel Bows 


HEINSTAHL-HANOMAG, the 

new name for Hanomag, has 
just released new forward-control, 
light diesel truck, the Kurier. 


The new truck, which can 


(PROFIT ANGLE, TOO) 


DeVilbiss Remote Cup Method the answer 
refinishing winged fenders, flared fins, grille 


Not only does the Remote Cup with its pressure-feed 
principle let your operator spray any angle, but 
provides smoother, softer, wetter coat without vent-hole 
drip for faster, better finishes. Perfect, too, for the new 
acrylics well lacquers and enamels. Total refinishing 
time reduced much 40% thanks the speed 
and increased capacity the two-quart cup. 

speed paint jobs—and boost your profits— 
call your nearest distributor jobber today for dem- 
onstration the DeVilbiss Remote Cup. Or, write direct 


for complete details. 


THE DEVILBISS COMPANY 


TOLEDO 


OHIO 


Barrie, London, England Paulo, Brazil Branch Offices Principal Cities 


Five-way spray control permits better regulation spray-pattern size, degree 
atomization, wetness coat; reduces overspray thanks lower spraying pressures. 


Starter, Generator and Distributor Combined— 


Made Robert Bosch, Stuttgart, this combination starter, generator and distributor 
fitted the BMW 600. The housing contains the field coils, brushes and 
contact points. The 12-volt unit has separate set points for each the 
two cylinders, When the first set timed, the second set timed For 
fine adjustments, the second set can timed separately within certain 


two tons, answer dealer 


requests. 


dividual wheel suspension, with coil 
springs front. 


The cab features three individual 


has extremely short seats. Windshield wipers work al- 
radius and passenger car type and don’t leave any dirty 


stripe the center the wind- 
shield. 


The transmission has four fully 
synchronized speeds with shift lever 
underneath the steering wheel. 

Carl Pollich, the designer, said 
that years ago designed 
forward-control truck for Hanomag, 
but that nobody wanted buy such 
vehicle then. 


But dealers started holler—so 
Pollich did again. 


* 
Citroen Africa 


starts assembly the 
ID-19 South Africa, with 
Stanley Motors, Ltd., providing the 
factory and Atlanta Industries, 
Ltd., its two decades experience 
selling and servicing Citroen. 

Prices will reduced and im- 
port licenses will removed when 
the car assembled South 
Africa. Citroen plans modest 
start, with about 1,000 1,500 units 
per year. 


Victor Tough 


OUGH small car seems 

the Victor. The British 
Goodyear test group has used 
Victor for over year and driven 
more than 200,000 miles. The car 
loaded percent above the reg- 
ular load recommended 
hall. 


The engine was exchanged after 
110,000 miles and was replaced 
one which was restored after oper- 
ating better than 120,000 


BMW Signs Michelotti 


MUNICH, was announced 

that Michelotti Vignale, Ital- 
ian body builder, has been signed 
style the new BMW liter 
four-cylinder car. 

Cologne, Ford said least 
12,000 Taunus cars will avail- 
able for export the 

Rumors Nuernberg and 
Munich say Hans Glas, father 
the Goggomobil, may take over the 
firm, which makes the 
Janus car, scooters and motorcycles. 

England, Vauxhall reported 
that its products account for per- 
cent all autos imported into Can- 
ada. the first months 1958, 
10,000 Vauxhalls were 
registered, compared with 5,880 for 
all 1957, the firm said. 


Renault Celebrates 


celebrated production 
the millionth 4-CV Renault 
erecting giant Christmas display 
over the main thoroughfare 
Paris. 

Citroen, marking its 40th anni- 
versary, announced that its plant 
Cambodia busy turning 
the Southeast Asian country’s 
Citroen, accounted for per- 
cent sales for the first 
months 1958, the firm said, 

Panhard has announced that its 
racing contract with Monopole- 
Courses will not renewed. The 
firm said its budget for publicity 
activities would not cover the heavy 
racing expenses. 
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successful attaining substan- 
tial membership from this polyglot 
entities, will favor the objectives 
leadership which composed 
used-car dealers.” 

And continuing, Mr. Schaefer 
states: “For example, they had 
membership 500 salesmen, 
100 associate members, and 300 
dealer members, they could use 
the force the total 900 mem- 
bers their pleadings before 
political agencies serve the in- 
terests the used-car dealer.” 
The untrue, asinine assertion that 
they are travelling under the guise 
used-car dealers association 
indicative Mr. Schaefer’s state- 
ment about attaining unorthodox 
large membership from this poly- 
entities. The best explana- 
tion Mr. Schaefer’s polyglot en- 
tities that the one that 
talking out both sides his 
mouth the same time. 

The paradox his entire article 
contained the last paragraph 


which reads: “However, our con- 
duct would undoubtedly gov- 
erned superior moral status 
our trade which would not engage 
such deception. least they 
would not unless driven 
for reasons self preservation.” 

Mr. Schaefer explains that 
would not engage deception un- 
less driven it; that would not 


Delco Appliance 
Sets Output Mark 


ROCHESTER, Delco 
Appliance division produced more 
than million automotive motors 
December, alltime high for 
one month, according Paul 
Rutherford, general manager. 

attributed the increased pro- 
duction the public’s desire for 
cars equipped with all the latest 
power options and general accept- 
ance models. 


like engage deception because 
his superior moral status. This 
his polyglot entities? 

have faint recollection 
someone once saying that have 
nothing fear but fear itself. 
What Mr. Schaefer afraid 
seems express fear what 
might happen his own particular 
cause and willing forego and 
forget his superior moral status 
and deal deception driven 
for reasons self preservation. 

Indeed, survival the fittest 
was nature’s own way improv- 
ing earth’s inhabitants but when 
homo sapiens came along, was 

wise enough realize that 
policy live and let live would 
advance his status, but the 
ascendancy the human animal, 
the lust for power overcame the 
let-live part. still see self- 
ish dictators and tyrants and 
would-be monopolists operating 
under fool protection the mob 

they lead and the most out- 
rageous defiance human rights. 

The franchised dealer needs the 
unfranchised dealer more sorely 
than anyone except his retail cus- 
tomer. The fact that the fran- 
chised dealer, who many times can- 
not retail sell his trade-in cars, 
turns the unfranchised dealer 


Around 1900, ice played im- 
portant part auto racing. 
Cakes were placed the 
engine from time time cool 
off. 


relieve him his used-car inven- 
tory, with the result that the fran- 
chised dealer probably contributes 
more the success the unfran- 
chised dealer than any other exist- 
ing factor. Again, Mr. Schaefer’s 


How America’s Number One Original Equipment Carburetor Helps Sell Cars ... 


ROCHESTER 


New High Carburetor Dependability! 
Sales are off the right foot when customers 
take off with Rochester-GM Carburetor. Every 
Rochester-GM Carburetor GM-engineered the 
specific requirements cars, and must pass 
flow test, rigorous simulation actual driving 
conditions, before released. This pays off more 


dependable performance and economy that keeps 
customers sold. So, keep eye your customer’s 
his car. Rochester Products Division Motors, 
Rochester, New York. 


number one 
Original equipment 
carburetors 


polyglot entities. 
Mr. Schaefer apparently wants 
his Indiana members believe that 


they are franchised divine ag. 


signment and all good things wil] 
the magic wand, hard 
agine that any person group 
hope for the decline 
ization which not their competi- 
tor, business men the same 
boat they themselves. 

The franchised and the unfran- 
chised dealers need each other, 
There are many franchised dealers 
fearful the status quo (whatever 
happens be) because their 
special prejudices and tastes which 
they can ill afford. 

The mainspring the very 
existence any franchised dealer 
his ability move his trade- 
ins which, many times, for one 
The franchised dealer many 
times finds his answer this 
problem the unfranchised 
dealer whom sells his 
tradeins. 


this country who can’t buy any- 
thing but cheap used car. There 
many man who carries din- 


ner pail who cannot afford pur- 
chase expensive new car. Who 
can better serve this man than 


licensed used-car dealer? 
Mr. Schaefer, innuendo, re- 
flects attitude that there should 


nonfranchised dealers. This, 
course, would create monopoly 


and certainly not conducive 
economic liberty. America, men 
were never more ardent their 
defense economic liberty than 
they are today. 

Perhaps Mr. Schaefer, vice- 
president the state dealer’s as- 
sociation, should like preside 
the dissolution all dealers associ- 
ations, excepting those favors, 
and who are not franchised auto- 


mobile dealers. would indeed 


overstatement hope for such 
decline. 

His attitude reminds one 
town, there was lady whose 
sharp tongue was just One indi- 
that the milk human 
kindness had left her veins. One 
day the lady’s house burned 
down, and neighbor remarked 
Zeb that was too bad. “Yes,” 
Zeb agreed, “that was fine old 
home, but there had 
fire town, and 
house had burn, then say 
couldn’t have happened more 
deserving person.” 

The house where the association 
representing nonfranchised dealers 
resides, fireproof. not going 
burn down. firmly believe that 
all dealer organizations whether 
their membership made 
franchised unfranchised dealers, 
should consecrated the task 
improving the industry and the 
conditions pertaining thereto. There 
easy answer the complex 
problems policy nationwide 
scale for the distribution and sale 
new and used cars. 

Mr. Schaefer, the automobile and 
the nonfranchised dealer are here 
president, Jan Ross Motor Co., Inc. 


Private Truckers 
Expect Record 


Turnout Parley 


largest at- 
tendance its history indicated 
advance registration for the 20th 
annual convention the Private 
Truck Council America, Inc., 
the Sherman Hotel Chicago Jan. 
29-30, according James Mann, 
managing director. 

The convention theme will 
“Key Greater Profits—Stretch- 
ing Your Transportation Dollar.” 
More topics interest and concern 
private carriers will covered, 
there will more panel discussions 
and more time for questions and 
answers than any previous con- 
vention, Mann said. 

The program will open with 
panel discussion “Effect pro- 
posed new ICC Safety Regulations 
the Private Truck Operator.” 
Other first-day highlights will 
panels “Economy Truck 
Operations” and “Economy Your 
Safety Program.” Frank Love- 
joy, Socony Mobil Oil Co., will 
speak the opening luncheon. 

The Jan. session will open 
with panel “The Operator 
Meets the Manufacturer.” 


lh 


Guide magazine 


delivers more car- 


owning per 


than any 


other two weeklies 


combined 


Among the five leading mass magazines, Guide reaches the 
highest percentage married readers, the highest percentage 
readers between and 44... and the lowest percentage 
readers and over!* Best all, Guide delivers more than 
twice many readers per dollar any other weekly, takes 
your sales story over 6,500,000 and sells all week! 


*1958 Starch Consumer Magazine Report 
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Tax-Cut Bills Clog 
Congressional Hopper 


William Ullman 


Washington Bureau Chief 


OLITICIANS often fail suit their actions their 
words, and looks members the 86th Congress 
are exception. During the fall, the word went out from 
House leaders that Congress would consider general tax 
reduction long the Treasury faces deficit. Arkansas 
Democrat Wilbur Mills, chair- tax 
man the Ways and Means deductions for 
Committee, has been talking, taxpayers who 
not about tax cuts, but remodel their 
broadening the tax base. homes, 
Nevertheless, about one-tenth the Senate 
the thousands bills that fell into side, there were 
the House legislative hopper plenty bills 
opening day Congress either aimed reduc- 
called for individual tax cuts ing taxes, too. 
some other form downward re- One the most 
vision rates. important was 
Measures range from William Uliman introduced 
for cut percent the Senator John Sparkman, Alabama 
personal income tax one calling and chairman the 


Call pride call “feel” for really good tools 
... anything you like but deep down 
the heart every real mechanic there’s hankerin’ 
for tool layout like this. 


When got rush job and the tool you 
need most isn’t your collection that’s when 
hits you. That’s when you whack the bench 
and say, “Some day I’m gonna have boxful!” 


Well, sir, that “some day” here. Snap-on 
will roll this handsome chestful right into your 
that will fit your budget. 


And isn’t just pride—or feel. This big 
Snap-on tool layout solid income booster for 
the individual mechanic, repair shop, service 
station operator who really wants make money 
the repair business. The extra money the 
speed with which you turn out jobs. Speed 
comes from both tool selection and quality. You 
get both this Snap-on set. 


drive Socket Set, Tinners Snips, 


tools 3-in. Blades 

drive Socket Set, Hammer Head Screwdriver 
tools Vise-Grip Wrench 

drive Socket Set, Wire Brush 
tools 


8-ft Steel Tape Rule 

Ball Peen Hammer 
Ball Peen Hammer 
Peen Hammer 
Plastic Tip Hammer 
Set Brake Cyl. Clamps 
Brake Shoe Spring Compr. 
Brake Adjusting Tool 
Electric Circuit Tester 
Brake Spring Plier 

Spark Plug Gauge 
Feeler Gauge 


Combination Wrenches, 

Half Moon Boxockets,® 
Kein. 

Dwarf Boxockets, 

Ignition Wrenches, 
%-in. 

Tappet Wrenches, 

Hex Head Wrenches, 

Pliers Set, tools 

Standard Screwdrivers, 


tools Valve Tool 
Phillips Screwdrivers, Valve Key Replacer 

tools Valve Spring Compressor 
Chisels and Punches, Valve Lift 

tools 


Ring Groove Tool 
Piston Ring Compressor 
Pry Bar 

Carbon Scraper 


Ratcheting Boxocket, 
and 


150 
Soldering Gun 


Hack Saw Frame, 


Junior Hack Saw 
and Blades 


Visit booths 144 and 
N.A.D.A. Convention, Chicago 


Senate Small Business Committee. 
His bill would allow 
ness men deduct from taxable 
income either $30,000 percent 
—whichever lesser—of net in- 
come which reinvested their 
businesses. 

Sparkman said his measure: 
“It one the facts eco- 
nomic life today that business 
enterprise must grow and expand 
step with our expanding econ- 
omy. 

“Survival often depends the 
ability small concern match, 
least relative basis, the 
tremendous strides their larger 
competitors. stand still 
invite disaster.” 

Senator Prescott Bush, Connecti- 
cut Republican, authored bill 
give the Federal Reserve Board 
standby power impose install- 
ment credit controls over the sale 
consumer durables, like automo- 
biles. His accompanying arguments 
favor such action included 
economist, who wrote: 


“The fruits the financial sys- 


tem 

Are quite impressive, once you 
list 

Although the system has the 
power 


8082-A 28th Avenue 


turn its fruits extremely 


sour.” 


* 
Three for Safety 
THE House, Rep. Kenneth 

Roberts, Alabama Democrat and 
chairman special subcommit- 
tee traffic safety, dropped 
several safety measures. One would 
require that all motor vehicles pur- 
chased the Federal Government 
meet certain safety standards. An- 
other would require that seat belts 
sold shipped interstate com- 
merce meet basic standards, and 
third bill provided for Federal 
aid states conducting research 
into driver training programs and 
maintaining facilities for that pur- 
pose. 

That perennial author auto 
marketing legislation, Rep. Abra- 
ham Multer, New York Demo- 
crat, came with two more this 
year, beating both NADA and 
General Motors drafting 
territory-security measure. 

One Multer bill combines terri- 
tory security and anti-bootlegging 
single package, and would 
“permit the establishment ex- 
clusive representation dealers” 
and would “restrict franchised 
dealers from reselling certain 
unauthorized persons.” 

His second measure would “pro- 


* 


Kenosha, Wisconsin 


hibit coercion automobile many. 
accessories, equipment, 

NADA’s version territory 
security bill not expected 
introduced for about three weeks, 

Other bills introduced 
one give the medal honor 
persons performing heroic acts 
preventing highway accidents, and 
another permit dealers ex. 
clude from their gross income any 
amounts withheld banks 
finance companies notes 
chased from the dealers— the 
accrual method accounting 
employed. 


* * 


How Lose Cold War 


MERCE President William 
McDonnell has warned 
businessmen that the U.S. cannot 
win the “cold war” permits its 
products priced out world 
markets inflation. 


“The increasing rate which 
foreign automobiles and steel prod- 
ucts are being sold this country 
and world markets are alarming 
examples what can happen even 
those industrial fields which 
have always been pre-eminent,” 
said McDonnell. 

The trend toward inflation 
this country, which 
part Federal deficit spending, 
one the reasons why U.S. 
businessmen should become more 
said. 

“To indulge further welfare 
schemes the expense sound 
currency luxury this nation 
can ill afford the present inter- 
national situation,” warned McDon- 


nell. 


New Transport Boss 


OHN ALLEN JR., has taken 
over Under Secretary 
Commerce for Transportation. 
former congressman from Califor- 
nia, Allen will supervise the activi- 
ties all Federal transportation 
agencies, including the Bureau 
Public Roads. 
> 


Inventories Rise 


ing and trade inventories rose 
during November $200 million 
—the first increase since year 
ago last fall, according the Office 
Business Economics. 

The jump was centered the 
retail automotive industry, re- 
flecting the rapid increase the 
production new passenger cars 
since the October low. 

Total value all inventories, 
however, was estimated $86 bil- 
lion—about billion lower than 
November, 1957. 

> 


Road Work 


fact that road building 
job for amateur was 
proved once again this month 
the 38th annual meeting the 
Highway Research Board here 
Washington. 

Papers delivered the five-day 
meeting—which included sepa- 
rate sessions—were highly techni- 
cal, and covered highway materials, 
design. soils, economics, and traffic 
control. 

Here are few the more pop- 
ular findings: 

Tests indicate that when the 
thermometer drops below above 
zero, calcium chloride mixtures 
calcium and salt 
moves ice more effectively than 
salt; the temperature rises, ap- 
proaching above, plain salt seems 
work better. 

test the nation’s capital 
showed that people are making 
trips auto the downtown 
area than they did years ago. 
And what may even more sig- 
nificant, more those who 
drive downtown are not going 
there shop retail 
Some cities may find desirable 
route express buses along 
freeways where they are now 
barred—to transport commuters 
work, 


* 


More Neighbors 


NEW DAY, the pop- 
ulation the United States 
stood estimated 175.6 million, 
increase 2.9 million over the 
figure year ago, reports the Bu- 
reau the Census. 

The Bureau estimates that U.S. 
population will about 180. million 
when the next national census 
conducted April, 1960. 


passenger-car advertising 


LIFE FIRST AGAIN 


the year 1958, passenger-car advertisers 
again ranked LIFE first among all maga- 
zines. Manufacturers this PIB classification 
bought more pages, put million more dol- 
lars LIFE than any other magazine—a 
32% greater investment LIFE than the 
next leading magazine. 


This confidence LIFE the part adver- 
tisers matched the enthusiasm readers. 


The Year-End Issue LIFE hit high 
circulation—6,250,000 copies—a figure never 
before achieved LIFE, never approached 
any other general weekly bi-weekly. 


ONLY 


9 Rockefeller Piaza, N. Y. 20, N. Y. 


Passenger Car Vehicles Advertising Investment 
January-December, 1958 


Source: Jan.-Nov., PIB (T110); 
Dec., Publisher's estimate 


gives you much selling swiftly, surely 


Rank Magazine Pages 
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leaves Detroit become manufae. 
turers products sales manager 
the headquarters office 
* * * 
Lee Rubber Names Malone 
Oldsmobile has announced Corp., Bridgeport, Conn. Lee Rubber Tire Corp., 
establishment new purchasing| formerly was controller shohocken, Pa., has the air 
office handle procurement Corp., New York. appointment Harlan Malone 
terials and services required regional manager for the 


Imports for Sale— 


pioneer the imported car business the St. Lovis area, Oliver Joseph, Inc., 


the sales department, with William 
Wood charge this activity. 
the Oldsmobile sales promotion 
department, first joined Oldsmobile 
1942 photographer and later 
served Cleveland district sales 
manager before joining the sales 
promotion department. 


Harrison Appointed 


Fruehauf Branch Director 


Harrison has been ap- 
pointed branch director for Frue- 
hauf Trailer Co. 


Harrison previously served 


Walsh, Greenlee Promoted 
American Steel Wire 


Two changes sales executive 
positions have been announced 
American Steel Wire division, 
Steel Corp., Cleveland. 


Edmond Walsh has been 


pany’s sales operations 

Louisiana, Tennessee, Kentucky, 

Oklahoma, Arkansas and Kansas, 
> * 


Resolute Ups Brady 
Charles Brady jr., Jackson, 
Miss., has been named resident 
vice-president for Mississippi 
Resolute Insurance Group, Hart- 
ford, 


Chrysler Promotes Hanson 
Alvin Hanson jr. has been 
named manager Chrysler Corp’s 
new process gear division Syra- 
cuse, Hanson had been 
manufacturing manager the 


Belleville, also dealer for Dodge, Chrysler and According treasury division and 
Oliver Dee Joseph, the firm has found that the “two can get quite divisional finance manager. 
Although the City Belleville has population 40,000, the dealership 

has developed large import business and has been able overcome the problems 
inventory and service the satisfaction its customers. Joseph expects retail 
over 300 imports in 1958. The firm handles Austin, Renault, MG, Morris, Austin-Healey, 
Porsche, Alfa Romeo, Triumph, and Riley this imported car showroom. 


company’s plant Indianapolis, 
Ind., since 1956. 


* 


Mack Ups McDevitt 
McDevitt has been named 


E. J. Walsh ©. P. Greenlee 


named sales manager the Detroit 
office; and Charles Greenlee 


Morgan Joins Casco 


Howell Morgan has been ap- 
pointed controller Casco Prod- 


EVERYBODY PROFITS! 


WHEN YOU ORDER YOUR CARS 
WITH GREEN TINT SAFETY GLASS 


YOUR CUSTOMER PROFITS! 


SOLEX Safety Glass with soft, greenish tint 
removes harsh, bright light which results less glare, less 
eyestrain, less fatigue annoy and distract the driver 
and still meets all Federal Standards for light trans- 


you PROFIT! 


unnoticeable from the inside 
view outside. 


doesn’t change the 


offers extra income “built-in” accessory its 
safety obvious, its comfort appealing your customers. 


district manager the Providence 
branch Mack Trucks, Inc. 
has been with Mack since 1948 and 
formerly was New England sales 
representative. 


Carter Appoints Robers 


After-Market Sales Chief 


Gene Robers has been ap- 
pointed after-market sales vice 
president for the Carter carburetor 
division, ACF Industries, Inc., St. 
Louis. 

Robers, who president the 
Automotive Elec. 
tric Assn., came 
Carter from 
Weatherhead Co. 
where was 
general sales 
manager the 
distributor divi- 


sion Fort 
Wayne, Ind. 

also was advertis- 

ing manager and 
promotion man- 
years with the company, and 
was sales manager the 
tive jobbing division, working with 
automotive, industrial and farming 
and construction equipment distrib- 

utors. 

co’ 
Straith Moves 
James Straith has been ap- dis 
pointed automotive sales manager 
Glidden Co., Toronto. For lan 
the last two years Straith has has 
been automotive sales repre- 
sentative for Glidden. Prior poi 
that was associated with the dis 


automotive industry both Can- 
ada and the U.S. 


Sealed Power Names Banta 
Divisional Sales Manager 


William Banta has been ap- 
pointed sales manager American 
hammered automotive replacement 
division, Sealed Power Corp., Mus- 
kegon, Mich. 
replaces 
Dusenbery, who 
has resigned for 
personal reasons. 

Banta has been 
associated with 
Sealed Power for 
the past years 
various capaci- 
ties. During this 
time served 


SOLEX adds comfort because absorbs more than For easier sales, order all your cars with Green tories the service division, and 
total cat entering the car. Tint Safety Glass, the best glass under the sun. comes any secretary. For the past six years 
fact, that increases the efficiency auto air-conditioning several types Auto Safety Glass made Pittsburgh Banta has spent great amount 
systems time the field making many 
Plate Glass. wholesaler and dealer contacts. 
SOLEX has sales appeal because its safety and comfort All PPG Automotive Safety Glass complies with every recog- 
are marks smart, thoroughly up-to-date car. nized safety code. Wilson Promoted Esso 
Esso Standard Oil Co. has ap- 
pointed Warren Wilson product 
manager for lube oil additives 
the company’s New York 
SOLEX® BEST GLASS UNDER THE ters. had been assistant the 
manager Esso’s Bayway refinery 
PLATE GLAS Names Tuthill Board 
CANADA: CANADIAN PITTSBURGH INDUSTRIES LIMITED Ltd., 
lected the board 


AUTOMOTIVE NEWS, JANUARY 19, 1959 


Auto Personnel 


(Continued from Page 42) 


directors. succeeds West- 
who retired. 

Tuthill joined Commercial Credit 


Thompson Appointed 

Raymond Thompson has been 
appointed director-national service 
for Chrysler Corp.’s Airtemp divi- 
sion. held similar post with 
Sutton Corp., Wichita, from 
1950 until joining Airtemp No- 
vember. 


Frank Mayer Names Berg 


Midwest Representative 

Sigval Berg has been ap- 
pointed Midwest representative for 
Frank Mayer In- 
ternational, Inc., 
Los Angeles. 
will charge 
contractural 
and technical lia- 
ison with the 
firm’s clients. His 
headquarters will 
17167 Hick- 
ory Ave., Detroit. 

Before joining 
Mayer, Berg was 
district sales 
and engineering representative 
with Stewart Warner Corp. 


Metal Products Firm Adds 


Sales Organization 

Anti-Corrosive Metal Products 
Co. has announced the appointment 
one new salesman and two new 
representatives. They are: 

Earing, Northern New 

York sales territory; Eugene Roth, 
Inc. White Plains, Y., sales 
representative for New Jersey from 
Trenton north, and Norman 
Yoder, sales representative for 
South Jersey, Pennsylvania and 
Delaware. 


S. M. Berg 


> = > 
DeSoto Lists Promotions 


Portland (Ore.) Region 


Munster has been named 
business management manager for 
DeSoto’s Portland region, succeed- 
ing Carl Brush who now assist- 
ant manager the region which 
covers four Northwest states. 

the district level, Jacob- 
replaced Munster Seattle 
district manager, and Wayne 
succeeded Jacobsen Port- 
land district chief. Richard 
has been named Spokane district 
manager, and Bruce Wray was ap- 
pointed head the Billings (Mont.) 
district. 


> 
Sales Engineering Institute 


Appoints Rice District Chief 


Sales Engineering Institute, Inc., 
Detroit Lakes, Minn., has appointed 
Gerdon Rice district manager 
covering Iowa 
and Nebraska. 
Prior joining 
Sales Engineer- 
ing, Rice was 
service specialty 
manager for Lin- 
coln-Mercury 
the same 
was 12-year 
veteran Ford 
service promotion 

and organization. 
Gordon Rice The firm also 
announced the appointment 
manager covering appliance 
Warranty the S., Canada and 
Alaska. 


* 


Mohawk Names Broadbent 


Broadbent has been 
appointed assistant sales manager 
Mohawk Rubber Co. will 
headquartered Akron. 


American Motors Appoints 


Zone Promotion Chiefs 


Appointment five new zone 
promotion managers for 
American Motors automotive divi- 
has been announced Roy 
Abernethy, automotive distribution 
marketing vice-president. 


The five appointees and their 
Zones are Hal Fenerty, Boston; 
Don McLain, Chicago; James 
Detroit; Don Tanker, Los 


Angeles, and Stanley Young, 
New York. 


* 
M-E-L Shifts Rowlands 
(Duke) Rowlands has been 
appointed assistant Chicago district 
sales manager for M-E-L division. 
was formerly L-M assistant dis- 


trict sales manager Des Moines. 


Superior Promotes Rhoads 


Walter Rhoads, formerly as- 
sistant director, has been appointed 
director the foreign division, 
Superior Coach Corp. joined 
Superior 1950. 


SureFit Promotes Kelly, 
Johnson, Wyatt, Wallace 


Promotion four persons the 
SureFit division Howard Zink 
Corp. was announced Zink, 
SureFit national manager. 

Bob Kelly will take over the 
position Southern California dis- 


trict manager; Robert Johnson, 
Northern California district man- 
ager; William Wyatt, Washington- 
Oregon district manager, and 
Wallace, New Jersey-Allentown dis- 
trict manager. 

* * 


Ahrens Named 


Merle Ahrens has been appointed 
district sales manager for Volks- 
wagen commercial vehicles the 
Windom (Minn.) area. Distribution 
handled Archie Walker jr., 
Imported Motors, Minneapolis. 

* 


Join Reynolds Reynolds 
District Sales Offices 

Reynolds Reynolds has ap- 
pointed Joseph Delfino and 
Charles Patterson jr. its 
Bridgeport district sales office and 
Robert Elking its Columbus 
district sales office. 

Prior joining the company the 
trio had been with manufacturer 
business machines. 

* 


Succeed Laurie 


American Metal Products 


Floyd Laurie, manufacturing 
American Metal 


and will succeeded Ernest 
Ott, who has been with the firm 
since 1945. 

Laurie will continue vice- 
president special assignments 
and will also retain his company 
directorship. 

* 


Diamond Promotes 


Stansfield and Cook 

Diamond Motor Truck Co., 
Chicago, has announced the promo- 
tions William Cook execu- 
tive engineer, and Richard 


W. L. Cook R. H. Stansfield 
Stansfield sales promotion man- 
ager. 

Cook formerly was assistant chief 
engineer. Stansfield formerly was 


Products Co., Detroit, retiring! assistant advertising manager, and 


has been with Diamond nearly 
four years. 
+ 


Baldwin Elected Head 


Sherwin-Williams Canada 

Colin Baldwin has been elected 
president Sherwin-Williams Co. 
Canada, Ltd. 

Baldwin succeeds 
Whittaker, who retired after 
years with the firm. Both Whit- 
taker and Baldwin will serve the 
board directors. 


Casterline Shifted Dallas 


Don Casterline has been ap- 
pointed manager General Tire 
Rubber Co.’s Dallas division. For- 
mer Detroit division manager, 
replaces Charles Howes, who was 
transferred the company’s manu- 
facturers’ sales 


Unit Ups Beebee 
Alexander Beebee jr. has been 
appointed plant engineer 
Rochester Products division. 
had been assistant superintendent 
plant engineering since 1956. 
> 


Alma Names Ryan 


James Ryan jr., has assumed 
(Continued on Page 44, Col. 1) 


Before deciding 
Imported Car Franchise 


CITROEN WORLD HEADQUARTERS 
Main Factory, 133 Quai Andre Citroen, Paris, France 


know the Company behind the 


CITROEN, the World’s largest 
Manufacturers Front-Wheel 
Drive Cars and Trucks, offers 
you the opportunity become 
CITROEN Franchised Dealer 
the United States. 


CITROEN Dealer you are 
backed all CITROEN’S 
vast resources and will benefit 
from ultra-modern production 
facilities ... paying off as- 
sured volume delivery. 


SEE CITROEN AT: 
MIAMI AUTO SHOW 
BOOTH NO. 


Franchise 


$2600 $3500. 


locally. 


300 Park Avenue, New York, 


Citroen Dealer you will receive the full support of: 
complete Sales Promotional Portfolio con- 
taining banners, posters, and all the material you need advertise 


Technical Assistance from factory-trained engineers, help you set 
your parts and service department. 
tion everywhere! 


For your application and additional information, call write: 


CITROEN CARS CORPORATION 


(sole importer and distributor of S. A. Andre Citroen, Paris, France) 
8423 Wilshire Bivd., Beverly Hills, Calif. 


Bea CITROEN 


Dealer! 


Service Citroen tradi- 


CITROEN 

ait and ID 19, 
the prestige cars, 
priced right 

for volume sales. 
Feature for feature 
.-.dollar for dollar 


the most fantastic buys 


in automotive history! 


SIGN FRANCHISE FOR THE FUTURE AND START PROFITS TODAY! 


72% all cars purchased the U.S. are the medium price range from 


The imported car penetration this profitable market has scarcely begun, 
but every economic indication shows that imported cars will taking big 
share the medium-priced field they now enjoy steadily increasing 
share the low-priced field. 


Citroen makes the cars that more than satisfy the needs this important 
you will selling ever-growing quality-minded clientele. 
assured medium-priced imported car line franchise the you 
should sign for one today. Sign with Citroen and your profits start immediately 
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Auto Personnel 


(Continued from Page 43) 


duties general manager Alma 
Trailer Co., Alma, Mich. 

Ryan has spent his entire career 
the mobile home industry, in- 
cluding his operation dealer- 
ship Jackson, Mich. 

> * 


Fruehauf Names Pannell 
Ford Pannell has been named 
manager Fruehauf Trailer Co.’s 
been with Fruehauf sales ca- 
pacity since 1946. 


* 
Chevrolet Show Program 


Headed O’Brien 


Promotion Richard O’Brien 
assistant national sales pro- 
motion manager announced 
Chevrolet. will take charge 
the company’s show and exhibit 
program. 

native Omaha, O’Brien 
joined Chevrolet there parts 
and accessories representative 
1945 after four years with the Gen- 
eral Motors Parts division. later 


served district manager and 
zone sales promotion manager 
For the last year has 
been Rocky Mountain regional sales 
promotion manager Denver. 

* * 


Ace Rubber Names Smith 


Dale Smith has been named 
represent the automotive division, 
Ace Rubber Products, Inc., Akron, 
Colorado, New Mexico, Arizona, 
Nevada, Wyoming, Idaho and Mon- 
tana. 

Rockwell-Standard Names 


Gumbleton Vice-President 
Rockwell-Standard Corp. has 
appointed Vincent Gumbleton 
vice-president and purchasing co- 
ordinator. will responsible 
for coordinating all purchasing 
and related functions among 
Rockwell-Standard’s plants 
and four research centers. 
Gumbleton was director pur- 
chasing for Timken-Detroit Axle 


Co., before consolidated, 1953, 
with Standard Steel Spring Co. 
form Rockwell-Standard. has 
served Rockwell-Standard di- 
rector purchases for the Trans- 
mission and Axle division. 

* + +. 


Frost Appointed Head 
Equipment Sales for 


Franklin Frost has been named 
equipment sales manager for 
Spark Plug division. succeeds 
assignment prior retirement 
September. 

Before joining 1955 gen- 
eral merchandising manager, Frost 
had been with Oldsmobile and 
Packard. was advanced as- 
sistant general sales manager for 
replacement products May, 1957. 

= * 


NHUC Names Gray Head 


State Services Department 


Harold Gray has been appointed 
manager the state services de- 
partment the National Highway 
Users Conference. succeeds Rus- 
sel MacCleery, who resigned. 

Gray joined NHUC 1934. re- 
cent years has been field man- 
ager the state services depart- 
ment supervising regional activity 


Southern and Middle Atlantic 
states. 

* * 
Promotes Caserio 


Delco Radio Chief 


Appointment Martin Caserio 
general manager Delco Radio 
division announced General 
Motors President John Gordon. 
Caserio succeeds 
Berry Cooper, 
who being 
transferred 
special assign- 
ment pending his 
tive Jan. 
Cooper has been 
general manager 
Delco Radio 
since 1942. 

Caserio has 
been manager 
the Milwaukee operations 
Spark Plug division since Septem- 
ber, 1957. succeeded this 
job Leo Tobin jr. 


Martin J. Caserto 


Oldsmobile Shifts Personnel 


Donald Bohnett has been 
named Oldsmobile Fargo (N. D.) 
district manager, replacing Howard 
Gauker, who was named metro- 
politan district manager, Chicago. 


ATTENTION AUTO MEN WITH INGENUITY! 


THE WINNER PURE OIL’S 


ONTEST 


held Daytona Beach, February 15, 1959 


Here’s what is! This challenge the 
ingenuity and inventiveness America’s car en- 
thusiasts. Automotive men with know-how and 
do-it-yourself amateurs are hereby challenged 
develop car modifications produce fantastic miles 
per gallon, and enter them open competition 
Pure Oil’s Economy Con- 
test staged February, the International 
Safety and Performance Trials Daytona Beach, 
Florida. The sky’s the limit ingenuity. 


Here’s how works! It’s no-holds-barred 
event where anything goes that will increase gaso- 
line mileage. The contest open any built 
vehicle with (1.) four wheels, (2.) 4-stroke/cycle 
gasoline engine, (3.) hub-to-hub wheel base 100 
inches more, (4.) 3,000 minimum weight in- 
cluding driver and fuel supply, and (5.) capacity 
for five more passengers. PURE, the 


PURE the “Official Gasoline” 
Daytona for the 8th straight year 


that’s why more than ever you can 


SURE WITH PURE 


Gasoline” the Daytona classic, staging the 
event winner-take-all basis. The car that 
makes the most laps around the two and half 
mile track, given amount PURE Gasoline, 
will the winner the event, and the winner will 
take home the $5,000 prize money. 


Here’s how enter! Entry fee $20 annual 
membership NASCAR. Entries will accepted 
until noon Friday, February 13, but aspir- 
ants for the contest should write advance 
NASCAR, South Peninsula, Daytona Beach, 
Florida, giving their names and the type car 
they expect enter. Qualifying heats will held 
Thursday and Friday, and 13, 
the Daytona International Speedway, with cars 
qualifying for the finals Sunday, February 15. 


HURRY! GET YOUR ENTRY EARLY! 


Replacing Bohnett assistant of- 

fice manager-car distributor Min- 

neapolis Robert Marriott, 

merly the home office Lansing, 
* ok * 


Heil Names Curry 
Curry has joined the Kan- 
sas City district office Heil 
Milwaukee manufacturers truck 
equipment and Allied products. 


Pott Joins Feedall 


Pott, jr., has joined Feedall, 
sales manager charge the 
Michigan area. had been with 
English Miller Machinery Co. 
sales and service engineer. 

x ae 


Promotes McBryde, 


Brandon District Posts 


International Harvester has an- 
nounced two district management 
appointments its motor truck di- 
vision. 

McBryde has been named 
manager the Wichita district, re- 
placing Jennings, who has 
been moved Minneapolis dis- 
trict manager. Brandon has 
been named assistant district man- 
ager New Orleans, succeeding 
Ruth, transferred Jackson- 
ville assistant district manager. 


Aro Equipment Appoints 


Mullin California Post 


Gerald Mullin has been ap- 
pointed lubricating equipment sales 
manager Southern California for 
Aro Equipment California, Los 
Angeles. 

For the last two years, Mullin 
has been associated with 
Sedgebeer, manager the South- 
ern California division. Aro’s main 
plant and general offices are 
Bryan, 


* * 


Smithey Joins Ford 


Wayne Smithey has been ap- 
pointed associate for legislative 
matters the Washington Office 
Ford Motor Co. has been 
member the staff the Senate 
Judiciary Committee since 1950. 

> 


Esso Appoints Reeves 


Executive Vice-President 


Esso Standard Oil Co. an- 
nounced the election Duer 
Reeves executive vice-presi- 
dent. also was elected di- 
rector and vice-chairman the 
executive committee. 

The post had been vacant since 
Aug. when William Naden was 
elected president Esso Stand- 
ard. Reeves had served execu- 
tive vice-president Esso Re- 
search Engineering Co. since 
1949. joined the company 
1930. 


Alice Roberts Retires 
From Cleveland Auto Club 


Alice Roberts has retired from 
her “temporary” job with the Cleve- 
land Automobile Club—a job that 
began years ago. 

Mrs. Roberts joined the 
legal department 1919 and be- 
came assistant editor Ohio 
Motorist, the club magazine, 1931. 
She had been editor the publica- 
tion since 


Saco-Lowell Ups Davidson 


James Davidson has been 
development for Saco-Lowell Shops. 
had headed the firm’s defense, 
automotive and agricultural sales 
activities. 


Weeks Rejoins United-Carr 


Sinclair Weeks, former 
Secretary Commerce, has been 
elected director United-Carr 
Fastener Corp. previously was 
chairman. 


Chevrolet’s Wardle Retires 


Fred Wardle, veteran member 
Chevrolet’s financial staff, has 
retired after years’ service, 
joined Chevrolet clerk De- 
troit Gear Axle. 


Appoints Ahern 


John Ahern has been named 
the newly created position 
director security for General 
Motors. Since 1945 Ahern had been 
professor and director the de- 
partment fire protection and saf- 
ety engineering Institute 
Technology, Chicago. has 
protection since August, 1953. 


sti 
eig 
fre 
tin 
his 
11: 


‘handle Mercedes-Benz and will con- 


AUTOMOTIVE NEWS, JANUARY 19, 1959 
and sell the NSU Prinz and area served Swedish 


Import Car 


3,750 Opels Arrive 


car and said monthly sales now 
are double those year ago. 
said two Opel sedans and 
two wagons will displayed the 
Chicago Auto Show. 
* * * 


English Ford 


Ford registrations for 
the first months 1958 
totalled 26,551 and represented 8.8 
percent import sales the S., 
according Howard Lund, 
M-E-L imported car sales manager. 

said registration 3,634 units 
October was the highest for any 
month the years that the 
English cars and trucks have been 


Chain Deal 
AGES SPORTING GOODS Co. 


Opel sedans and station 
wagons are due begin ar- 
riving the this month, ac- 
cording Edward Ragsdale, 
Buick general manager. 

was learned that the new 
schedule calls for imports 3,- 
750 cars per month, nearly four 
times the monthly 1,000 
which was effect when Buick 
dealers first offered the Opel 
the fall 1957. 

Ragsdale cited the “spreading 
popularity” the German-made 


GMC Details 
New Concept 


Tractor Design 


DETROIT.—A new concept 
highway tractor design, aimed 
reducing transportation costs for 
heavy and bulky loads, was de- 
scribed paper presented the 
convention the Society Auto- 
motive Engineers. 

The paper, titled New Con- 
cept Light Weight Highway 
Tractor Design,” was co-authored 
Crockett, chief engineer, 
and LaBelle, truck engineer, 
GMC Truck Coach division. 

Highlights the new GMC de- 
sign, they said, are its ability 
haul more weight, more bulk and 
greater variety products, In- 
cluded also the advantages 
claimed are increased economy 
operation and maintenance and 
improved handling with greater 
comfort and convenience for the 
driver. 

The new GMC truck tractor can 
reportedly transport two tons more 
payload than previous designs and 
still within legal load length and 
height limits. 

This gain credited 2,000- 
pound reduction the weight 
the tractor, principally the frame 
and cab. 

The balance another 2,000 
pounds, GMC said, achieved 
through weight distribution be- 
cause the entire 2,000 pounds can 
transferred the front axle 
due its wheelbase— 
eight inches shorter than preceding 
units—and the fact that the cab 
front end inches ahead the 
front wheel center, which almost 
double previous practice. 


Import Outlets 
Denver 


DENVER. Dreiling Motor 
2111 Alameda Ave., has 
been converted into 
Economy Car Center.” 

Dreiling, plunging into new 
concept auto merchandising, has 
taken the Studebaker Lark and 
been franchised for Renault 
and Peugeot. Dreiling also will 


tinue sell and service Interna- 
tional trucks. 

Simultaneously, Ray Sayder, pres- 
ident Mayfair Imported Cars, 
Inc., 6161 Colfax Ave., announced 
his firm has been franchised for 
both Renault and Peugeot. 

another development, Bill 
Goodro, owner Dodge City, 4409 
Colfax Ave., was appointed 
Simca dealer Chrysler Motor 


Simca, Goodro the first dealer 
has authorized this area. Until 
the Chrysler move, Kurland Motors, 
1134 Broadway. was the sole re- 
gional distributor for 


Y.-N. Dodge Dealers 


Set Big Sales Goal 


NEW YORK.—Joseph Schneider, 
the Dodge New York 
Retail Selling Assn., has announced 
goal $100 million sales 
1959 the New York-New Jersey 
area. 

Schneider spoke two-day 
sales meeting for Dodge salesmen 
from more than 100 dealerships 
New York, Westchester, Long Is- 
land, Northern and Central New 
Jersey. 


Bendix 


BMW 600 its Chicago 
stores, 

Irving Mages, president, said 
the cars will added “just 
another department our chain 
stores” and added that they are 
compact enough displayed 
regular floor space. Mages said his 
company plans set complete 
service and parts 

Gamble-Skogmo stores also have 
taken imported German car, the 


Volvo 


FERRIS has been appointed 
the newly formed 
truck and tractor division Swed- 
ish Motor Import, Inc., Houston, 
importer and distributor Volvo 
products the southwest. 

Ferris has had over years’ ex- 
retail truck sales. 
was for years with International 
Harvester, selling their complete 
line. For three years, was sales 
manager for Gulf Coast GMC 
truck dealer. Recently served 
city truck manager Houston 
for Chevrolet. 

Ferris will direct the sales 


announced that will display Volvo trucks and tractors the 


vacuum power, 


—and better 


with less first cost, 


Then, saving weight, 


will pay investigate 


PRODUCTS 
DIVISION 


South Bend, IND. 


Motor Import. 


Goliath 


has prepared book- 
let for dealers describing the 
company, the new models, the 
front-wheel drive and comparing 
the Goliath with “the other popu- 
lar German car.” 

Goliath Motors, distributor, 
announced that refinements are 
being worked out the plan under 
which 
Auto will become co-retailers with 
Goliath dealers eight Midwest 
states. 

Gamble-Skogmo has taken 
giant step toward selling the Ger- 
man-made Goliath throughout its 
2,100-store system, 

Gamble-Skogmo has purchased 
interest Continental Motors, Inc., 
Minneapolis foreign car distributor, 
through Stephens Buick Co., 
newly organized Con- 
tinental Motors will continue 
retail the Goliath Minneapolis 
and also distribute the cars eight 
Midwest states under joint owner- 
ship with Stephens Buick. 

Named vice president Step- 
hens Buick was Stephens sr., 


GETTING DOWN BRASS TACKS 
POWER BRAKING 


the overwhelming choice trucks 


Users prefer this kind braking because 


less expense for maintenance. 


can add several hundred pounds pay load. 
All this plus vital safety having 
physical braking instantly available 


should power fail for any reason. 


Buick distributor and dealer for 

Gamble, Gamble-Skogmo, 
president, said that under the plan, 
all Gamble stores and dealers will 
act Goliath sales houses, These 
houses will locate and develop pros- 
pective buyers, then refer the buyer 
regularly assigned Goliath 
dealer the area for final sales 


and service, said Gamble. 
+ * * 


Triumph 

new distributors for New 

England, the Midwest and 
Southwest have been added 
Standard-Triumph Motor Co., Inc. 
Alan Bethell, president, said the 
additions bring the total number 
distributors nine. The com- 
pany has more than 700 deal- 
ers. The new distributors are: 

Triumph Distributors New 
England, Boston, servicing 
dealers Connecticut, Rhode Is- 
land, Maine, Massachusetts, New 
Hampshire and Vermont; Jones- 
Bischoff Triumph Distributors 
St. Louis, covering Kansas, Missouri 
and Nebraska, and Southwest Tri- 
umph Distributors, Inc., Houston, 

(Continued on Page 51, Col, 1) 


with leading all other makes combined. 


HYDROVAC (VACUUM HYDRAULIC) POWER BRAKING BENDIX 


* REG. U. 5. PAT. OFF. 
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Average Prices Used Cars Sold Auction 


(Compiled Automotive News from Auction Reports.) 


Dao 


"57 
March 


Wwo 


3 
i 


Apr. 


°68 
May 


June 


duly 


Aug. 


Sept. 


°59 
Jan. 
te Date 


"57 
Nov. 


"57 
Dec. 


Prices of '58s added and '50s dropped in December, 1957. Prices of '59s added and ’51s dropped in December, 1958. 
Figures alongside bars represent dollars. 


Prices marked with asterisk 
indicate unit equipped with 
automatic transmission over- 
drive, and (ps) indicates power 
steering. 

> 


PORTLAND, ORE. 


Portiand Auto Auction, Inc, Sale every 
Tuesday. Prices are for sale of Jan. 6. 


BUICK—'57 Special 4-dr., $1,590°. 
Super Riviera 2-dr., $1,015* (ps). 
"64 Super 4-dr.. $645° (ps). 
CHEVROLET—’'59 Impala (8) Hardtop 2- 
dr.. $2,780°; Hardtop 4-dr., $2,750°*. 
"58 Brookwood (8), $2,170* (ps), $2,- 
150° (ps), $2,100*, $1,980; Brookwood 
(6), $2,025°; Two-ten (6) station 
wagon, $2,050° (ps); Biscayne (8) 4- 
dr.. $1,755; Delray (8) 4-dr., $1,670. 
"ST Two-ten (8) station wagon, $1,735°, 


$1,690°; 4-dr., $1,480°, $1,475*, $1,- 
420°, $1,415* (ps), $1,390°; 2-dr., $1,- 
385°, $1,370°; Two-ten (6) station 


wagon, 2 at $1,575; 4-dr., $1,345; One- 
fifty (8) 2-dr., $1,265; One-fifty (6) 
2-dr., $1,210. 

"56 Two-ten (6) 4-dr., $850. 

"SS Bei Air (8) 4-dr., $975*, $920°, $890°; 
Bel Air (6) 2-dr., $885°; One-fifty (6) 
2-dr.. $695. 

"S4 Bel Air 4-dr., $565; One-fifty 2-dr., 
$460. 

"SS Bel Air 4-dr., $475, $450. 
DeSOTO—'55 Fireflite 4-dr.. $985° (ps). 
DODGE—'57 Coronet (8) Hardtop 2-dr., 

$1,675* ; 4-dr., $1,500°. 

"54 Royal (8) 2-dr., $400*. 

Coronet (8) 4-dr., $220*. 

FORD—'58 Country squire (8), $2,100*; 
Custom (8) 300 4-dr., $1,625*. 


LEADING USED-CAR AUCTION 


"S57 Fairlane (8) 500 Victoria 4-dr., $1,- 
725° (ps); 2-dr., $1,650*; Victoria 2- 
dr., $1,595* (ps); country squire (8), 
$1,725*, $1,700*, $1,695*; Custom (6) 
$1,135. 

"56 Custom (8) 4-dr., Main (6) 
4-dr., $855, $815. 


$980*; 


"55 Fairlane (8) Victoria 2-dr., $900*; 
Main (6) 4-dr., $585. 

*54 Ranch wagon (8), $590. 

"53 Crest (8) country squire, $535*. 


MERCURY—’'57 Montclair Hardtop 4-dr., 
$1,725* (ps). 
NASH—'56 Ambassador (6) 4-dr., $930*. 
OLDSMOBILE—'58 (98) Holiday 4-dr., $2,- 
740° (ps). 
"55 (98) 4-dr., $1,105* (ps); (88) Holiday 
2-dr., $1,080* (ps). 
"54 (98) 4-dr., $595° (ps). 
"53 (88) 4-dr., $565* (ps). 


PLYMOUTH—'57 Belvedere (8) Hardtop 


2-dr., $1,610° (ps); Savoy (8) 4-dr., 
"56 Belvedere (8) 4-dr., $700°; Savoy 


(6) 2-dr., $480°. 
PONTIAC—'57 Chieftain 4-dr., $1,450°. 
"53 Chieftain Deluxe (8) 2-dr., $380°. 


MISCELLANEOUS — ‘57 Chevrolet %-ton 
pickup, $1,050. 
GMC %-ton pickup, 
"S2 Ford 1%-ton truck, $475; %-ton 
Pickup, $395. 
BUFFALO 


Thruway Auto Auction. Sale every Tues- 
day. Prices are for sale of Jan. 6. Can't 
judge market by today’s sale as consign- 
ment was limited due to weather. Buyers 
bought but were choosy, Soild 22 cars from 
32 consignments. 

BUICK—'55 Special 2-dr., $800". 

Special 2-dr., $480°. 


CHEVROLET—’58 Impala (8) conv., $2,- 


000°; Biscayne (6) 2-dr., $1,385. 
"57 Two-ten (6) Handyman, $1,210; 2- 
dr., $1,150*. 
"55 Two-ten (6) 4-dr., $690°; 2-dr., 


$650. 
CHRYSLER—'53 Windsor (6) 2-dr., $195*. 
DeSOTO—’'55 Firedome conv., $710* (ps). 


DOD G E—’53 Meadowbrook (6) 4-dr., 
$230°. 
FORD—’'56 Fairlane (6) conv., $750*. 


MERCURY—’'56 Monterey station wagon, 
$1,330* (ps). 
‘55 Monterey station wagon, $1,060. 
PLYMOUTH—'57 Savoy (8) 2-dr., $1,200*. 
"56 Belvedere (6) 4-dr., $805*, 
"53 Cambridge Hardtop, $230. 
Champion (6) 2-dr., 
280. 
WILLYS—’53 4-dr., $150. 


MISCELLANEOUS—'57 Ford Ranchero, 


DAYTONA BEACH, FLA. 


Florida Auto Auction, Sale every Tues- 
day. Prices are for sale of Jan. 6. We 
started the new year with a great sale 
today. There were lots of cars registered 
and a high percentage was sold. 
BUICK—'57 RM 4-dr., $2,050* 

viera 2-dr., $1,640° (ps); Century Ri- 
viera 4-dr., $1,710° (ps). 

"56 Super Riviera 2-dr.. $1,075* (ps); 
Century conv., $1,135* (ps); Special 
4-dr., $1,085*; Riviera 4-dr.. $1,065*. 

‘55 Special Riviera 2-dr., $680*, 

"54 Super Riviera 2-dr., $600*. 

"53 Special 2-dr., $350° (ps). 

"52 RM 4-dr.. $100°. 

CADILLAC—'57 (62) sedan de Ville, $2,- 
900° (ps). 


(ps); Ri- 


(Copyright, 1959, by Automotive News) 


CHEVROLET 
(ps); Impala (8) 
015*; conv., $1,985*; 
dr., $2,000* (ps). 

"57 Bel Air (8) conv., $1,525*. 
56 Two-ten (6) station wagon, $950*; 


’58 Brookwood (8), $2,200* 
Hardtop 2-dr., $2,- 
Bel Air (8) 4- 


4-dr., $850; Two-ten (8) 2-dr., $805. 
‘5S Bel Air (8) 4-dr., $900* (ps); Bel 
Air (6) 2-dr., $800; Two-ten (8) 
4-dr., $750; Two-ten (6) 2-dr., $650. 


"53 Two-ten 2-dr., $425. 
*51 Deluxe 2-dr., $285. 
Aero 2-dr., $240. 
CHRYSLER—'54 NY 4-dr., $590*. 
DeSOTO— 57 Firedome 4-dr., $1,540* (ps). 
DODGE—’57 Royal (8) Hardtop 4-dr., $1,- 
700* (ps), $1,610° (ps). 


FORD—’'59 Country sedan (8), $2,350*. 
‘58 Thunderbird, $3,415* (ps); Fairlane 
(8) 500 Victoria 2-dr.. 4 at $1,750*° 


(ps); 4-dr., 4 at $1,750* (ps); 2-dr., 
$1,775°*. 

‘57 Fairlane (8) conv., $1,500* (ps), $1,- 
465* (ps); 4-dr., $1,390° (ps); coun- 
try sedan (8), $1,340*%; Custom (8) 
4-dr., $1,210*; Main (8) 4-dr., $550. 

Fairlane (8) 2-dr., $1,125* (ps); 
Custom (8) 2-dr., $800, $700°; ranch 
wagon (8), $765. 

"55 Custom (8) 2-dr., $700. 

MERCURY—’'57 Commuter, $1,830* (ps). 

"56 Monterey Hardtop 4-dr., $1,175* 
(ps), $1,150° (ps). 

"54 Monterey station wagon, $550°* (ps). 

(88) 4-dr., $1,660*. 

(88) Holiday 4-dr., 

"55 (88) Holiday 2-dr., 

PLYMOUTH—'59 Belvedere 
at $2,105* (ps). 

‘57 Belvedere (8) Hardtop 2-dr., $1,370*, 
$1,360". 

"53 Cambridge 2-dr., $315. 


(8) 


PONTIAC—’57 Star Chief conv., $1,615* 
(ps); Chieftain Catalina 4-dr., $1,305*, 
Chieftain (6) 4-dr., $200°, 
RAMBLER—’58 Custom (8) Cross coun. 
try, $2,065* (ps). 
’55 Super (6) station wagon, $750". 
MISCELLANEOUS—’59 Ford pickup, $1,. 
405. 
‘57 Ford Ranchero, $1,210*. 


FARGO, 


Tri-State Auction Company. Sale every 
Thursday. Prices are for sale of Jan, 8, 
Market rising steadily. Sold 90 cars from 
155 consignments. 

BUICK—’55 Special 4-dr., $680*. 

Special 4-dr., $200. 

’51 Special Riviera 2-dr., $150*. 
CHEVROLET—’58 Impala (8) 2-dr., $2,. 

150* (ps); Biscayne (8) 4-dr., $1,765* 


(ps), $1,785*, $1,715; 2-dr., $1,650; 
Bel Air (8) 4-dr., $1,720. 

’57 Bel Air (8) 4-dr., $1,525*; Two-ten 
(8) 4-dr., $1,545, $1,300*, $1,285; 2. 
dr., $1,325; One-fifty (8) 2-dr., $1,- 
200°. 

"55 Bel Air (8) 4-dr., $835; Two-ten 


(8) 4-dr., $740*, $720*; 2-dr., $740. 

Bel Air 4-dr., $540° (ps); Two-ten 
4-dr., $495*; One-fifty station wagon, 
$400. 

"53 Bel Air 4-dr., $365*. 

"62 4-dr., $125°*. 

"51 4-dr., $140. 

CHRYSLER—’54 NY Deluxe 4-dr., 
(ps). 

4-dr., $125. 

DODGE—'55 Coronet (8) 4-dr., $730*. 

FORD—’58 Fairlane (8) 500 Victoria 4- 
dr., $1,890° (ps), $1,835*; country se- 
dan (8), $1,875*; Fairlane (8) 4-dr., 
2 at $1,680*°, $1,660*; 2-dr., $1,650; 
Custom (6) 300 2-dr., $1,535*; ranch 
wagon (6) 2-dr., $1,530. 

‘S57 Fairlane (8) 4-dr., $1,340*%; Custom 
(8) 300 4-dr., $1,290, 2 at $1,200, 
$1,140. 

"56 Fairlane (8) 4-dr.. $950*; Victoria 
2-dr., $920*; Main (8) 2-dr., $815*. 
’54 Crest (8) Victoria 2-dr., $495*; Cus- 

tom (8) 2-dr., $455*. 

"653 Main (8) coupe, $235* 

"52 Custom (8) 2-dr., $135*. 

‘51 Custom (8) 2-dr., $125°. 

MERCURY—’53 Monterey coupe, $440. 

Monterey 4-dr., $290*. 

NASH—'49 4-dr., $100*. 
OLDSMOBILE—’'59 (88) Super 2-dr., $3,- 
150* (ps). 
(98) 4-dr., 
410°. 
(88) 


$630° 


$1,710; (88) 4-dr., $1,- 
Super Holiday 2-dr., $1,440* 
; (88) 4-dr., $1,245*; Holiday 2- 
dr., $1,190° (ps); 4-dr., $885. 
PLYMOUTH—’58 Savoy (8) 4-dr., $1,480. 
"57 Savoy (8) 4-dr., $1,085, $1,005, 
$990. 
‘56 Plaza (8) 4-dr., $640. 
Cranbrook 4-dr., $215. 
PONTIAC—'55 Chieftain 4-dr., $655. 
‘54 Chieftain 4-dr., $350. 
‘52 Chieftain 4-dr., $230*. 
"51 Chieftain Catalina 2-dr., $125. 
MISCELLANEOUS—'58 Chevrolet pickup, 
$1,400. 


DYER, IND. 


Len Pollak’s Dyer Auto Auction, Inc. 
Sale every Friday. Prices are for sale of 
Jan. 9. Sold 198 cars from 316 consign- 
ments. 

BUICK—'57 Super Riviera 4-dr., 
(ps), $1,430* (ps). 
‘56 Special Riviera 2-dr., $1,065* (ps); 
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$1,650° 
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ALABAMA 


MISSOURI 


NEW YORK 


NORTH CAROLINA 


FLORIDA 


DAYTONA BEACH Florida Auto 
Auction. City Airport. Tues., 
A.M. Dealer-owned. Dealers only. 


RALEIGH Mann’s Auto Auction 
Sale, Rt. Ph. 3-1564, Titles 
checks guaranteed. Mon. 


ST. LOUIS AUTO 


Thruway Auto Auction, Inc. 
Rovte Buffalo, New York 


JOHNSON AUTO 


AUCTIONS 


Lawrenceburg, 


Huntsville, Ala.—Friday 
100% Registration Fee 


MICHIGAN 


AUCTION BARN, INC. 
3807 Easton Ave. 
St. Louis, Mo. 
Phone Franklin 1-3845 
SALES EACH TUESDAY 


EVERY TUESDAY 
Insured Checks Insured Titles 
Fast, Accurate Market Reports 
Phone: HObart 4700 Clements, Owner 


Flying Dealers Land Buffalo 
5 miles south of Buffalo Municipal Airport. 
Hard surface runway - Unicom Radio. Auction 


MONTPELIER AUTO AUCTION CO. 
MONTPELIER, OHIO 


Sale Every Monday, 12:30 P.M. 


Owned and Operated 
LITTLET DENVER 
very Monday — am. 
Phone wert SUnset 1-7821 
Wire Auto Auction FAX Wednesday Noon 
19241 Dix—Toledo Highway—Route MANHEIM 


AUTO AUCTION, INC. 
Manheim, Penn. 
Route 
miles South Pennsylvania Turnpike 
Sale Every A.M, 


Dual Lane Selling 
Auction Checks 
Titles 


NEW JERSEY 


Just mile from Detroit City Limits 
MELVINDALE, MICHIGAN 
INSURED CHECKS and TITLES 
PHONE: DUnkirk 3-0150 


and New Jersey 


Dual Lane 


Denver Auto Auction 
South Santa Littleton, Colo. 
Phone: SU 1-6673, Ed. G. Smith 
Auction Every Friday 
11:00 A.M. 


Auctioneers: Geo. 
Titles and Checks Guaranteed 
by Empire Auction Insurance 


You are 100% safe because all titles 
and checks are insured. 
EVERY TUESDAY 12:30 
GREENPOINT AVE. PROVOST ST. 
BROOKLYN 22, 


Tel. EVergreen 3-4800 
Auctioneers—David Spielman 
John Becker 


Issued 


Flint Auto Auction, Inc. 
FLINT, MICHIGAN 
Exclusively for Dealers 


“DUAL lines running simultane- 
ously. 


Conveniently located the heart the 
automobile world. 


Ten acres completely fenced parking 


Always a fine selection of sharp cars, 
Friendly relations prevail at all times, 
Congenial auctioneers. 

Fair management, 


FINEST SALE 
12:30 SALE EVERY WEDNESDAY 12:30 


McCollum, Vice-President and Manager 
3711 Western Road Phone CEdar 


Patronize the 


LARGEST AUCTION 
Phone Manheim MOhawk 


issue auction checks, gui 


CONNECTICUT 
WASHINGTON 


NEW YORK OLDEST 
NATIONALLY KNOWN 


TIM ANSPACH 


Dealer Auto Auction 
Albany 5, N. Y. 


Monday 
80 car sale average 


SOUTH SEATTLE AUTO AUCTION 


Marginal Way Seattle 88, Wash. 
Phone PArkway 5-6490 


SALE EVERY WED. A.M. 
“WE HAVE BUYERS!" 


“Take Home Guaranteed Auction 
Johnson Bob McConkey 


NEW ENGLAND'S OLDEST 
AND BEST 


Dealers Auto Exchange our year 
of continuous operation. 


Sale every Wednesday 11:00 
SOUTHERN AUTO SALES, INC. 
Warehouse Point, Conn. 


NEW YORK 


LAFAYETTE—Syracuse Auto Auction, 
Center Empire State. Check and 
Title Protection. (Wed.). 


All Titles and Checks Guaranteed 
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Estate Wagon, $745. 
‘54 Special 4-dr., $350. 
Special 2-dr., $245. 
‘51 Super Riviera 2-dr., $115. 
OADILLAC—'55 (62) sedan de Ville, $1,- 
695* (ps). 

CHEVROLET—'58 Impala (8) 2-dr., $2,- 
140* (ps); Brookwood (8), $2,100*. 
‘57 Bel Air (8) Hardtop 4- dr. $1,530*, 

$1,460* (ps); Bel Air (6) Hardtop 4- 
dr., $1,025*; (8) 2-dr., $1,- 

000. 
56 Two-ten (8) 2-dr., 
65 Bel Air (8) 4-dr., 
(6) 4-dr., $455. 
‘54 Bel Air 2-dr., 
$330; Two-ten 4-dr., 


Two-ten 


$825. 
$515*; One-fifty 
$560*; One-fifty 2-dr., 
$325, $225°. 


63 Bel Air 2-dr., $390°%, $235, $200; 
Two-ten 2-dr., $270°*. 

‘61 Deluxe 2-dr., $180*. 

’50 Deluxe 2-dr., $365. 
CHRYSLER — ‘55 Windsor coupe, $900° 

(ps). 

Windsor (6) 4-dr., $300*. 
PeSOTO—'55 Firedome 4-dr., $765* (ps). 
DOPGE—’53 Coronet (6) 4-dr., $185. 
FORD—'58 Custom (8) 300 2-dr., $1,625°. 

'57 Fairlane (8) 500 Victoria 3-dr., $1,- 

355°; 4-dr., $1,250°; Custom (8) 300 
2-dr., $910. 

66 Fairlane (8) 2-dr., $1,020*; 4-dr., 

$890*, $850*. 
65 Fairlane (6) Victoria 2-dr., $765*, 
755*, $725*, $690*. 

*54 Custom (8) 4-dr., $425*; Custom (6) 
2-dr., $340°; Main (6) 4-dr., $195*, 
$175. 


$230; Custom (6) 
Main (6) 2-dr., 


"63 Custom (8) 4-dr., 
country sedan, $200*; 


$165; Crest (8) conv., $115. 
Custom (8) 4-dr., $25 
"47 4-dr., $120. 
MERC URY—'56 Monterey 4-dr., $760*; 2- 
dr., $705; Montclair 2-dr.. $740°*. 
65 Monterey 2-dr., $725*; Custom 2-dr., 
$490. 
Monterey 4-dr., $165*. 
‘51 Custom 4-dr., $110. 
OLDSMOBILE—'57 (88) Super 4-dr., $1,- 
700* (ps); (88) Holiday 4-dr.. $1,695* 
(ps); (98) Holiday 2-dr., $1,575*° (ps). 
Holiday 2-dr., $1,305* (ps). 
"55 (88) 2-dr., $895*. 
"4 (88) 4-dr., $500° (ps). 
(88) 4-dr., $130*. 
PACKARD—'53 Clipper 4-dr., $155* (ps). 
PLYMOUTH—'59 Belvedere (8) 2-dr., $2,- 
200. 
"ST Belvedere (8) 2-dr., $1,225* 
"56 Savoy (6) 4-dr., $700*. 
Savoy (6) 4-dr., $320. 
‘653 Cambridge 4-dr., $180*. 


PONTIAC — '57 Chieftain Catalina 2-dr., 
$1.475*. 


Chieftain conv., $775*; 4-dr., $615°, 
$420*; Catalina 2-dr., $600°. 
"52 Catalina, $130°. 
"51 2-dr. $130. 
RAMBLER—'54 Custom (6) Cross Coun- 
try, $520°. 
STUDEBAKER—'57 Scotsman (6) 2-dr., 
$800. 


BORDENTOWN, 


National Auto Dealers Exchange Sale 
every Wednesday. Prices are for sale of 
Jan. 7. Prices, sales and registrations 
bounced back strongly after holidays. Buy- 
@s were here in mass and were paying 
top-dolilar for the right merchandise. 

There is an increasing need for clean 
early model cars and the foreign cars and 
trucks are at an alitime high. Sold 72 per- 
cent of 396 cars registered. 
BUICK—'58 Super Riviera 2-dr., 

(ps). 
‘ST Century Estate Wagon, $1,970° (ps); 


$1,950° 


RM 4-dr.. $1,740° (ps); Super Riviera 
2-dr., $1,600° (ps), $1,500° (ps). 

"56 Century Riviera 2-dr., $1,175* (ps). 
$1,120* (ps), $1,020°; Special Riviera 

‘55 Super Riviera 2-dr., $940° (ps), 
$910° (ps), $750° (ps); 4-dr., $700° 
(ps); Century Riviera 2-dr., $890° 
(ps); Special Riviera 2-dr., $830*; 
2-dr.. 2 at $810°, $725*. 

"64 RM conv., $545* (ps); Super 4-dr., 
$500° (ps). 

CADILLAC—'57 (62) coupe de Ville, $3,- 
025° (ps), $3,000° (ps). 


"56 (62) sedan 
"55 (62) sedan 
"M4 (62) conv., 
"53 (62) conv., 


de Ville, $1,710° (ps). 

de Ville, $1,200° (ps). 

$1,325° (ps). 

$485°*, $275° (ps). 

CHEVROLET — '58 Nomad (8), $2,130* 
(ps); Biscayne (8) 2-dr., $1,560*° 

"57 Bel Air (8) Hardtop 2-dr., 
$1,500*, $1,375; 2-dr., $1,200, 
$1,125; Two-ten (8) 2-dr., 
$1,185, $1,045, $1,040°; 4-dr., $1,210. 

‘56 Bel Air (8) 2-dr., $1,170, $870; 
4-dr.. $1,060, $980; Two-ten (8) Hard- 
top >-dr., $990°; 4-dr., $935°; 2-dr., 
$920, $340; One-fifty (8) 2-dr., $790. 

SS Bel Air (8) Hardtop 2-dr., $820*; 
2-dr., $700*; 4-dr.. $700*; Two-ten 
(8) station wagon, $940*; 2-dr., $710*; 
Two-ten (6) 4- -dr., $675. 

"4 Bel Air 2-dr., $625, $535; 4-dr., 
$580* (ps), $370; One-fifty 2-dr., $345. 

"53 Bel Air 2-dr., $390, $375*, $360°, 
$260*; 4-dr., $330; Two-ten 2-dr., 
$275. 

OCHRYSLER—’57 Saratoga Hardtop, $1,- 
850* (ps); NY Hardtop, $1,920° (ps); 
Windsor Hardtop, $1,720* (ps). 


$1,190, 


DeSOTO — '57 Firedome Sportsman, $1,- 
575* (ps); Firesweep conv., $1,475* 
(ps). 


‘55 Firedome Sportsman, $780*. 
DODGE—’57 Suburban (8), $1,415*; 
net (8) 2-dr., $1,375* 

"55 Royal (8) 4-dr., $430*, $415*. 

"54 Royal (8) 4-dr., $335*. 

‘53 Meadowbrook (6) 2-dr., $275. 

FORD—’59 Fairlane (8) Victoria 2-dr., 
$2,540* (ps); 2-dr., $1,930. 

‘58 Thunderbird, $3,175* (ps); Country 
Squire (8), $2,010*; Fairlane (8) Vic- 
toria 2-dr., 2 at $i, 825, $1,800° (ps), 
$1,695*; 4- ‘ar. $1,690* (ps), $1,625°. 

57 Country Squire (6), $1,240*; Coun- 
try Squire (8), $1,475°, $1,320°, $1,- 
250*, $1,150; Fairlane (8) 2-dr., §1,- 
340°; $1, 250° (ps), $1,000*, $930; Cus- 
tom (6) 2-dr. $900. 

"56 Country Squire (8), $1,325*; Coun- 
try sedan (8) 4-dr., $1, 275*; Main (6) 
2-dr., $635. 

’55 Country sedan (8), $1,080*; Fairlane 
(8) 4-dr., $850*; conv., $810*; ranch 
wagon (8) 2-dr., $710; Fairlane (6) 
2-dr. $630. 

(ps), $2,175* (ps). 


Coro- 


LINCOLN—’56 Capri 4-dr., $1,175* (ps). 
MERCURY—’58 Monterey 2-dr., $1,680*. 

‘57 Montclair 4-dr., $1,460* (ps); Mon- 
terey 4-dr., $1,440*; 2-dr.. $1,425*. 

"55 Monterey 4-dr., $805*, $600; 2-dr., 
$72 

"54 Monterey Hardtop, $510*; 4-dr., 
$425*; 2-dr., $400*. 

NASH—’'53 Ambassador (6) 4-dr., $340. 

OLDSMOBILE "58 (98) Holiday 2-dr., 
$2,835* (ps), $2,630* (ps), $2,500* 
(ps). 

"56 (88) 4-dr., $1,290* (ps); (98) Holi- 
day 2-dr., $1,250* (ps). 

"55 (88) 2-dr., $1,080* (ps); 4-dr., $1,- 
030*, 2 at $1,000* (ps). 

"54 (88) 4-dr., $750° (ps); 2-dr., $590* 
(ps). 

"53 (88) 2-dr., $350°, $285°, $255°; 4- 
r., $240. 

PAOKARD—’'53 4-dr., $400* (ps), $100*. 

PLYMOUTH—'57 Belvedere (8) Hardtop 
2-dr.. $1,425*, $1,245*; Savoy (8) 
Hardtop 2-dr., $1,190*, $1,060, $1,- 
050*, $1,000, $975*; Savoy (6) 2-dr., 
$950*, $900°; Plaza (8) 2-dr., $910, 
$800. 

"56 Belvedere (8) 4-dr., $860°; Savoy 
(6) 2-dr.. $820, $700; 4-dr., $670, 
$620, $610. 

"55 Belvedere (6) 4-dr., $670*; 2-dr., 
$650°; Savoy (8) 4-dr., $675. 

"4 Belvedere (6) Hardtop 2-dr., $410°; 
4-dr., $390°, $360°, $335°. 

PONTIAC — '57 Chieftain 4-dr., $1,300*; 
Star Chief Catalina 2-dr., $1, 185°. 

"56 Chieftain Catalina 2"ar., $1,300, 
$1,000*; 2-dr., $1,090*. 

"55 Star Chief 4-dr., $1,080°, $840*; 
2-dr., $840. 


"54 Star Chief (8) 4-dr., $450° (ps). 


"53 Chieftain (6) Catalina 2-dr., $200° 
(ps). 
STUDEBAKER — ‘55 President Hardtop, 
(ps). 


MISCELLANEOUS — '56 Chevrolet 2-ton 
cab and chassis $900. 
"54 International %-ton, $295. 


CHICAGO 


Arena Auto Auction. Sale every Tuesday. 
Prices are for sale of Jan. 6. Percentage 
good! Sold 421 cars from 603 consign- 
ments. 

BUICK—'58 Special Riviera 4-dr., $1,950. 

"S7 Special Estate Wagon, $1,850* (ps), 
$1,840°; 4-dr., $1,545°; Riviera 4-dr., 
$1,355°. 

"56 Special Riviera 4-dr.. $1,375* (ps); 
Riviera 2-dr.. $1,015*; Century Estate 
Wagon, $1,205*. 

"SS Special Riviera 4-dr., 


$955° (ps), 


Used 


Cars 


Albany 


Volkswagcen—'S7 4-dr.. $1,285 
"56 2-dr., $850. 


Bordentown, 


Fiat—'57 2-dr., $625. 
Hiliman—"57 4-dr., $800. 
Isetta—'5S7 2-dr., $330. 
dJaguar—'58 2-dr., $2,725. 
Simea—'58 Hardtop, $1,200. 


Buffalo 


Jaguar—'58 4-dr., $3,200. 


Chicago 
Volkswagen—'58 sports coupe, 
conv., $1,625; sunroof, $1,580. 


Detroit 
Simea—-'57 4-dr., $985. 


Daytona Beach, 


Ford (English)——'58 Prefect 4-dr., 
Anglia 2-dr., $880. 
Escort 2-dr.. $1,020; 
$900. 
Hiliman—'57 conv., 
Vauxhall—'58 4-dr., 


Ebensburg, Pa. 


Jaguar—'54 sedan, $500. 
MG—’'58 roadster, $1,625. 
Volkswagen—'55 2-dr., $800. 


Los Angeles 


Austin—'54 Healey roadster, $1,030. 
Fiat—'57 Multipla, $1,000. 
Ford (English)—'57 Squire, $880; Prefect 


$2,075; 


$1,200; 
Anglia 2-dr., 


$1,015. 
$1,550. 


4-dr,, $780. 
Mark VII 4-dr., $600, 
MGA—’'58 coupe, $1,885. 
Renault—'58 Dauphine 4-dr., $1,300, 


Triumph—'57 roadster, $1,650. 


Portland, Ore. 


Volvo—'58 station wagon, $1,595. 


Seattle 


DKW—’57 sport coupe, $1,080. 

MG—’'58 conv., $1,845. 

Volkswagen—'58 2-dr., $1,525. 
"56 2-dr., $1,145. 


Warehouse Pointe, Conn. 


Hiliman—'53 4-dr., $165. 
Mercedes-Benz—'56 roadster, 
MGA—’58 roadster, $1,575. 


West Palm Beach, 


$1,800, 


Ford (English)—’58 Anglia 2-dr., $905. 
*S7 Squire, $975; Anglia 2- ar,’ $700. 
Goliath—'58 station wagon, §1, 300, 


Hillman—'58 Husky 2-dr., 
'57 station wagon, $765. 
"55 conv., $600. 

dJaguar—’58 coupe, $3,400. 
$935; Roadster, $900. 

MG—’58 coupe, $1,775. 

Porsche—’56 conv., $1,570. 

Sunbeam—’'55 sedan, $750. 

Triumph—'58 station wagon, 

Volkswagen—’'57 conv., $1,325. 


$950. 


$1,060. 


$935*, $880*, $750*; Riviera 2-dr., 
$880*, $830*, $800*, 2 at $790*, 

’64 Century Riviera 2-dr., $665*, $450* 
(ps); Special 4-dr., $575*; Super Ri- 
viera 2-dr., §$465*, $445* (ps); Cen- 
tury Riviera 2-dr., $450° (ps). 

OADILLAC—’59 (62) "sedan de Ville, $5,- 
025* (ps). 


*58 (60) Special 4-dr., $4,500* (ps); (62) 
coupe de Ville, $4,150*° (ps), $3,920* 
(ps), $3,900*° (ps), $3,875* (ps); 
conv., $3,950° (ps); sedan de Ville, 
$3,690* (ps). 

‘57 El Dorado Seville, $3,440* (ps); 
(62) sedan de Ville, $3,325* (ps), $3,- 
050* (ps), $2,985* (ps); conv., $2,940* 
(ps). 

"56 (60) Special 4-dr., §2,375* (ps); 
(62) coupe de Ville, $2,230* (ps); se- 
dan de Ville, $2,110* (ps). 

"54 (6) coupe de Ville, $1,500* (ps); 
sedan de Ville, $1,265* (ps). 

CHEVROLET—’58 Impala (8) conv., $2,- 


200*, $1,800*; Impala (6) Hardtop 2- 
dr., $2,050*; Bel Air (8) 4-dr., $1,850* 
(ps); Hardtop 2-dr., $1,810*; Biscayne 
(8) 4-dr., $1,765*; Biscayne (6) 4-dr., 
$1,600; Bel Air (6) 4-dr., $1,750*; 
Bel Air (6) station wagon, $1,450. 
‘57 Bel Air (8) conv., $1,575*; Hardtop 
2-dr., $1,585° (ps), $1,360*; Hardtop 
4-dr.. $1,560°; Two-ten (8) station 
wagon, $1,520*, $1,395; Delray, $1,- 
310°; Hardtop 4-dr., $1,225*; 4-dr., 
$1,155; Hardtop 2-dr.. $1,145; Bel Air 
(6) Hardtop 2-dr., $1,480*, $1,430*, 
$1,310*; Two-ten (6) station wagon, 
$1,335*; Hardtop 2-dr., $1,250, $1,- 
245°, $1,195, $1,170; 2-dr., $1,090; 
One-fifty (6) 4-dr., $1,100. 
"56 Bel Air (8) station wagon, 
(ps); 4-dr., $1,150*; 
$1,125* (ps); Bel Air (6) station 
wagon, $1,275*; Hardtop 4-dr. $1,- 
270°; 4-dr., $1,075*; Two-ten (8) 4- 
dr., $1,100; Two-ten (6) 2-dr., $1,050, 
$1,000°; 4-dr., $1,040°, $865. 
"55 Bel Air (6) station wagon, $975*, 
Bel Air (8) Hard- 


$880; 
2-dr., 
$2,- 


$1,275° 
Hardtop 4-dr., 


775; 4-dr.. $805°; 
CHRYSLER—'58 NY Hardtop 4-dr., 
825° (ps). 
NY 4-dr., $1,825*° (ps). 
"56 NY 4-dr.. $1,375* (ps); 
Nassau, $1,030*. 


Windsor 


"54 Windsor 4-dr., $445. 
DeSOTO—'58 Fireflite Hardtop 2-dr., $2,- 
255° (ps). 
Firesweep Hardtop 4-dr., $1,680* 


(ps). 


DODGE—'59 Coronet (8) Lancer 4-dr., 
$2,.650° (ps). 
"57 Custom Royal (8) Hardtop 2-dr., 
$1,525". 
"56 Coronet (8) Hardtop 2-dr., $1,005*; 
Royal (8) Hardtop, $800*. 
"55 Coronet (8) Hardtop 2-dr., $740*. 
EDSEL—’58 Pacer 4-dr., $1,700*; Ranger 
Hardtop 2-dr., $1,520*. 
FORD—'58 Thunderbird, $3.315*, $3.260° 


(ps): Fairlane 
$2.350° (ps): 


(8) 500 Retractable, 
Victoria 2-dr., $1,855*° 
(ps), $1,835°, $1,730°; 2-dr.. $1,.625°; 
country squire (8) $1,945*°; Fairlane 
(8) 4-dr.. $1,650°. 

Thunderbird, $2,500*; 
squire (8), $1,675° (ps), 
$1,585*. $1,.565° (ps); 
4-dr., $1,405*; Victoria 2-dr., $1,375*, 
$1,370°; Fairlane (8) 4-dr., $1,340*, 
$1,265; Victoria 2-dr., $1,290*, $985; 
Custom (8) 300 4-dr., ‘s1, 245°; Custom 
(6) 300 2-dr.. $1,150, $1,085; Custom 
(6) 2-dr., $835. 

"56 Thunderbird. $1,700° (ps); Fairlane 
(8) Victoria 2-dr., $1,215° (ps), $1.- 
055", $1,.030° (ps), $1,010°, $920°*, 
$810*; Crown Victoria, $1,085° (ps): 
4-dr., $910*°, $875*, $845*; Custom (8) 
Victoria 2-dr.. $1,105*; 2-dr.. $795° 
(ps); Custom "(6) 2-dr. $825." 

"SS Fairlane (8) Crown Victoria, $925°, 


country 
$1,630° (ps), 
Fairlane (8) 500 


$825*° (ps); 2-dr., $685°; ranch wagon 
(8), $670°; Custom (8) 4-dr., §600°; 
2-dr.. $540; Country sedan (6), $505°. 


IMPERIAL — ‘57 Southampton 4-dr., 
410° (ps). 
LINCOLN — ‘57 Premiere Hardtop 2-dr., 
$2.290* (ps), $2,150° (ps). 
"56 Premiere 4-dr., $2,150° (ps). 
MERCURY—'5S Park Lane Hardtop 2-dr., 
$2,325° (ps); Commuter, $2,240° (ps); 


$2,- 


Montclair Turnpike Cruiser, $2,160*; 
Monterey Phaeton 2-dr., $2,100° (ps), 
$1,720°; 2-dr.. $1,800°. 

"ST Montclair Phaeton 2-dr.. $1,655*° 
(ps), $1,500°; 4-dr.. $1,575° (ps). 

"56 Montclair 4-dr., $1,205° (ps). $1,- 
055° (ps); conv., $980°, $970° (ps). 
"55 Montclair Hardtop, $955*, $930° 

(ps). 


OLDSMOBILE — ‘S58 (98) Holiday 4-dr., 
$2,775* (ps), $2,725* (ps); (88) Super 
Holiday 2-dr., $2,600° (ps), $2,325*; 
(88) Holiday 2-dr., $2,550° (ps), $2,- 
500° (ps). 

"ST (88) Holiday 4-dr.. $1,900° (ps); 
4-dr., $1,500*; (98) Holiday 4-dr., $1,- 
4-dr., $1,- 


895° (ps). 
"56 (98) conv., $1,430° (ps); 

130° (ps); Holiday 4-dr., $1,070*° (ps); 
$1,355° (ps), 


(88) Super Holiday 2-dr., 


(88) Holiday 4-dr., $1,330° 

ps). 

"55 (98) Holiday 4-dr., $1,010*, $1,000° 
(ps); (88) 4-dr., $945*; Holiday 2-dr., 
$940° (ps). 

"54 (98) Holiday 2-dr., $905* (ps), $840* 
(ps), $725° (ps). 

PLYMOUTH—'57 Fury Hardtop, $1,600*; 
Belvedere (8) 4-dr., $1,295*; Savoy 
(8) 4-dr., $985, $900°; Savoy (6) 
4-dr., $905*. 

"56 Plaza (8) 4-dr., $660. 

"55 Savoy (8) 2-dr., $575°; Plaza (6) 
4-dr., $435; 2-dr., $395°. 

54 Belvedere 4-dr., $475; Savoy (6) 
4-dr. $450. 

Star Chief conv., 
(ps), $1,510° (ps); Catalina 4-dr., 
$1,700* (ps), $1,590°; Catalina 2-dr., 
$1,495*; 4-dr., $1,450°; Safari, $1,- 
605*; Chieftain Safari, $1,360°. 

56 Star Chief conv., $1,165* (ps), 
$995*; Catalina 2-dr., $1,065*; Chief- 
tain Catalina 2-dr., $970*, $915*, 
$800*; 2-dr., $830*. 

"55 Star Chief Catalina 2-dr., $875*; 


4-dr., $710*; Chieftain Catalina 2-dr., 
$765°, $740°, $675; 2-dr., $700*. 
54 Chieftain (8) 4-dr,, $465*, $425°. 


RAMBLER-—’'58 Super (8) Cross Country, 
$1,750*. 
57 Super (8) Cross Country, $1,450. 
Custom (6) 4-dr., $655*; Cross 
Country, $640. 


EBENSBURG, PA. 


Ebensburg Auto Auction. Sale every 
Thursday. Prices are for sale of Jan, 8. 
Prices remaining steady, buyers plentiful 
and clean models always in demand, Sold 
66 cars from 79 consignments, 


BUICK—’'56 Special 2-dr., $850. 
’54 Special 4-dr., $405*. 
CADILLAC—'57 (62) sedan de Ville, $3,- 
000*; coupe de Ville, $3,100*. 


Model Breakdown 
Auction Averages 


Jan., 1959 Dec., Nov., 
Model To Date 1958 1958 
1,973 
1,395 1,492 1,570 
1,053 1,068 1,114 
823 806 837 
ee 491 507 536 
328 326 331 
235 225 221 
184 
Overall 
Average $1,155 $1,142 879 
Fleetwood 4-dr., $465* (ps). 


CHEVROLET—'57 Two-ten (8) 2-dr., 
One-fifty 


300*; 


$1,- 


(6) 


Two-ten (8) station wagon, $895*. 
*55 One-fifty (6) 4-dr., $600. 


DODGE—'57 Custom Royal (8) 4-dr., 


375°. 


$1,- 


FORD—'58 Fairlane (8) 500 Victoria 2-dr., 


$1,825° 


sedan 


$435°; 
"54 Custom 
$350. 


‘53 Custom (8) 2-dr., 
—58 Monterey 2-dr., 


MERCURY 


"63 Monterey 4-dr., 
OLDSMOBILE—'57 (88) Holiday 4-dr., 


(ps); 
"57 Fairlane (8) 4-dr., 
(8), 

(8) 300 2- 
"56 Custom Ranch wagon (8), 
"55 Custom (8) 2-dr., 
Fairlane (8) 2-dr., 


2-dr., $1,725°*. 
$1,420°; 


country 
$1,460*, Custom 
dr., $1,140. 

$725*. 
$580, $510; 4-dr., 
$520. 

(8) ranch wagon, $500; 2-dr., 


$295. 
$1,640*. 


$1,- 


$250°. 


600°. 
"56 (98) Holiday 4-dr., $1,500° (ps). 
(98) 
"54 (98) Holiday 2-dr., $740° (ps); (88) 
Super 4-dr., $595° (ps). 
"53 (88) Holiday 2-dr., $290°; (88) 4- 
r., $270°. 
Piaza (6) Suburban, 
660. 
"54 Belvedere 4-dr.. $335* (ps). 
"53 Cambridge Hardtop, $235. 
PONTIAC—'55 Chieftain 4-dr., $815°*; Star 
Chief Catalina 2-dr. $300° (ps). 


Star Chief (8) 4-dr., 
Champion (6) 4-dr., 


$215. 


"52 Commander (8) coupe, 


$130. 


WILLYS—'46 Jeep, $320. 
MISCELLANEOUS—'53 GMC %-ton pick- 


up, $325. 


LOS ANGELES 


Harold Henry's Los Angeles Dealer Auto 


Auction. 


Sale every Tuesday. Prices are 


for sale of Jan. 6. 


BUICK—'57 Century Estate Wagon, $2,- 
200° (ps); Special Riviera 4-dr., $1,- 
580° (ps). 

"56 Special Riviera 2-dr., $1,145*; Super 


Riviera 2-dr., $1,100* (ps). 

‘55 Super Riviera 2-dr., $900* (ps); Cen- 
tury Riviera 4-dr., $900* (ps); Special 
Riviera 2-dr.. $895*; Riviera 4-dr., 
$750* (ps); 4-dr,, $675* (ps). 

Century Riviera 2- dr, $745° (ps). 

’53 Special Riviera 2-dr., $390. 

CADILLAC—’58 (62) sedan de Ville, $4,- 
345° (pSy, $4,100* (ps); conv., $4,050* 


(ps). 
(60) Special 4-dr., 


$3,500* (ps); (62) 
sedan de Ville, $3,405* (ps), $3,280°* 
(ps); coupe de Ville, $3,375* (ps), 


$3,175* (ps), $3,000° (ps). 

‘55 (62) sedan de Ville, $1,760* (ps). 

(62) coupe de Ville, $1,795* (pa). 

53 (62) sedan de Ville, $845* (ps) 

CHEVROLET—’'58 Corvette, $2,900; Bel 
Air (8) Nomad, $2,375; Hardtop 2-dr., 
$2,050* (ps); Hardtop 4-dr., $2,050*° 
(ps); Impala (8) Hardtop 2-dr., $2,- 
300° (ps), 2 at $2,250° (ps); conv., 
2 at $2,140° (ps); Brookwood (8), 
$2,230° (ps), $2,200*, $§2,150° (ps), 
$2,000*; Biscayne (8) 2-dr., $1,810°; 
4-dr., $1,795*, $1,775* (ps). 

"S57 Corvette, $2,595, $2,520; Bel Air (8) 
Hardtop Two-ten (8) 
Townsman, $1,580%; 2-dr., $1,475°, 
$1,400*; 4-dr., $1,300°. 

"56 Corvette, $2,000; Bel Air (8) Hard- 
top 2-dr. ‘$1, 285°; conv., $1,205°, $1,- 
175*, $975, $895"; Two-ten (8) Del- 
ray, $1,225*; One-fifty (6) Handyman, 
$1,125*; One-fifty (8) 2-dr., $800. 

"55 Bel Air (8) Nomad, $1,330° (ps); 
Hardtop 2-dr., $950°; Two-ten (8) 
Townsman, $1,050*, $995*; One-fifty 
(6) Handyman, $765. 

‘64 Bel Air conv., $675* 2-dr., 
$575*; Two-ten 4-dr., 
"53 Bel Air 4-dr., $435° 
2-dr., $385, $310; 4-dr., 
ten (6) 4-dr., $300°. 
OHRYSLER—’58 (300D) 

$3,275* (ps). 

"55 Windsor Deluxe 4-dr., 


(ps); 


$460. 

(ps); Two-ten 
$385*; Two- 
Hardtop 2-dr., 


$1,045° (ps). 


"51 Windsor (6) Town and Country, 
$275*. 
CONTINENTAL — ‘56 Mark II Hardtop, 
$4,480* (ps). 
DeSOTO — ‘58 Firesweep 4-dr., $2,025* 
(ps). 


‘55 Firedome 4-dr., $865* (ps). 
‘53 Firedome (8) Sportsman, $300°. 
DODGE—’'58 Custom Royal (8) Lancer 2- 
dr.. $2,275*; Royal (8) Lancer 2-dr., 
$2,180° (ps). 


‘ST Custom Royal (8) Lancer 2-dr., $1,- 
730° (ps); 4-dr., $1,710° (ps); Coro- 
net (8) Lancer 2-dr., $1,635° (ps); 
2-dr., $1,325°. 

Coronet (6) Lancer 2-dr., $800*. 

Coronet (8) 4-dr., $315°*. 

‘S53 Coronet (8) 4-dr., $390°, $310*. 


FORD—'58 Thunderbird, $3,950° (ps), $3,- 
750° (ps), (ps), (ps), 
$3,500* (ps), $3,425*; country sedan 
(8), (ps), (ps), 
985°; Fairlane (8) 500 Victoria 2-dr., 
$2,100° (ps), $2,025° (ps), $2,000° 
(ps). 

‘ST Thunderbird, $2,295* (ps); country 
sedan (8), $1,700°, $1,660°, $1,650° 


(Continued on Page 48, Col. 3) 
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PROFITS DOWN? 


The KAYOT pontoon boat the new idea 
safe, pleasant FAMILY boating. Ideal 
for fishing, swimming, picnicking just 
relaxing. 


The KAYOT potoon boat will produce 


The KAYOT pontoon boat quality 
free after delivery—can 
produce more net profit for you than 
present car sales. 


Some territory still available. Write to- 
day for your complete dealer franchise 
information. 


KAYE YACHT PONTOON BOAT CO. 


MANKATO MINNESOTA 


ANOTHER PROSPECT FOR 


Prior “Load-ste 


models are all you need service any 
they cost much less than other 


pick-up truck 


and 
Ss. W tth warenouses 


good prospect for you. Here 
& 


takes such inventory. 


You 


+ 


a 


Helper Spring complete fine includes just models. 


Used-Car Auction Prices 


(Continued from Page 47) 


(ps); Fairlane (8) 500 town sedan, 2| PLYMOUTH—’58 Belvedere 


at $1,550*, $1,500* (ps); Victoria 4- 
dr., $1,375* (ps); ranch wagon (8), 
$1,475*; Fairlane (8) Victoria 2-dr., 
$1,400*; Custom (8) 300 4-dr., $1,225. 

’56 Parklane (8), $1,350* (ps); Fairlane 
(8) Victoria 2-dr., $1,295* (ps); conv., 
$1,065* (ps); club sedan, $1,045*, 
$950*; country sedan (8), $1,225*, $1,- 
200* (ps); ranch wagon (8), $1,075*. 

‘55 Thunderbird, $1,525*; country sedan 
(8), $1,190*, $1,080*, $620*; Fairlane 
(8) club sedan, $750*; Main (6) 4-dr., 
$300. 

‘54 Main (8) ranch wagon, $560*. 

‘53 Crest (8) Victoria, $425*, $400*, 
$355*; conv., $335; Main (8) 4-dr., 
$225. 

HUDSON—’56 Hornet (6) 4-dr., 

IMPERIAL—’57 Southampton 2-dr., 


$850°*. 
$2,- 


600* (ps). 
LINCOLN—’57 Premiere Landau, $2,600* 
(ps). 


"563 Capri coupe, $580* (ps). 
Cosmopolitan coupe, $240*. 
MERCURY—'57 Montclair 4-dr., $1,840* 
(ps). 

Montclair Phaeton 4-dr., $1,175* 
(ps); coupe, $1,030*° (ps); Custom 
Hardtop, $1,045". 

Monterey 4-dr., $815* (ps). 

Monterey Sun Valley, $535*, $470°*. 

NASH—'52 Statesman (6) 4-dr., $225°. 


OLDSMOBILE (88) Holiday 2-dr., 
$2,280°; 4-dr., $1,885*. 
"57 (88) Super Holiday 2-dr., $2,085* 


(ps); (98) Holiday 2-dr., $2,075* (ps). 
"56 (98) Holiday 4-dr., $1,425* (ps); 
(88) Holiday 2-dr., $1,390* (ps), $1.- 
385° (ps), $1,280* (ps), $1,225* (ps); 
2-dr., $1,090*. 
"55 (88) Super Holiday 2-dr., 
(ps); Holiday 4-dr. $865*. 

"54 (88) Super Holiday 2-dr., 
(ps); 4-dr., $580°. 
53 (88) Super 4-dr., $465; 

$440°. 


$1,105° 
$770° 
(88) 2-dr., 


2 


el 


model passenger 


need small 


wat 


(8) Hardtop, 
$2,000* (ps). 

'S7 Fury, $1,825* (ps); Belvedere (8) 
Hardtop, $1,500*; Suburban (8), $1,- 
475*; Savoy (8) 4-dr., $1,235*; Plaza 
(8) 4-dr., $1,095. 


Belvedere (8) 4-dr., $1,000%; Sub- 
urban (6), $850. 

‘55 Belvedere (8) coupe, $775*. 

’54 Plaza (6) Suburban, $285. 

‘53 Cambridge Suburban, $365*; 4-dr., 


$265. 
PONTIAC—’58 Chieftain 2-dr., $1,485. 
‘57 Star Chief Catalina 2-dr., $1,710* 
(ps); Chieftain 2-dr., $1,145*. 
‘56 Star Chief Catalina 4-dr., $1,210* 
(ps); Catalina 2-dr., $1,000*, 
‘55 Star Chief Deluxe 4-dr., $970* (ps). 
’54 Chieftain Deluxe (8) 4-dr., $310*. 
’53 Chieftain Deluxe (8) 2-dr., $200*. 
’52 Chieftain (8) Catalina 2-dr., $145*. 
‘51 Chieftain Deluxe (8) 4-dr., $170*. 
50 Chieftain Deluxe (8) 4-dr., $245*. 
RAMBLER—'55 Super 4-dr., $700*. 
STUDEBAKER — '56 Golden Hawk (8) 
Hardtop, $1,385* (ps). 


‘5S President (8) Hardtop, $1,000*°; 
Champion (6) 2-dr., $600°; 4-dr., 
$450". 

MISCELLANEOUS — '58 Chevrolet %-ton 
pickup, $1,250; Ford F-100 pickup, 
$1,250. 


*57 Chevrolet %-ton pickup, $940; Ford 
Ranchero, $1,435*, $1,300. 

*56 Chevrolet %-ton pickup, $940; Ford 
F-100 pickup, $850. 

Chevrolet 14-ton flatbed, $750°*. 

Dodge %-ton pickup, $395. 


SEATTLE 


South Seattle Auto Auction, Sale every 
Wednesday, Prices are for sale of Jan. 7. 
Cleaner cars still worth money. Sold 107 
cars from 211 consignments. 

BUICK—’'5S Special 2-dr., $1,870°. 

'5S7 Super Riviera 4-dr., $1,740° (ps). 

Super Riviera 4-dr., $1,370° (ps). 

Special Riviera 2-dr., $325*. 
CADILLAC—’57 (62) coupe de Ville, $3,- 

205° (ps). 
CHEVROLET—’59 Impala (8) Hardtop 2- 
dr., $3,025° (ps). 

‘58 Brookwood (8), $2,220*, $2,015; Im- 
pala (8) conv., $2,175* (ps); Bel Air 
Hardtop 4-dr., $2,140* (ps); 4-dr., $1,- 
955* (ps), $1,945; Biscayne (8) 4-dr., 
$1,855; Biscayne (6) 4-dr., $1,750°. 

‘ST Two-ten (8) Delray, $1,550° (ps); 
4-dr., $1,490*, $1,480°, $1,370; Two- 
ten (6) 4-dr., $1,380, $1,185. 

‘56 Bel Air (8) Hardtop 2-dr., $1,445*, 
$1,405*, $1,340*. 

‘55 Bel Air (6) conv., $745*. 

'54 Two-ten (6) 2-dr., $680. 

*53 Bel Air Hardtop 2-dr., $630°, $570*; 
4-dr.. $565, $430; One-fifty 2-dr., 275. 


CHRYSLER—’57 NY Hardtop 4-dr., $2,- 
325° (ps). 
DeSOTO—’'57 Firedome Hardtop 2-dr., $1,- 
705". 
‘56 Adventurer Hardtop 2-dr., $1,565° 
(ps). 
‘S53 Firedome club coupe, $420*. 
DODGE—’'56 Custom Royal (8) Hardtop | 


2-dr., $1,205*. 
Royal (8) club coupe, $595°. 
EDSEL—'58 Pacer Hardtop 2-dr., $1,830° 
(ps). 
FORD—’'59 Fairlane (8) 500 conv., $2,945° 
(ps). 


‘58 Fairlane (8) 500 Retractable, $2,330*; 


Victoria 2-dr., $2,120° Custom 
(8) 300 2-dr., $1,745*. 

'S7 Fairlane (8) 500 Victoria 2-dr., $1,- 
75*: country sedan (8), $1,760*, $1,- 
745°, $1,.735*, $1,695*, $1,675, $1,660, 
$1,595; Fairlane (8) 4-dr., $1,475; Cus- 
tom (8) 2-dr., $1,335*, $1,225, $1,190; 
ranch wagon (8), $1,305. 

"56 Country sedan (8), $1,295° (ps); 
Fairlane (8) Victoria 2-dr.. $1,270°; 
4-dr., $1,150* (ps); conv., $1,105°. 

’55 Fairlane (8) Crown Victoria, $1,180°; 
country sedan (8), $1,060°. 


(ps); 


‘54 Custom (8) country sedan, $655°; | 
4-dr., $540°. 
‘S3 Main (8) ranch wagon, $490° 


HUDSON—'53 Super Jet (6) 4-dr., $290°. 
LINCOLN — '57 Premiere Hardtop 2-dr., 
$2,570* (ps). 

‘56 Premiere Hardtop 2-dr., $2,195° (ps). 
MERCURY—'56 Monterey 4-dr.. $1,015*. 
NASH—’52 Ambassador (6) 4-dr., $205. 
OLDSMOBILE—’'57 (88) Holiday 2-dr., $2,- 

025° (ps). 

‘56 (98) 4-dr., $1,565° (ps). 

"54 (88) Super 4-dr., $680°. 
PLYMOUTH—'57 Custom (8) Suburban, 

$1,595; Savoy (8) 4-dr., $1,290°, $1,- 
195; 2-dr., $1,125. 

’56 Custom (8) Suburban, $1,145*, $1,- 

140°; Savoy (8) 4-dr., $885°, 

"55 Plaza (6) 4-dr., $495. 

"54 Belvedere (6) 4-dr., $445°, $395°. 
PONTIAC—'57 Chieftain Catalina 4-dr., 

$1,585*; 2-dr., $1,395*. 

Chieftain Catalina 2-dr., $1,135°. 

‘55 Star Chief Catalina 2-dr., $1,005*. 

"53 Chieftain 4-dr., $175. 

RAMBLER—’'54 Super 4-dr., $435. 

*53 Custom station wagon, $575*. 
WILLYS—'48 Jeep, $210. 

MISCELLA NEOUS—’57 Willys pickup, $1,- 


305. 
"53 Studebaker %-ton pickup, $490. 


DETROIT 


Aptco Auto Auction, Sale every Wednes- 
day. Prices are for sale of Jan. 7. 
BUICK—'58 Special 4-dr., $1,875*. 

‘ST Special conv., $1,635* (ps); 4-dr., 
$1,550* (ps); 2-dr., $1,480*; Super 
Riviera 2-dr., $1,610* (ps). 

Super Riviera 2-dr., $1,235* (ps). 

Super Riviera 2-dr., $850* $725* 
(ps); Special Riviera 2-dr., $720°; 2- 
dr., $490. 

’53 Special Riviera 2-dr., $410. 

"52 Super 4-dr., $300. 

OADILLAC—’58 (62) sedan de Ville, $3,- 
905* (ps). 

"56 (62) sedan de Ville, $2,085* 
$2,195* (ps). 

"55 (62) coupe de Ville, $1,425* (ps). 
"54 (62) sedan de Ville, $1,275* (ps). 
CHEVROLET—’'58 Impala (8) Hardtop 2- 
dr., $2,185* (ps); Brookwood (8), $1,- 
900* (ps); Bel Air (8) Hardtop 2-dr., 
$1,860*; Biscayne (8) 4-dr., $1,615*; 

2-dr., $1,660*, $1,525. 

"57 Two-ten (8) 2-dr., $1,150. 

"56 Bel Air (8) Hardtop 2-dr., $1,170*; 
Two-ten (8) 2-dr., $900*, $875, $830. 

*55 Two-ten (8) station wagon, $810; Bel 
Air (6) 2-dr., §735*. 


(ps), 


‘53 Bel Air 4-dr., $355*. 
CHRYSLER—’57 Saratoga 4-dr., 
(ps). 
"55 Windsor Deluxe 4-dr., $600*. 
CONTINENTAL—’58 Mark III Hariitop, 
$3,905* (ps). 
DeSOTO—'58 Firesweep 2-dr., $2,165*, 
‘57 Adventurer 2-dr., $1,750* (ps); Fire. 
sweep 4-dr., $1,400* (ps). 
Fireflite 2-dr., $1,175* 
dome 4-dr,, $1,065*. 
’55 Fireflite 4-dr., $865* (ps); Firedome 
4-dr., $870* (ps). 
’54 Powermaster (6) club coupe, $230*, 
’53 Powermaster (6) club coupe, $190*, 
*52 Custom (6) club coupe, $125. 
DODGE—’'57 Sierra (8), $1,615; Custom 
Royal (8) club coupe, $1,360*; Royal 
(8) 4-dr., $1,390*; Coronet (8) 4-dr,, 
$1,290*, $1,275* (ps), $1,185*. 
"56 Coronet (8) 4-dr., $1,065*. 
‘55 Royal (8) 4-dr., $725*. 
‘53 Meadowbrook Suburban, $285. 
EDSEL—’'58 Ranger 4-dr., $1,575*. 


$1,725* 


(ps); Fire- 


FORD —'58 Thunderbird 2-dr., $3.160* 
(ps); Fairlane (8) 500 conv., $2,245* 
(ps); 2-dr., $1,850*; country sedan 
(8), $2,000*; Custom (8) 300 2-dr., 
$1,550. 

"57 Country sedan (8), $1,560*, $1,430; 
Fairlane (8) 500 Victoria 2-dr., $1,. 
440*, 2 at $1,435*; conv., $1,410* (ps); 
Custom (8) 300 4-dr., $1,225*, 2 at 
$1,200*; 2-dr.. $1,150°; ranch wagon 
(8), $1,125. 

"56 Country sedan (8), $1,135*; ranch 
wagon (8), $925; Fairlane (8) 2-dr., 
2 at $885*; conv., $880*; Custom (6) 
2-dr., $660. 

"55 Custom (8) 4-dr., $625*; Custom (6) 
2-dr., $490. 

"54 Custom (6) 4-dr., $310. 

"53 Custom (8) country sedan, $535*; 
2-dr., $325*; Crest (8) club coupe, 
$455*; Custom (6) 4-dr., $280*, 

one 


HUDSON—'55 Hornet 2-dr., $620*. 
LINCOLN—'57 Premiere club coupe, $2, 
240° (ps). 

"56 Premiere club coupe, $1,500* (ps). 

*55 Capri 4-dr., $875* (ps). 
MERCURY—’57 Commuter, $1,800*; Turn- 

pike Cruiser conv., $1,760* (ps): Mon- 
terey 2-dr., $1,540° (ps). 

"56 Custom 4-dr., $980*; 2-dr., 

"54 Monterey 4-dr., $415. 

"53 Custom 2-dr., $385*. 
OLDSMOBILE "BS (98) , $2,550° 

(ps). 

"S57 (88) 2-dr.. $1,675* (ps); (88) Super 

2-dr.. $1,575°*. 

"56 (88) 2-dr., $1,050*. 

"55 (98) Holiday 4-dr., $910° (ps); (88) 

2-dr., $830°*. 
PLYMOUTH—'57 Savoy (8) 4-dr., $1,060*, 

"56 Belvedere (6) 2-dr., $720. 

"55 Savoy (6) 4-dr., $585*, $475. 
PONTIAC— "55 Chieftain 2-dr., $635*. 
RAMBLER—'57 Custom (8) Rebel, $1,590* 

(ps), $1,625. 

"56 Custom (6) 4-dr.. $990°, $875. 

*53 Custom (6) 4-dr., $160°. 
Ford Ranchero, 

1,370. 


WEST PALM BEACH, FLA. 


West Palm Beach Auto Auction. Sale 
every Thursday. Prices are for sale of 


2-dr. 


|Jan. 8 Bidding was strong, and prices 
were firm on all models. 
BUICK—'59 Invicta 4-dr., $3,200* (ps); 
LaSabre 4-dr., $3,055* (ps). 
Super Hardtop, $1.585* (ps); Cen- 
tury Hardtop, $1,340° (ps). 
"56 Special Hardtop, $1,030°; Rm conv., 


$1,000* (ps). 
"55 Special 2-dr. §780*; Hardtop, $640*, 


$560°; Super Hardtop, $710* (ps). 
"54 RM Hardtop, $555* (ps); 4-dr., 
550° (ps). 


CADILLAC — ‘57 (60) Hardtop, $3,100*° 
(ps); (62) conv., $3,000* (ps). 

"56 coupe de Ville, $2,125* (ps); 
4-dr., $2.140° (ps). 

"55 (60) 4-dr., $1,570° (ps); (62) coupe, 
$1,525° (ps). 

CHEVROLET — '59 Impala 
$2,600* (ps). 

"58 Bel Air (8) 4-dr., $2,030°; Hardtop, 
$2,.025*, $1,810° (ps). 

"57 Bel Air (6) station wagon, $1,395°; 
Bel Air (8) conv., $1,350°; One-fifty 
(6) 2-dr., $930; 4-dr., $925. 

"56 Bel Air (8) Hardtop, $1,100*; 
$800*. 

"55 Bel Air (8) 4-dr., $880° (ps); Two- 
ten (6) station wagon, $800; Two-ten 
(8) station wagon, $780*. 

"53 Two-ten (6) station wagon, $405*; 
4-dr., $360°; Bel Air (6) 4-dr., $385* 
(ps). 

CHRYSLER—'53 Windsor (6) 4-dr., $265*. 


(62) 


(8) Hardtop, 


conv., 


"52 Windsor (6) 4-dr., $110*. 
"S51 NY (8) 4-dr., $190* (ps). 
DeSOTO—'55 Firedome (8) coupe, $800* 
(ps). 
"54 Firedome (8) Hardtop, $500* (ps). 
(ps). 
"57 Royal Hardtop, $1,350° (ps). 
"56 Custom station wagon, $900. 
FORD —'58 Fairlane (8) conv., $1,745* 
(ps); 4-dr., $1,735* (ps); 2-dr., $1,- 


495°, $1,465°; (8) station wagon, $1,- 
470° 


"57 Country Sedan (8) station wagon, 
$1,540* (ps); Fairlane (8) conv., $1,- 
350° (ps); Hardtop, $1,325*, $1,150°; 
a Wagon (6) station wagon, $1,- 


"56 Thunderbird coupe, $1,890*; Fairlane 
(8) Hardtop, $1,045*, $1,035*; 4-dr., 
$890*; Custom (6) 4-dr., $800. 

HUDSON—'54 Wasp (6) 4-dr.. $225*. 
IMPERIAL—'57 Crown Hardtop, $2,510* 


(ps). 
LINCOLN— 55 Capri (8) coupe, $890* 


(ps). 
MERCURY—’57 Monterey Hardtop, $1,- 
525°; 2-dr., $1,215. 
‘55 Monterey 4-dr., $540* 
Custom Hardtop, $400. 
"53 Custom 2-dr., $420. 
OLDSMOBILE—’'58 Super (88) Hardtop, 
$2,350° (ps). 
"57 (88) Hardtop, $1,650* (ps). 


(Continued on Page 49, Col. 1) 


(ps). 


BUSINESS 
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‘56 (88) Hardtop, $1,085*; conv., $1,030; 
4-dr., 

155 (88) Hardtop, $780*. 

54 (98) Hardtop, $715* (ps); 4-dr., 
$650* (ps); Super (88) 4-dr., $625*. 

PLYMOUTH—’57 Belvedere Hardtop, $1,- 
260°. 

Savoy 4-dr., $530*. 

PONTIAC—'59 Catalina Hardtop, $2,975* 
(ps). 

‘57 Star Chief Hardtop, $1,750* 
Safari station wagon, $1,585* 
Catalina coupe, $1,300. 

Chieftain 2-dr., $905*; 
conv., $905*. 

563 Chieftain conv., 
$345*. 

RAMBLER—' 54 2-dr., $350. 

STUDEBAKER—’56 Pinehurst station 
wagon, $910*. 


NEW YORK 

Skyline Auto Auction, Sale every Tues- 
day. Prices are for sale of Jan, 6, Good 
clean cars still in strong demand, Market 
off on late model cars. Rough and off cars 
going begging. Sold cars out 140 
consignments. 


BUICK—’'58 Super Hardtop, $1,765* 

‘57 Super 4-dr., $1,500°* (ps). 

66 Super 4-dr., $1,010* (ps); 
2-dr., $840*. 

‘655 RM Hardtop, $830* (ps); 4-dr., $710* 
(ps); Super Hardtop, $790* (ps), $615* 
(ps). 

Century Hardtop, $560*, $500* (ps); 


(ps); 
(ps); 
Star Chief 


$370* (ps); 4-dr., 


(ps). 


Special 


Special 4-dr., $510*; Super Hardtop, 
$510*. 
CADILLAC—'56 (60) 4-dr., $1,875* (ps). 

"63 (62) 2-dr., $700* (ps); 4-dr., $610* 
(ps). 

"61 4-dr., $350°. 

CHEVROLET—'58 Impala (8) conv., $1,- 
800° (ps); Biscayne (8) 4-dr., $1,475. 

"ST Bel Air (6) 4-dr.. $1,240; Hardtop, 
$1,200 (ps); Two-ten (6) 4-dr., $1,195, 
$1,190*, $1,125, $1,115; 2-dr., $1,145*, 
$1,080, $1,070, $1,060, $1,050. 

"6 Bel Air (6) sport coupe, $925; Two- 
ten (6) 2-dr., 2 at $790, 2 at $785; 
One-fifty (8). 2 at $750*, 2 at §630. 

"S55 Bel Air (6) 2-dr.. $750; sport coupe, 
$675*. 

Bel Air 4-dr., 500°; 2-dr., $370; 
One-fifty 4-dr., $305. 

DODGE—'54 Coronet (8) 4-dr., $325*. 
FORD — ‘58 Fairlane (8) conv. $1,750* | 
(ps). 


‘S7 Fairlane (8) 2-dr., $1,700*: Hardtop, 
$1,335", $1.310*° (ps): Ranch Wagon 
(8) station wagon, $1,200. 

"56 Suniiner (6) conv., $910*. 

‘SS Fairlane (8) Hardtop, $710* 
conv., $505° (ps). 

Custom 4-dr.. $290°; 2-dr.. $150; 
Country Sedan station wagon, $255. 
LINCOLN—'56 Capri 4-dr., $1,400* (ps). 
MERCURY—'56 Medalist Hardtop, $875*; 


(ps); 


Monterey Hardtop, $750*; Montclair 
conv., §$750° (ps). 
‘4 Monterey conv., $440°; 4-dr., $435, 
$365°. 
"63 Custom sedan, $270. 
OLDSMOBILE—'55 (98) conv., $885* (ps); 
Super (S88) 4-dr.. §610° (ps). 


(98) conv., $600° (ps); (88) Holiday 


Hardtop, $400° (ps), $350° (ps). 
PLYMOUTH —'57 Savoy 4-dr., $1,250*, $1,- 
180°, $1.175*, $1,100*, $1,020: Belve- 


dere conv., $1,200° (ps). 
"36 Savoy 4-dr., $705. 
Savoy 2-dr., 
PONTIAC —'57 Chieftain station wagon, 
$1,.550° (ps). 
Catalina Hardtop, $390* (ps); Chief- 
tain 4-dr., $280°. 
STUDEBAKER—'58 Golden Hawk Hardtop, 
$1,800* (ps). 
MISCELLANEOUS—'55 Ford pickup, $500. 
"4 Dodge %-ton panel, $150. 


WAREHOUSE POINT, CONN. 


Southern Auto Sales, Inc. Sale every 
Wednesday. Prices are for sale of Jan, 7. 
The first sale of the new year was marked 
by a very snappy and brisk sale, despite 
the very, very cold, accompanied by high 
Piercing winds which preceded the sale. 
BUICK—'56 Super Riviera 2-dr.. $1,225* 

(ps). 

"55 Super Riviera 2-dr.. $685* (ps). 

Speciai Riviera 2-dr.. §650*; 2-dr., 

$460". 

"52 Super conv., $325*, $285°. 
CADILLAC—’'57 (62) sedan de Ville, $2,- 

800° (ps), $2,675° (ps). 


"4 (62) sedan de Ville, $1,190° (ps), 
$1,130* (ps). 

"53 (62) conv., $330° (ps). 

CHEVROLET —'58 Nomad (8), $2,110* 
(ps). 

Bel Air Hardtop 2-dr., $1,540* (ps); 
conv., $1,475*; Two-ten (8) station 
wagon, $1,290*; Two-ten (6) station 


wagon, $1,275; 4-dr., 
$1,125, 2 at $1,110, $980; 2-dr., $1,- 
225°. 

"56 Two-ten ¢8) station wagon, $1,055; 
4-dr., $900; Bel Air (6) Hardtop 2-dr., 
$1,050, $1,000°. 

"55 Bel Air (6) 4-dr., $680* (ps), $650; 
conv., $550*. 

"54 Bel Air 4-dr., $430. 

"53 Bel Air 4-dr.. $395*; 
One-fifty 2-dr., $200. 

OHRYSLER—'56 Windsor 4-dr., $1,025*. 
"53 Windsor 4-dr., $375* (ps). 

DeSOTO—'57 Firesweep Hardtop 4-dr., $1,- 
475* (ps), $1,275* (ps). 

DODGE—'54 Coronet (8) 4-dr., $275*. 

"53 Meadowbrook 2-dr., $145. 

FORD—'57 Fairlane (8) conv., $1,560; 2- 
dr., $1,390* (ps); ranch wagon (8), 
$1,550* (ps), $1,285*, $1,150*; Custom 


conv,, $325; 


a (8) 300 2-dr., $1,150*, $1,025*. 
56 Custom (8) ranch wagon, $1,085*, 
$1,075*, $1,050*; Fairlane (8) 2-dr., 


$920, $910, $850*. 
55 Custom (8) 2-dr., $550", $540, $460; 
country sedan (8), $815*. 


"54 Custom (8) ranch wagon, $450; 2- 
dr., $425*, $420* (ps), $340*; Main 

4-dr,, $240. 

53 Crest (8) conv., $395*; Victoria, 


$375*; Custom (6) 2-dr., $355*, $350, 
$245, $200*, 2 at $155. 
HUDSON—'54 Wasp (6) 4-dr., $.20, $200. 
MERCURY—’ 54 Monterey Hardtop 2-dr., 
$465°*. 
OLDSMOBILE — ’57 (88) conv., $1,650* 
(ps); (98) Holiday 4-dr., $1,375* (ps). 
(98) Holiday 4-dr., $1,275* (ps); 
(88) Holiday 4-dr., $1,055* (ps). 
"54 (88) Super 4-dr., $400*, $325. 
"53 (98) 2-dr., $180*, 


PLYMOUTH—’58 Belvedere (8) conv., $1,- 
735*. 
’57 Savoy (8) 4-dr., $1,130*; Savoy (6) 
$1,070*, 
’56 Suburban (6), $980*; Belvedere (6) 
conv., $910. 


"55 Savoy (8) 4-dr., $630; Belvedere 
(6) station wagon, $450. 
"54 Plaza (6) 4-dr., $215*, $210*. 


PONTIAC—’57 Star Chief conv., $1,550* 
(ps); Chieftain Catalina 4-dr., $1,495* 
(ps). 

"55 Star Chief conv., 
"52 conv., $175*, $120°*. 

RAMBLER—’'55 Custom (6) Cross country, 
750. 

STU DEBAKER—’'55 Champion (6) station 
wagon, $445. 


ALBANY 


Tim Anspach Dealer's Auto Auction. Sale 
every Monday. Prices are for sale of Jan. 
5. The 1959 car market opened up with a 
very substantial price gain! We had a fine 
bunch of cars and buyers galore, despite 
the extreme cold weather, but no snow. 
Sold 126 cars from 154 consignments. 


$775* (ps). 


BUICK—’'57 Special 4-dr., $1,500* (ps). 
‘56 Super 4-dr., $1,200° ips), $1,170* 
(ps); Riviera 2-dr., $1,075*; Century 
Riviera 4-dr., $1,050* (ps). 


‘55 Special 2-dr., $880*, $830*; Super 2- 
dr., $770°. 


| FOR D—'58 Thunderbird 


"64 Special 4-dr., Riviera 4-dr., 
$560". 

CADILLAC—’5& (62) sedan de Ville, $3,- 
950* (ps). 

’57 Eldorado conv., $3,450* (ps), $3,300* 
(ps); (62) sedan de Ville, $2,810* 
(ps). 

’56 (62) sedan de Ville, $1,930* (ps). 

CHEVROLET—’58 Bel Air (8) 2-dr., $1,- 
775* (ps). 

’57 Bel Air (8) 4-dr., $1,645*; 2 at $1,- 
500* (ps), $1,400*; conv., $1,425* 
(ps); Bel Air (6) 2-dr., $1,390*, $1,- 
150, $1,100; Two-ten (6) 2-dr., $1,- 
120*, $1,085, $1,060; 4-dr., $1,200*, 
$1,100; Two-ten (8) 2-dr., $1,050. 

'56 Two-ten (8) station wagon, $1,025; 
Two-ten (6) 4-dr., $870*, $780; 2-dr., 
$790, $775. 

"55 Bel Air (8) 2-dr,, $880°; 4-dr., 
$830*; Two-ten (6) 4-dr., $850* (ps). 


$680*; 


‘54 Two-ten 4-dr., $480, $350; Bel Air 
4-dr., $400*. 
"53 Bel Air 2-dr., $310; Two-ten 2-dr., 


$290; One-fifty 2-dr., $160. 
CHRYSLER—’56 Windsor sedan, 

(ps). 
DeSOTO—'57 Firedome 


$1,350* 


2-dr., $1,210* (ps). 


Fireflite 2-dr., $1,220* (ps), $1,165* 
(ps). 
‘54 Firedome (8) 
DODGE—'57 Royal 
(ps); 
"56 


4-dr., $410* (ps). 
(8) Lancer, $1,525* 
(8) 4-dr., $1,300*. 
Lancer, $925*. 
$850*. 
$1,650* 


Coronet 
Coronet (8) 
(8) Lancer, 
2-dr., 
Ranger 4-dr., $1,360*. 


(ps); 


$3,.060* 
$1,900°* ; 


2-dr., 
(ps); Country sedan (8), 
Fairlane (8) 4-dr., $1,750*; Fairlane 
(8) 500 2-dr., $1,700* (ps); Custom 
(8) 300 4-dr., $1,560*, $1,425*; Custom 
(6) 300 2-dr., $1,380. 

“57 Fairlane (8) Victoria 2-dr., $1,550*; 
Fairlane (8) 500 2-dr., $1,250*, $1,200* 
(ps). 


56 Fairlane (8) 4-dr., $1,000; Ranch 
wagon (6) 2-dr., $880; Custom (8) 4- 
dr., $890. 


Fairlane (8) conv., $730* (ps); 
conv., $650* (ps). 

’54 Main (8) 2-dr., $440; Custom (8) 
2-dr., $400. 

53 Custom (8) country sedan, $400* 


(ps). 
HUDSON—'54 Jet (6) coupe, $325; 4-dr., 


$220*. ‘ 

LINCOLN — ’'56 Premiere coupe, $1,570* 
(ps). 

MERCURY—'58 Monterey 4-dr., $1,840* 
(ps). 


Montclair 2-dr., $1,125*; Monterey 2- 
dr., $1,100* (ps); Custom coupe, $970*. 

*55 Montclair 4-dr., $1,175*; 2-dr., $830* 
(ps), $780*; Monterey 2-dr., $830*, 
$650*. 

Monterey 2-dr., $560°; 4-dr., $450*, 
$400*; Custom 4-dr., $260*. 

Monterey 2-dr,, $310*, $300*. 

OLDSMOBILE — ’57 (88) Holiday 2-dr., 

$1,560". 

°56 (88) Super 4-dr., $1,250* (ps); 
Holiday 4-dr., $1,175*. 

"55 (88) Super 2-dr., $1,150* 

"54 (88) Super 4-dr., $710* 
4-dr.. $690* (ps). 

(88) 4-dr., $350*. 


PLYMOUTH—’57 Plaza (6) 2-dr., 
55 Belvedere (6) station wagon, 
4-dr., $710*; Savoy (6) 4-dr., 
$630, $580. 
"54 Savoy 4-dr., 
$290. 

Cambridge 2-dr., $140*. 
PONTIAC—'57 Chieftain 4-dr., $1,350*. 
"56 Chieftain Catalina 2-dr., $910*. 
"55 Star Chief conv., $780* (ps); Chief- 
tain 4-dr., $700*. 

"54 Star Chief (8) 
$400* (ps). 

MISCELLANEOUS — 
panel, $150. 


(88) 


(ps). 


(ps); (98) 


$975. 
$700", 


$350*; Plaza 4-dr., 


4-dr., $420* (ps), 


"54 Dodge %-ton 


$740; 


ATLANTA, GA, 


Dixie Auto Auctions. Sale every Tuesday 
(Jan, 6), The first sale of the new year 
really started with a bang-up good one. 
Cars were on the short side due to ex- 
tremely cold weather, but both buyers and 
sellers hit a happy medium to sell and 
buy everything but the auction barn, 

* * 


BIRMINGHAM, 

Dixie Auto Auctions, Sale every Monday 
(Jan, 5). It was 10 degrees outside the 
arena today but the sale was red 
hot. The new year started off with a bang 
here at Dixie and we are looking for a 
banner year, Percentage selling was tops. 

* * 


CHICAGO 
Greater Chicago Auto Auction, Inc, Sale 
every Thursday (Jan, 8). Terrific new 
year opener, It’s going to be a great year 
at Greater Chicago Auction, Sold 506 cars 


from 783 consignments. 
* * * 


DANVILLE, 

Danville Auto Auction, Sale every Wed- 
nesday (Jan. 7), Back to normal and very 
active. 

* * * 


PA. 

Manheim Auto Auction, Inc, Sale every 
Friday (Jan. 9). A real good hot sale. 
Both auction rooms were jammed with 
customers, Sold 80 percent of 575 cars 
registered. 

* * * 


VALDOSTA, GA. 

Tom Hewitt Auto Auction, Sale every 
Friday (Jan. 9). Really had a sale today, 
cars were bringing ‘‘top. prices,’’ business 
really was on the upswing. 


Designed for EVERY Road EMERGENCY 


All HOLMES Wrecker Units are engineered with abundance power for 
smooth, efficient operation every type pick-up recovery job. this Extra 
Power and Flexibility action which gives you, HOLMES operator, the Capacity 
for Extra Earnings. Being position quickly and safely handle any road emer- 
gency today valuable Business Asset—a definite competitive advantage which will 
enable your shop miles away and actually bring-in Big Profit Jobs would NOT 
otherwise able obtain. 


HOLMES offers wide choice Wrecker and Towing Equipment with units for 
every service requirement. All with features that are Tried, Tested and Proven 
thousands satisfied users. HOLMES the world’s most widely used Wrecker simply 
because HOLMES Engineering has equal the wrecker field. Send Today for model 
specifications, prices and details. 


OLDSMOBILE 


HOLM 


MODELS 
ALL SIZES 
and PRICES 


CHEVROLET 


PHONE 
PRATT, 


CADILLAC 


Tennessee 


SERVICE 
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miscellaneous, 


For the full year, there were 38,- 
281 new cars and 6,053 new trucks 
Fenoglio.) 

* 


Cincinnati 


December saw new-car registra- 
tions Hamilton County (Cin- 
cinnati) rise the highest level 
the year 3,022, compared with 
for November and 1,783 
October. 

makes, registrations were: 
Chevrolet, 885; Ford, 767; Oldsmo- 
bile, 316; Pontiac, 163; Buick, 147; 
Plymouth, 127; Rambler, 122; Mer- 
cury, 86; Cadillac, 82; Studebaker, 
62; Checker, 41; Dodge, 37; Edsel, 
27; Renault, 20; Lincoln, 19; DeSoto, 
17; Volkswagen, 16; Chrysler, 15; 
Fiat, Metropolitan, MG, 
Simca, Triumph, Opel, Im- 
perial, Packard, and miscel- 
laneous, 25. 

New-truck registrations num- 
bered 231 December, compared 
with 212 month earlier, 
makes, they were: Chevrolet, 99; 

Ford, 58; International, 24; GMC, 
17; Mack, English Ford, 
Dodge, Willys, Volkswagen, 

Used-car sales totalled 2,880 
December, compared with 2,720 
month earlier, while used-truck 
transactions rose 139 Decem- 
ber from 134 November. 

For the full year, there were 28,- 
130 new cars and 2,468 new trucks 
registered, compared with 36,281 
new cars and 3,009 new trucks 
Kappel.) 


New Orleans 


December new-car sales New 
topped all previous months 
the year with 2,433 titled 
This compared with 1,225 No- 
vember and 2,501 for the corres- 
ponding period 1957. The pre- 
vious high figure for 1958 was Jan- 
uary, with 2,023 registrations. 

Truck sales December 
amounted 235, compared with 165 
November and 170 for the 1957 
month. 

December car sales makes 
were: Chevrolet, 904; Ford, 580; 
Buick, 171; Oldsmobile, 145; Pon- 
tiac, 108; Plymouth, 84; Mercury, 
54; Cadillac, 49; Studebaker, 44; 
Rambler, 39; Volkswagen, Ren- 
ault, 32; Edsel, 31; Fiat, 21; Metro- 
politan, 21; Morris, 14; Lincoln, 12; 
English Ford, DeSoto, Opel, 
Chrysler, Volvo, Taunus, 
Mercedes-Benz, and miscellane- 
ous, 15. 

Truck sales makes: Chevrolet, 
Ford, 62; GMC, 22; Interna- 
tional, 21; Mack, 12; Volkswagen, 
Willys, and miscellaneous, 
—(Gordon Hebert.) 

> 


Dayton, 
Chevrolet new-car dealers 
Dayton, O., led all others rack- 
ing sales 1958. 
Ford dealers were second with 
1,593. 
Others, order, were: Plymouth, 


New Branch 
For Little Rock 


CHICAGO.—International Har- 
vester Co. will expand its motor 
truck sales and service facilities 
Arkansas with new $300,000 
company-owned branch Little 
Rock, according Pierson, 
motor-truck sales manager. Esti- 
mated completion date Apr. 

The branch will cover 90,000 
square feet, Pearson said, and 
initial service operations are sched- 
uled two-shift basis, with 
anticipated that third service 
shift will added business vol- 
ume increases. 

The branch will have new and 
used-truck display areas, sales and 
accounting offices, parts depart- 
ment and tool room. will 
located 910 Sixth St. and will 
replace the International truck 
branch 812 Second 


The back pages of every issue of AUTO- 
MOTIVE NEWS contain the WANT AD 
Section. Others are profiting from AUTO- 
MOTIVE NEWS WANT ADS! Are You? 


1,504; Rambler, 693; Oldsmobile, 
687; Buick, 567; Mercury, 539; Pon- 
tiac, 492; Cadillac, 323; Dodge, 221; 
Volkswagen, 157; English Ford, 
148; Studebaker, 130; Chrysler, 127; 
DeSoto, 98; Edsel, 90; Metropolitan, 
80; Lincoln, 58, and Imperial, 42.— 
(Bill Francois.) 
> 


Birmingham, Ala. 


New-car sales Birmingham, 
Ala., numbered 1,238, 
110 units fewer than Novem- 

er. 


Imports accounted for nearly 
percent this 

makes, registrations 
Chevrolet, 368; Ford, 344; Buick, 
77; Pontiac, 75; Oldsmobile, 72; 
Plymouth, 57; Mercury, 35; Ram- 
bler, 34; Cadillac, 29; Chrysler, 18; 
Renault, 18; Dodge, 16; Studebaker, 
14; Volkswagen, Opel, Volvo, 
Simca, Triumph, Hillman, 
Vauxhall, DeSoto, Imperial, 


and miscellaneous, 9.—(Stuart Rid- 
dle.) 
* * 
Louisville 


New-car sales Louisville and 
Jefferson County totalled 1,594 units 
December, compared with 1,336 
month earlier. 


For the year, registrations num- 
bered 13,970, compared with 18,876 
1957; 20,114 1956, and 25,668 

makes, December registra- 
tions were: Ford, 468; Chevrolet, 
420; Oldsmobile, 109; 
Plymouth, 86; Pontiac, 82; Mer- 
cury, 58; Edsel, 41; Rambler, 36; 
Cadillac, 25; Dodge, 22; Volks- 
wagen, 20; English Ford, 17; 
Studebaker, 14; Opel, DeSoto, 
hall, Hillman, Renault, 
Simca, Metropolitan, Willys, 
and miscellaneous, 23. 
New-truck registrations amounted 
138 December and 1,659 for 
the months. year ago, the 12- 
month total was 1,985. 

makes, December registrations 


were: Ford, 66; Chevrolet, 40; launch its central distributors’ 


Launching Sales Meeting— 


Carter carburetor division, ACF Industries, Inc., St. used this miniature rocket 
sales meeting and call attention its 


ternational, GMC, Studebaker, carburetor manufacturer. Announcing the countdown for the smoking de: 
Volkswagen, Dodge, Mack, rocket Gene Robers, Carter after-market sales vice-president, who introduced the 
and miscellaneous, new Zip Kit central distributors. The meeting was held conjunction with 
Williams.) the Electrical Assn. Convention Chicago. 


This year CARTER enters its second 
years service the automotive in- 
dustry with the introduction new, 
sensationally low priced ZIP-KIT®— 
economical, easy-to-use carburetor 
clean-out kit comprised genuine 
original equipment parts. Now mechanics 
everywhere can specify and install pre- 
cision carburetor parts made the same 
manufacturer whose carburetors are 


Now! CARTER Clean-out Kit! 
Genuine original equipment parts for 
the most popular Carter carburetors— 
Sensationally Low Price! 


million cars today! 


With CARTER’s Zip-Kit always 
ready for fast, dependable clean-out 
jobs—and tremendous per-kit sav- 

ing! fact, the new Zip-Kits are priced 
that never again will even con- 
sider using other than genuine, original 
equipment parts! 


Accept substitute. Demand the best 
CARTER. And remember, your 
future’s fine CARTER! 


Call your supplier now! 


GARTER ANNOUNCES 


AUTOMOTIVE NEWS, JANUARY 19, 1959 
Motor Co., Sunbury, chairman the Dollar Exports about $500 million, increase 


Import Notes 


(Continued from Page 45) 


Arkansas, Louisiana, New 
Mexico, Oklahoma and Texas. 

Cal Sales, Inc., has been named 
for Triumph autos 
Washington, Idaho and 

fontana. has opened 8,000- 
warehouse stock 
for all imported cars from 
France, Germany and 

Southwest Distributors, Inc., 
Houston, has been named re- 
gional distributor for Triumph. 

The firm’s territory will include 
Arkansas, Louisiana, New Mexico, 
Oklahoma and Texas. 

Appointment more Tri- 
umph dealers also has been an- 
nounced Guy Fox, general sales 
manager Standard-Triumph Mo- 
tor Co. The increase brings the 
dealer total 698, added. 
Named were: 

Vogt Oldsmobile Co., Bradenton, 
Hollywood Motors, Holly- 


wood, Fla.; The Super Lot, Colum- 
bus, Ga.; McClellan Motors and 
Miller Motor Atlanta, and 
Bowyer Motors, Savannah, Ga. 

Cars Unlimited, Fox Lake, IIL; 
Columbia Motors, Naperville, 
Mainline Motors, Inc., Joliet, 
Harry Phillips Motors, LaGrange, 
Carlson Motor Sales, Ottawa, 
Southtown Auto Service, Mat- 
toon, Authorized Auto Agency, 
Inc., Chicago; Hake Oldsmobile, 
Lincoln, Fall City Auto Import, 
Jeffersonville, Ind., and Means-Buhl 
Co., Fort Wayne, Ind. 

Allied Import Cars, Inc., Baton 
Rouge, La.; Foreign Car Center, 
Frederick, Md.; World Sport Car 
Center, Detroit; Jones Motor Serv- 
ice, Hattiesburg, Miss., and Gimma 
Imported Cars, Inc., Biloxi, Miss. 

Bob Lesko Auto Sales, Pompton 
Lakes, J.; Lioyd Motors, Inc., 
Bay Shore, Y.; Close Buick, Inc., 
Bowling Green, O.; Blaus- 
child Motors, Cleveland; Central 
Service, East Liverpool, O.; Smith 


Motor Co., Greenville, C.; Kittle 

Motors, Jackson, Tenn.; Imported 

Motor Sales, Killeen, Tex.; Starr 

Imported Cars, Waco, Tex.; Pabst 

Motors, Milwaukee, and Coney 

Island Motors, Stevens Point, Wis. 
* 


Simca 


IMCA sales the first months 

1958 totalled 13,600 units, 
increase 229 percent over those 
the corresponding period 1957, 
according David Crandall, 
Simca sales director for Chrysler 
Corp. 

Crandall and Marzelli, 
Simca Eastern area sales manager, 
addressed Washington area dealers 
the first series dealer 
meetings the East Coast. Similar 
meetings were held Philadelphia, 
Boston and New 

* * 


Rootes Group 


WILLIAM ROOTES, chair- 
man the Rootes Group, manu- 
facturers Hillman, Sunbeam, 
Humber and Singer autos, was 
named Queen Elizabeth the 
New Year Honors List and created 
baron. 
honor was bestowed for his 
services the British Government 


Look Carter for 
the next years 


automotive progress. 


Council, the Rootes Group said. 
* * 


Vauxhall 
exported record 
number vehicles 1958, with 
the total 103,400 topping the 1957 
volume more than percent. 
total 21,048 Victor cars were 
shipped the S., compared with 
4,607 year earlier. 
Canada bought 14,846 cars and 
trucks, compared with 6,103 year 


earlier. 


English Ford 
FORD shipments the 
amounted 42,000 cars 
1958, nearly double the number 
Dollar value was $80 million 
1958 and $50 million 1957. 
Mercedes-Benz 
gart, Germany, announced that 
1958 production totalled about 155,- 
000 cars, trucks and buses, 
percent over 1957. Mercedes-Benz 
passenger cars accounted for about 
100,000 units, gain percent. 
The company said sales were 


percent over the 1957 total. 
port sales accounted for percent 
the 1958 total. The market 
share (of above $3,000) rose 
from percent 1957 per- 


cent 1958. 
* 


Volkswagen 


fourth annual convention 

the Volkswagen Club Amer- 
ica will held Apr. 10-12 
Pocono Manor Inn, Pocono Manor, 
Pa, About 300 members and their 
families are expected attend. 


The agenda includes Friday night 
movies, Saturday morning and 
afternoon business meetings, 
Saturday night banquet and 
rally, gymkhana and hill 
climb. 


Walter Cronkite, CBS news com- 
mentator and sports-car racing 
driver, will the featured speaker 
the banquet. 


The club was founded 1955 and 
has more than 2,000 members, 
independent the Volkswagen 
factory, importers, distributors 


and dealers. 
+ 


Austin 


MOSS and Ann Wisdom, 
Britain’s 23-year-old star wom- 
drivers and current 
the European Ladies’ Touring 
Championship, will compete the 
1,300-mile 1959 Canadian Winter 
Rally. 


They will drive Austin A-40 
the rally which slated for 
Feb. 6-8. The event will start and 
finish Toronto. Miss Moss the 
sister racing ace Stirling Moss. 


Austin’s new A-40 sedan, which 
was designed Italian stylist 
Pinan Farina, has been introduced 
Southern California Gough 
Industries, British Motor Corp. dis- 
tributor. 

spokesman for Gough said 
good supply the A-40s will 
imported beginning immediately 
and reaching peak the spring 
and summer.” 


Rover 


OVER LTD., British auto 
manufacturer, has been awarded 
Australian army contract for 
four-wheel-drive vehicles 
through its Australian subsidiary. 
The order for Land Rovers be- 
ing handled Rover Australia, 
Pty. Ltd., Melbourne, and has re- 
tail value approximately $4,215,- 
000. 


Renault 


distributors have been 
given uniform distributor fran- 
chise agreements, according 
Robert Valode, vice-president 
and general manager, Renault, Inc. 
Uniform franchise agreements for 
dealers have been prepared and will 
issued the distributors. The 
dealer agreements should issued 
Apr. the company 


Vacations Pay 


Allen Finds Free Trips 


Prod Salesmen 


NEW YORK.—A survey his 
250 retail salesmen reveals that 
sales incentive competition for 
expense-free vacations abroad pro- 
duces plus business, according 
“Chevrolet’s biggest dealer,” Don 
Allen. 

While many dealers are trimming 
the frills from their operating bud- 
gets, Allen has announced will 
again spend more than $10,000 
trips .to Europe, Mexico and Ber- 
muda for his top sales producers 
and their wives 1959. con- 
vinced that the contest results 
increased sales and stabilized sell- 
ing organization. 

Wives are important factor 
the travel incentive plan, says 
Allen, Since extra cash bonuses 
usually end the household 
kitty, the prize trips luxury 
hotels foreign countries hold 
special appeal for the harassed 
housewife. 

Many his salesmen’s wives are 
thus encouraged lend tangible 
sales assistance such telephon- 
ing prospects and writing postcards, 
says. 


Edsel Bows Alaska 
ANCHORAGE, 
ward Motors began showing the 
1959 Edsel its Sixth Ave. and 
Gambell St. showroom Nov. 12. 
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Current Prices Cars 


The following prices include the sug- 
gested base factory list prices, Federal 
exeise tax amounts and suggested dealer 
delivery-and-handling charges. Not in- 
cluded are variable items passed on to 
the retail buyer, such as State and local 
taxes, transportation charges and op- 
tional equipment. 

(Copyright, 1959, by Automotive News) 
BUICK—LeSabre—4-dr. sed., $2,804; 
dr. sed., $2,740; 4-dr. hardtop, $2,925; 
2-dr. hardtop, $2,849; conv., $3,129; 4-dr. 
2-seat stat. wag., $3,320. Invicta—4-dr. 
sed., $3,357; 4-dr. hardtop, $3,515; 2-dr. 
hardtop, $3,447; conv., 
stat. wag., $3,841. Electra — 4-dr. sed., 
$3,856; 4-dr. hardtop, $3,963; 2-dr. hard- 
top, $3,818. Electra 225—4-dr. Riviera sed. 
(6-window hardtop), $4,300; 4-dr. hardtop, 
$4,300; conv., $4,192. (Twin-turbine Dyna- 
flow standard on Invicta, Electra and 
Electra 225. Power steering 
225.) 

CADILLAC — Sixty Two—4-dr. 
(6-window), $5,080; 4-dr. hardtop (4-win- 
dow), $5,080; 2-dr. hardtop, $4,892; conv., 
$5,455; Sedan de Ville 4-dr. hardtop (6- 
window), $5,498; Sedan de Ville 4-dr. hard- 
top (4-window), $5,498; Coupe de Ville 2- 
dr. hardtop, $5,252. Eldorade—Brougham 
4-dr. hardtop, $13,075; Seville 2-dr. hard- 
top, $7,401; Biarritz conv., $7,401. Sixty 
Ss -dr. hardtop, $6,233. Seventy-Five 

—f-pass. sed., $9,533; iimousine, $9,748. 
(Hydra-Matic, power steering, power brakes 
standard on all models). 

CHEVROLET — (Prices are for six- 
cylinder models, For V-S8s, add $118.) 
Biscayne—4-dr. sed., $2,301; 2-dr. sed., 
$2,247; util. sed., $2,160. Bel Atr—4-dr. 
sedan, $2,440; 2-dr. sed., $2,386; 4-dr. 
hardtop, $2,556. Impala—4-dr. sed., $2,- 
502; 4-dr. hardtop, $2,664; 2-dr. hardtop, 
$2,599; conv. 2.349. Station Wagons— 
2-dr. 2-seat Brookwood $2,571; 4-dr. 2-seat 
Brookwood, $2,638; 4- dr, 2- seat Parkwood, 

2.749; 4-dr. 3- seat Kingswood, $2,852; 
4-dr. 2-seat Nomad, $2,897. Corvette — 
hardtop cpe. or conv., (V-8 std.), $3,875. 
OCHRYSLER—Windsor—4-dr. sed., $3,- 
204; 4-dr. hardtop, $3,353; 2-dr. hardtop, 
$3,289; conv., $3,620; 4-dr. 2-seat stat. 
wag., $3,691; 4-dr. 3-seat stat. wag., $3,- 
878. Garatege—4-dr. sed., $3,966; 4-dr. 
hardtop, $4,104; 2-dr. hardtop, $4,026. 
New Yorker—4-dr. sed., $4,424; 4-dr. hard- 
top, $4,533; 2-dr. hardtop, $4.47 6; conv., 
$4,889.50; 4-dr. 2-seat stat. wag., $4,997; 
4-dr. 3-seat stat. wag., $5,212. 300-E—2-dr. 
hardtop, $5,318.50; conv., $5,748.50. 
(Torque Flite, power steering, power brakes 
standard on Saratoga, New Yorker and 
300-E.) 

CONTINENTAL. — 4-dr. sed., $6,845.30; 
4-dr. hardtop, $6,845.30; 2-dr. hardtop, 
$6,598.30; conv., $7,066.20; town car, $9,- 
208; lWmousine, $10,230. (Tur b o-Drive, 
power stecring, power brakes standard on 
all models.) 

DeSOTO—Fireeweep—4-dr. sed., $2,904; 
4-dr. hardtop, $3,038; 2-dr. hardtop, $2,- 
967; conv., $3,315; 4-dr. 2-seat stat. was., 
$3,366; 4-dr. 3-seat stat. wag., $3,508. 
Firedome—4-dr. sed., $3,234; 4-dr. hard- 
top, $3,398; 2-dr. hardtop, $3,341; conv., 
$3,653. Firefilte—4-dr. sed., $3,763; 4-dr. 
hardtop, $3,888; 2-dr. hardtop, $3,831; 
conv., $4,152; 4-dr. 2-seat stat. wag., $4.- 
216; 4-dr. 3-seat stat. wag., $4,358. Ad- 
venterer—2-dr. hardtop, $4,427; ‘conv., $4,- 
749. (Terquefiite standard on Firefiite and 
Adventurer. Power steering and power 
brakes standard on Adventurer.) 
DODGE—Corenct Six—4-dr. sed.. $2.- 
686.50; 2-dr. sed., $2,515.50; 2-dr. hard- 
top, $2,643.50. Gorenct V-8—4-dr. sed.. 
$2,707; 2-dr. sed., $2,636; 4-dr, hardtop. 
$2,841.50; 2-dr. hardtop, $2.764; conv., 
$3,089. Royal—4-dr. sed.. $2.934; 4-dr. 
hardtop, $3,068.50; 2-dr. hardtop, $2,990. 
hardtop, $3,279.25; 2-dr. hardtop, $3,200.75; 
eonv., $3,421.50. Station Wagons—4-dr. 2- 
seat Sierra, $3,103; 4-dr. 3-seat Sierra, 
$3,223.50; 4-dr. 2-seat Custom Sierra, $3,- 

318; 4-dr. 3-seat Custom Sierra, $3,438.50. 

EDSEL.(Prices are for V-S models. 
Deduct. $83.70 for six-cylincer Rangers; 
deduct $96.50 for six-cylinder stat. wags.) 
Ranger—4-dr. sed.. $2,683.50; 2-dr. sed., 
$2,629; <4-dr. hardtop, $2,755.50; 2-dr. 
hardtop, $2,690.50. Corsair—4-dr. sed... $2,- 
812; 4-dr. hardtop, $2,884.50; 2-dr. hard- 
top, $2,819; conv., $3,072. Station Wagons 
—4-dr., 2-seat Villager, $2,971; 4-dr., 3- 
seat Villager, $3,054.70. 

FORD— (Prices are for six-cylinder mod- 
els. For V-8s, add $118.) Oustem 300— 
4-dr. sed., $2,273; 2-dr. sed., $2,219; busi- 
ness sed., $2,132. ae sed., $2,- 
411; 2-dr. sed., $2,357. Fairlane 500—4 
sed., $2,530; 2-dr. $2,476; 4-dr. hard- 
top, $2,602; 2-dr. hardtop, $2,537. Galsxie— 
4-dr. sed., $2,582; 2-dr. sed., $2,528; 4-dr. 
hardtop, $2,654; 2-dr. hardtop, $2,589; 
conv., $2,839; retractable hardtop (V-8 


$3,620; 4-dr. 2-seat 


and power 
brakes standard on Electra and Electra 


hardtop 


standard), $3,346. Station Wagons—2-dr., 2- 
seat Ranch Wagon, $2,567; 4-dr. 2-seat 
Ranch Wagon, $2,634; 2-dr, 2-seat Country 
Sedan, $2,678; 4-dr. 2-seat Country Sedan, 
$2,745; 4-dr. 3-seat Country Sedan, $2,829; 
4-dr. 3-seat Country Squire, $2,958. Thun- 
derbird—(V-8 standard) — 2-dr. hardtop, 
$3,696; conv., $3,979. 

IMPERIAL—Custom—4-dr. sed., $5,016; 
4-dr. hardtop, $5,016; 2-dr. hardtop, $4,- 
909.50. Crown—4-dr. sed., $5,647; 4-dr. 
hardtop, $5,647; 2-dr. hardtop, $5,403; 
conv., $5,773.50. sed., $6,- 
103; 4-dr. hardtop, $6,103. (Torquefiite, 
power steering, power brakes standard on 
all models.) 

LINCOLN—Lincoln—4-dr. sed., $5,089.60; 
4-dr. hardtop, $5,089.60; 2-dr. hardtop, $4,- 
902.10. Premiere—4-dr. sed., $5,594:20; 4- 
dr, hardtop, $5,594.20; 2-dr. hardtop, $5,- 
347.10. (Turbo-Drive, power steering, power 


The following imported-car prices are 
Port of Entry figures at New York, They 
include ocean freight, U. 8S, excise tax 
and import duty. They not inciade 
dealer preparation charges, U. S. trans- 
portation fees, state and local taxes or 
optional equipment, 

(Copyright, 1959, by Automotive News) 
ALFA $3,- 
519; Super Spyder, $3,932; Sprint Coupe, 
$3,951; Sprint Veloce Coupe, $4,342. 2000 
Series—2-liter roadster, $5,048; 4-dr. sed., 
$5,078. 

ARNOLT-BRISTOL—(Prices are F.O.B. 
Chicago)—Competition, $3,995; Bolide, $4,- 
245; Deluxe, $4,995. 

ASTON-MARTIN—DB2 Mark III cpe., 
$7,550; conv., $8,190. 

AUSTIN—A-35 deluxe 2-dr. sed., $1,557; 
A-40 2-dr. sed., $1,795; A-40 deluxe 2-dr. 
sed., $1,856; A-55 deluxe 4-dr. sed., §$2,- 
199. (Heater standard on deluxe models.) 

AUSTIN-HEALEY — Sprite — roadster, 
$1,795. 100-Six-—conv., $3,087; Deluxe 
conv., $3,389. (Heater standard on De- 
luxe.) 

AUTO UNION — “1000” —— deluxe coupe, 
$2,395; sport coupe (2-seater), $3,849. 

BENTLEY—Series S — Standard Steel 
Saloon, $13,695. (Automatic transmission, 
power steering, power brakes standard.) 
Other models are custom-built and vary 
considerably in price. 

BERKELEY—328-c.c. roadster (2-cylin- 
$1,595, 492-c.c, roadster (3-cylinder), 
1,745. 


BMW — Model 502/3.2 — $6,198; Model 
503/8, $9,292. 
BMW ISETTA 300-— sunroof, $1,048; 


cabriolet, $1,008. BMW (Isetta) 600—5- 
pass. sed., $1,398; sunroof sed., $1,487. 
(Heater standard on all models.) 

BORGWARD—Isabelia—2-dr. sed., $2,- 
495; stat. wag., $2,685; Touring Sport, 
$2,845; Touring Sport Coupe, $3,750. 

CITROEN — 2CV — 4-dr. sunroof se d. 
(centrifugal clutch) $1,298; ID-19—4-dr. 
sed. (air suspension). $2,833; DS-19—4-dr. 
sed. (air suspension, power brakes, power 
steering, automatic clutch), $3,333. 

DATSUN—4-dr. sed., $1,799. 

DKW—4-dr. sed., $2,395; 2-dr. sed., 
995; 2-dr. hardtop, $2,195; stat. wag., 

495. (Heater standard on all models. ) 

FACEL VEGA — Typhoon 2-dr. hardtop, 
$9,750; Excellence 4-dr. hardtop, $12,800. 
(Automatic transmission, power brakes, 
power windows, radio, heater are stand- 
ard.) 

FERRARI—‘‘250 Granturisme’’—Coupe, 
$12,000; 2-dr. Berlinetta (light car), $12,- 
000; Conv., $14,000. “250 Calif 
Conv., $12,000. 

FIAT—500 Series—2-dr. sunroof, $1,098; 
Bianchina, $1,298. 600 Series—2-dr. sed., 
$1,398; 2-dr. sunroof, $1,460; 4-dr. stat. 
wag., $1,655. 1100 Series—4-dr. sed. $1,- 
743; 4-dr. stat. wag., $2,129. 1200 Series— 
4-dr. sed., $1,998; roadster, $2,619. (Heater 
standard on all models.) 

FORD (England )—Angiia—standard 2-dr. 
sed.. $1,464; deluxe 2-dr. sed.. $1,561. 
Prefect—standard 4-dr. sed., $1,517; deluxe 
4-dr. sed., $1,661. Escort—2-dr. stat. wag., 
$1,651. Squire—2-dr. stat. wag., $1,761. 
Consul—4-dr. sed., $2,034; conv., $2,373; 
4-dr. stat. wag., $2,772. Zephyr — 4-dr. 
sed., $2,215; conv., $2,574; 4-dr. stat. wag., 
$2,945. Zedine—4-dr. sed., $2,387; conv., 
$2,865; 4-dr. stat. wag., $3,149. Thames 
800—Estate Bus, $2,433. 

GOGGOMOBIL—T-400 2-dr. sed., $1,095; 
Florida Sunroof Deluxe 2-dr., $1,135; 2- 
dr. Step-In Van, $1,350; Coupe de Ville, 
$1,450. 

GOLIATH — 1100 Series — Custom 2-dr. 
sed., $1,949; Custom conv., $2,126; Custom 
2-dr. stat. wag., $2,096; Empress Deluxe 
2-dr. sed., $2,275; Tiger Sport Coupe, §2,- 
568. (Heater standard on all models.) 

HILLMAN—4-dr. Special sed., $1,699; 


brakes standard on all models.) 
MERCURY— Monterey —4-dr. sed. 


$2,917. ‘50; 2-dr. hardtop, $2, 853.50 ; 


dr. hardtop, $3,437; 2-dr. 
2-dr. hardtop, $3,954.50; 
Station Wagons—2-dr. 

$3,144.50; 4-dr. 2-seat Commuter, 
4-dr, 2-seat Voyager, $3,793; 4-dr. 
Colony Park, $3,932: 
ard on Montclair, 
Multi-Drive 


conv. 


Voyager, 
Mere-O0-Matic, 


902; 2-dr. sed., 


036; 2-dr. hardtop, $2,958; conv. 
4-dr. sed., $3,178; 4-dr. 


2-dr. hardtop, $3, 328; conv., 


4-dr. Deluxe sed., 
2-dr, stat. wag. (Husky), 
stat. wag. (Minx), $2,299. 

JAGUAR—Mark’ 1xX—4-ar, 


$1,849; conv., 


$1,639; 
sed, 


brakes), 
drive and disk brakes), $4,542.50; 


642.50. XK-150—cpe., $4,475; cpe. 


conv. (automatic transmission), 
660; roadster 
$4,745; ‘“‘S’’ roadster (overdrive), 
LANCIA — Appia —4-dr. sed. 
conv. (Vignale), $4,565; cpe. 
$4,673; cpe. (Zagato), ‘$4,873. 
conv. (Farina), $5,905; 
Flaminia—4-dr. sed., $6,098. 
LLOYD—600 Series—2-dr. 
2-dr. sunroof sed., $1,445; 


sed., 


sunroof stat. ‘wag., 
dr 
6-passenger sunroof ‘stat. 

2-dr, 6-passenger stat. wag. 
base), $1,795; 2-dr. 
stat. wag. (long wheelbase), 


‘wag., 


$1,895. 


MAICO—700 Sport—2-dr.’ sed., $1,845. 

MERCEDES-BENZ—180—4-dr_ sed,, $3,- 
(diesel engine), $3,- 
190-D—4-ar. 
$3,708. 190-SL—road- 
cpe.-roadster 
(with interchangeable hard and soft tops), 
$3,823. 220 
epe., $7,641; conv., $7,641. 
300-SL 
cpe.- 
hard and 
(Heater standard on 
all models. Power brakes standard on all 
models except 180, 180-D, 190 and 190-D. 
Automatic transmission standard on 300-d 


240. 180-D—4-dr. sed. 
517. 190—4-dr. sed., 
sed. (diesel engine), 

ster, $5,020; cpe.. 


$3,431. 
$5,232; 


$5,416. 219—4-dr. 
dr. sed., $4,2 
300-4—4-dr. hardtop, $10,418. 
roadster, $10,928; conv. $11,106; 
roadster (with interchangeable 
soft tops), $11,375. 


sed., 


hardtop.) 


METROPOLITAN — 2-dr, hardtop, $1,- 
$2,462; 


626.10; conv., $1,650.10, 
MG—MGA—conv, (disk wheels), 


$2,- 
831.50; 2-dr. sed., $2,767.50; 4-dr. hardtop, 
conv., 
$3,149.50. Montelair—4-dr. sed., $3,308; 4- 
hardtop, $3,- 
356.50. Park Lane—4- dr. hardtop, $4,031; 
$4, 206. 
2-seat Commuter, 
$3,215; 
2-seat 
(Mere-0-Matiec stand- 
Colony Park. 
power steer- 
ing, power brakes standard on Park Lane.) 
OLDSMOBILE—Series 88—4-dr. sed., $2,- 
$2,837; 4-dr. hardtop, $3,- 
$3,286; 
4-dr. 2-seat stat. wag., $3,365. Super a8 | 
hardtop, $3,405; 
$3,595 ; 4-dr. 


Port-of-Entry Prices Imported Cars 


$2,099; 
4-dr. 


(auto- 
matic transmission, power steering and disk 
$5,935. 3.4 Litre Sedan—(over- 
(auto- 
matic transmission and disk brakes) %4,- 
auto- 
matic transmission), "$4,725; conv., $4,595; 
$4,845; 
roadster, $4,495; roadster (overdrive), $4,- 
(automatic transmission), 
$5,095, 
$2,967; 
(Farina), 
Aurelia — 
cpe., $5,905. 


$1,395; 
$1, 510: 
2-dr. 4-passenger stat. wag., $1, 445; 2-dr. 
$1, 500; 
6-passenger stat. wag., $1,675; 2-dr. 
$1,740; 
Giong wheel- 
6-passenger sunroof 


2-seat stat. wag., $3,669. Series 98—4-dr. 
sed., $3,890; 4-dr. hardtop, $4,162; 2-dr. 
hardtop, $4, 086; conv., $4,366. (Hydra- 
Matic, power steering, power brakes stand- 
ard on Series 98.) 

PLYMOUTH — (On six-cylinder models, 
add $119.50 for a V-8 engine). Savoy Six 
—4-dr, sed., $2,282.75; 2-dr. sed., $2,232; 
business cpe. (V-8 not offered), $2,142.75. 
Belvedere Six—4-dr. sed., $2,439.75; 2-dr. 
sed., $2,389.25; 4-dr. hardtop, $2,524.75; 
2-dr. hardtop, $2,461.25. Station Wagon 
Six—-2-dr. 2-seat Deluxe, $2,574.25; 4-dr. 
2-seat. Deluxe, $2,641; 4-dr. 2-seat Custom, 
$2,761.50. Plymouth V-8—(On the follow- 
ing models, a V-8 engine is standard and 
a six-cylinder engine is not available.) 
Belvedere — conv., $2,814.25. Fury — 4-dr. 
sed., $2,690.50; 4-dr. hardtop, $2,771.25; 
2-dr. hardtop, $2, 714.25. Sport Fury—2-dr. 
hardtop, $2,927.25; conv., $3,125.25. Sta- 
tion Wagons—2-dr. 2-seat Custom, $2,- 
$14.25; 4-dr. 3-seat Custom, $2,990.75; 4- 
dr, 2-seat Sport, $3,020.75; 4-dr. 3-seat 
Sport, $3,130.50. 

PONTIAC—Catalina—4-dr. sed., $2,704; 
2-dr. sed., $2,633; 4-dr. hardtop, $2,844; 
2-dr, hardtop, $2,768; conv., $3,080; 4-dr. 
2-seat stat. wag., $3,101; 4-dr. 3-seat stat | 
wag., $3,209. Star Chief—4-dr. sed., $3,- 


conv. (wire wheels), $2,546; coupe (disk 
wheels), $2,695; coupe (wire wheels), $2,- 
785. MGA-DOHC—conv., $3,320; cuope, $3,- 
640. sed., $2,740. (Heater 
standard on Magnette.) 

MORETTI—750 Coupe, $2,495; Super 
Panoramica Sedan, $2,495; four or five- 
passenger station wagon, $2,580; six or 
seven-passenger station wagon, $2,664; 1200 
Spider conv., $4,348. 

MORGAN—‘‘Plus Four” cpe., $2,855. 

sed., 
$1,678; 2-dr. sed., $1,495; conv., $1,574; 
2-dr., stat. wag., $1,798. Deluxe—-4-dr. sed., 
$1,718; 2-dr. sed., $1,599; conv., $1,636; 
2-dr. stat. wag., $1,825. 

NSU PRINZ—2-dr. sed., $1,398; sunroof 
sed.. $1,487. NSU Pring 36—2-dr. sed., 
$1,458; sunroof sed., $1,547. (All are 5- 
passenger models. Heater standard on all 
models.) 

OPEL—Rekord — 2-dr. sed., $1,957.50. 
Caravan 2-dr. stat. wag., $2,262.60. 
(Heater standard on both models.) 

PANHARD—Dyna Deluxe 4-dr. sed., $1,- 
995; Dyna Deluxe Super 4-dr. sed., $2,065. 

PEUGEOT — 403 — 4-dr. sunroof sed., 


$2,175. 


PORSCHE—1600 Series—conv., 
Super conv., $3,981; cpe., $3,700; Super 
cepe., $4,150; Carrera cpe., $5,700; hardtop, 
$3,865; Super hardtop, $4,315; Carrera, 
hardtop, $5,865; cabriolet, $3,950; Super 
cabriolet, $4,400; Carrera cabriolet, $5,950. 

RENAULT —4CV 4-dr. sed., $1,345; 
Dauphine 4-dr. sed., $1,645. (Heater stand- 
ard on both models.) 

$2,316. 


RILEY—1.5 4-dr. 
standard.) 

ROVER —90—4-dr. Deluxe sedan, $3,395. 
106—4-dr. Deluxe sedan, $3,625 (automatic 
overdrive. Heater standard on both mod- 
els.) 

ROLLS-ROYCE—Sillver Cloud—Standard 
Steel Saloon, $13,995. ‘(Automatic trans- 
mission, power steering, power brakes 
standard.) Other models are custom-built 
and vary considerably in price. 


sed., (Heater 


2-dr. sed., 


sed., 
450 conv., 


499; conv., 


120.50; 
wagon, 
266.50; 2-dr. sed., $2,174.50; Combi-wagon, 
$2,383. 


wag... 
$2,514.65; 9%-passenger 
546.55; 


wag.. 
$2,675; hardtop, $2,835. 


957.50; 4-dr. 
(Heater standard on both models.) 


dr, 
(8-pass.), 
luxe stat. 
$2,737. Karmann Ghia—cpe., $2,445; conv., 
$2,725. 


wag., 
morieis. 


688; 
deluxe 4-dr. sed. $1,799; deluxe 4-dr. sun- 
roof sed., $1,889; 2-dr. stat. wag., $1,898; 
4-dr, deluxe stat. wag., $2,085; conv., 
099; coupe, $2,199; 
(Heater standard on all models.) 


005; 2-dr. sed., $2,934; 4-dr. hardtop, $3,. 
138. Bonneville —4-dr. hardtop, $3,333; 2-dr, 
hardtop, $3,257; conv., $3,478; 4-dr. 2-seat 
stat. wag., $3,532. 

RAMBLER—American—2-dr. Deluxe sed., 
$1,835; 2-dr. Super sed., $1,920; 2-dr. 2. 
seat Deluxe stat. wag., $2, 060; 2- ‘dr. 2-seat 
Super stat. wag., $2,145. Deluxe Six—4-dr, 
sed., $2,098. Super Six—4-dr. sed., $2,268; 
4-dr. hardtop, $2,343; 4-dr. 2-seat stat. 
wag., $2,562. Custom Six—4-dr, sed., §2,. 
383; 4-dr. 2-seat stat. wag., $2,677. 
V-8—Super—4-dr. sed., $2,398; 4-dr. 2-seat 
stat. wag., $2,692; Custom—4-dr. $2,- 
513; 4-dr. hardtop, $2,588; 4-dr. 2-seat 
stat. wag., $2,807. Ambassador—Super— 
4-dr, sed., $2,587; 4-dr. 2-seat stat. wag,, 
$2,881. Custom—4-dr. sed., $2,732; 4-dr. 
hardtop, $2,822; 4-dr. 2-seat stat. wag., 
$3,026; 4-dr. 2-seat hardtop stat. wag., 
$3,116. 

STUDEBAKER—Lark Deluxe Six—--dr, 
sed., $1,995; 2-dr. sed., $1,925; 2-dr. 2-seat 
stat. wag., $2,295. Lark Regal Six—4-dr, 
sed., $2,175; 2-dr, hardtop, $2,275; 2-dr, 
2-seat stat. wag., $2,455. Lark Regal V-8— 
4-dr. sed., $2,310; 2-dr. hardtop, $2,410; 
2-dr., 2-seat stat. wag., $2,590. Silver 
Hawk—six-cylinder cpe., $2,360; V-8 cpe., 
$2,495. 


SAAB—“‘93B’’—2-dr. sed., $1,895; 2-dr, 
sed, (automatic clutch), $1,995; 2-dr. sun 
roof sed., $2,019; 2-dr. sunroof sed. (auto- 
matic clutch), $2,119. Granturismo 750— 
$2,568. (Heater standard on all 
models. ) 

SIMCA—Aronde—Deluxe 4-dr. sed., $1;- 
698; Super deluxe 4-dr, sed., $1,798; 
Chatelaine 2-dr. stat, wag., $1,963; Plein 


Ciel 2-dr. hardtop, $2,947; Oceane conv., 
$3,167. Artane (4-cylinder)—4-dr. sed., 
998. 
Vedette V-8—Beaulieu 4-dr. sed., $2,298. 


$1, 


Ariane V-8 4-dr. $2,098. 


sed., 


SKODA—S-440 2-dr. 
$1,787; 2-dr, stat, 
$2,395. 
SUNBEAM— Rapier—2-dr. 
$2,649. 
TAUNUS — Standard — 4-dr. 
2-dr. sed., $2,028.50; 
$2,237. Deluxe — 4-dr. 


sed., $1,687; 8-445 
wag., $1,995; 
hardtop, $2,- 
sed., $2,- 
Combt 
sed., 2,- 


TEMPO—M ata do r—3-passenger stat. 
$2,482.75; 6-passenger stat. wag., 
stat. wag., $2,- 
12-passenger stat. wag., $2,712.50. 
TOYOPET — Crown 4-dr. sed., $1,989, 
(Los Angeles port-of-entry price.) 
TRIUMPH—4-dr. sed., $1,699; 4-dr. stat. 
$1,899. TR-3 (sports cars)—softtop, 


VAUXHALL — Victor — 4-dr. sed., $1,- 
2-seat stat. wag., $2,262.60, 
VOLKSWAGEN —2-dr. sed., $1,545; 2- 
sunroof, $1,625; conv., $2,045; Kombi 
$2,020; stat. wag., $2,120; de 
wag., $2,576; deluxe camper, 


(Heater standard on all models.) 
VOLVO—2-dr. sed., $2,238.53; 2-dr. stat. 
$2,490. (Heater standard on beth 


WARTBURG—Standard 4-dir. sed., $1,- 
standard 4-dr., sunroof sed., $1,778; 


$2,- 
sports roadster, $2,799. 


New Commercial-Car Registrations, 
States for 1958-1957 


istrations by stetes are 

weekly, as compiled 

state capitals. 


Stude- 
baker White Willys 


States Previously Reported 
_ For November ‘57 
California ‘ss! 

Massachusetts ‘ss 
‘57 
Mississippi ‘ss 
‘57 

Missouri ‘ss 
‘57 

New York ‘ss 
Texas 
‘57 

Washington *58) 
4 States Reported ‘ss 
__To Date for November ‘57 
Year = 
To Date ‘57 


~The information contained in this report = been compiled from official state documents. 


__ 


Mack Misc. TAL 
635 202 842 174 1749, 3722 
737 777 __ 147 __ 1041 
14| 3 14 16 33 1050 
8S 313 272 3049 
92 14 104 177 3575 
48 77 131 110 117 5235 
3 43 16 1064 
~~ $27 772 1182 2434 2895| 55222 
~ 70826 3718! 11050! 19098! 29460! 647123 
12218 6082; 13658| 1962! 18329| 790359 


Every reasonable precaution has been 


are = * insure accuracy of this report to the extent of the registrations received ,and tabulated at the time the report is published. 


k & Co. cannot assume any liability by reason of inaccuracies or omissions."—R. L. Polk & Co. 


exception Oregon, this summary complete for the stated 1958 period. The year-to-date figures and the 
year-to-date figures reflect Oregon through June only. 


New Passenger-Car Registrations, States for 1958-1957 


registrations 


states 


“The information contained this report has been compiled state documents. Every reasonable tabulated the time the report blish 


With the exception of Oregon, this summary is complete for the stated 1958 


The ar-to-date fig the 1957 flect 


total. The 1957 figures for Continental are included the Lincoln 


m¢ 
h 
m 
ret 
a! 
tre 
ac 
4 w 
al 


top, $3,. 
2-seat 


xe sed., 
2-ir, 2. 


2-seat Attorney at Law 
FEW weeks ago higher court 
uper— held that wrecker used for 
towing automobiles distress can 
wag., and that drivers 
other automo- 
2-seat biles are legally 
bound 
able” care not 
Silver collide with the 
wrecker. 


For illustration, 
Duff Page 


Co., 249 Fed. (2d) 
137, was shown 
that Duff, the 


tomobile, was seriously injured 
$1,798; when collided with wrecker 
which was standing the highway 
$1, while attempting free auto- 
mobile from snowbank. 
The higher court refused 
95; hold the owner the wrecker 
liable damages Duff, but 
the owner the wrecker for 
$2,- The higher court explained that 
stat. mobile used for towing automobiles 
wag trouble can use the highway 
reasonably accomplish its pur- 
Must Prove Insecurity 
higher courts agree that 
62.60, least percent the lawsuits 
among automobile dealers result 
from ambiguous and uncertain con- 
tracts. Hence, readers who want 
win suits should make their con- 
tracts clear and fully explanatory. 
stat, Mere words without explanations 
usually mean nothing the courts. 
For instance, Burris Com- 
1,778 mercial Credit Corp., 146 (2d) 
218, the testimony showed: au- 
tomobile dealer sold automobile 
one Burris under conditional 
contract which specified that the 
dealer could demand payment 
the full balance due should 
deem itself the vehicle “inse- 
cure.” 

Later the dealer discovered that 
the automobile had been used 
the purchaser’s brothers, without 
permission, criminal activity 

holding gasoline service sta- 


tion. 
Although Burris was not de- 


fault payments the automobile 
dealer immediately repossessed 
the automobile the grounds 
that was “insecure.” 
subsequent litigation, the 
higher court held that the dealer’s 
act repossessing the automobile 
1428 was unlawful, indicating that the 
purchaser may recover damages 
from the dealer. 
This court explained that au- 
dealers would only explain 
detail special agreements with 
automobile purchasers, the courts 
would not have “guess” the 
legal meaning such contracts. 
other words, instead using 
been single word “insecure” the 
hed. contract, this automobile dealer 
1957 should have added another clause 
explaining detail the exact legal 
the word “insecure.” 
This court went explain 
that the time the purchaser 
Plant-Safety Record 
established the best safety record 
3248 its 61-year history, according 
4248 Jack Wolfram, general manager. 
3873 said that lost-time accidents 
among the division’s more than 11,- 
000 workers averaged less than one 
for every million man hours 
worked. 
3068 “This record becomes even more 
Meaningful,” said, “when you 
9724 that during the more than 
18% million hours worked Olds- 
Mobile employes last year, there 
4830 Were only accidents which re- 
5375 lost time the individual 
4688 involved.” 
2474 
Adds Taunus 
CHICAGO.—Grand-Central Mer- 
7134 dealer for Taunus, according 
Buttitta, president, The firm also 
handles Edsel. 
— 
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Lawsuits Affecting Dealers 


Court Decisions 


automobile signs purchase 
contract not particularly in- 
terested its detailed contents. 
But, becomes dissatisfied with 
the deal, goes lawyer who 
reads and interprets the contract 
favor the automobile buyer. 
Hence, complicated and expensive 
law suit may result. 
+ * * 


$25,000 Damages 


month higher court held 
and automobile dealer liable 
$25,000 damages automobile 
driver named Fox who suffered 
broken left knee cap and three 
broken ribs when her automobile 
collided with truck which had 
stopped the highway. 

For illustration, Fox Hayes 
Freight Lines, 244 Fed. Rep. (2d) 
305, was shown truck had 
stopped the highway after 
unsuccessful attempt start an- 
other truck pushing the 
highway. This was night and 


automobile driven Fox col- 
lided with the stalled truck. 


The higher court held the 
owner the truck liable dam- 
ages Fox although the testi- 
mony showed that the driver 
the stalled truck had lighted 
20-minute red fusee and placed 
near the center the driving 
lanes approximately 1,500 feet 
from the truck. The court said: 


“True, red light danger 
signal, but signal which 
usually points out the place 
danger. this case the danger 
was 1,500 feet east the fusee.” 

Hence, according this late 
higher court decision, automo- 
bile dealer has protection 
against damage suits cases 
this kind, unless the testimony 
proves that red light, flare 
fusee was placed close proximity 
the stalled motor truck. 

Also, with respect the argu- 
ment that the damages $25,000 
awarded Fox are excessive for 
broken left knee cap and three 

“It may admitted that the 
award made the jury was gen- 1926 Relic Replaced— 
erous, but cannot say that there| Tom White, second from left, White Chevrolet, Coldwater, Mich., hands Fire Chief 
was any abuse the trial Walsh the keys 1959 Chevrolet one-ton pickup which will replace the 
discretion and, our judgment, Chevrolet hose and ladder truck Quincy, Mich. Seated the seat 
award was not ‘grossly Leo Sattler, volunteer fireman and veteran driver the old truck. 


WINDSHIELD 
SOLVENT 


Developed for the new 
ELECTRIC WASHERS... 
for 
ALL types WASHERS 


DIRECTED 


USED 


Added creates Solution won’t stain car finishes. 


non-foaming solution. Leaves windshield clear—no 


Ideal for all types washers. spotting. 
Helps dissolve and remove Assures anti-freeze protection 
hazardous road film, bugs and washer jar. 


grime, all year ’round. 


Bottles marked with handy oz. 


Distinctive blue-green color. measuring units label. 


Order NEW, FAST-SELLING DELCO WINDSHIELD WASHER 
SOLVENT from your United Motors Distributor TODAY 


DELCO APPLIANCE DIVISION 
GENERAL MOTORS CORPORATION 
Rochester New York 


The Leading Manufacturer Electrically Powered Accessories for the 
Automotive Industry Electric Windshield and Washers Window 
Lifts Antenna Lift Motors Seat Actuators Heater, Air Conditioning 
and Defroster Motors Vent Window Actuators Trunk Closures 


GENERAL 
MOTORS 


OTHER SOLVENT OFFERS ALL THESE ADVANTAGES: 


Quantity 


ONE THE 
LARGEST AND MOST MODERN 
PRODUGTION FOUNDRIES 
ESTABLISHED 
THE WHELAND COMPANY 


GASTINGS 
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Used-Car Notes 


JACKSON, Miss.— The recently 
organized Jackson Used Car Deal- 


ers has adopted code sold. The prizes were 


ethics protect the public. The 
association announced dedi- 
cated the proposition bringing 
good vehicles the attention 
the prospective buyer through rep- 
utable firms. 

The code includes the following 
points: Employing truth and ac- 
curacy selling and advertising, 
standing any guarantee given 
with the sale used car, fur- 
nishing every purchaser with 
approved bill sale, not selling 
former taxicabs without stating. 


Not performing any act bring 
disrepute upon the used car in- 
dustry, complying with local, state 
and national rules and laws govern- 
ing used cars; expose halt any 
scheme designed deceive fraud 
the public and, further, aid pros- 
ecuting guilty parties. 

Officers the new association 
are Howard Wilson, president; 
Allen Vaughn, vice-president; Seeb 
Holmes, secretary-treasurer, and 
Bill Langly, Horace Slay and 
Graves, directors. 

> 


Dealers ‘Bid’ for Prizes 


Auction’s Anniversary 


WEST PALM BEACH, 
More than prizes were given 
away exchange for “auction 
marking the sixth-month anniver- 
sary sales the West Palm Auto 
Auction. 

The auction bucks were acquired 
dealers the previous four 


Light your lot like Christmas with 


Fits any size 


light bulb 


traffic-stopping 


MONTH GUARANTEE) 


Shipped prepaid. Enclose check with order. 


TO: STARBRAND Sales Corp., 146 McLean Place, Indianapolis Indiana 


Ship prepaid the following per our order and check: 


Standard Reflectors Assorted Colors 


months’ sales, with 100 bucks being 


given for every car registered, 


auctioned off after the regular sale, 
which the firm reported the sale 
percent the 260 autos 


handled 
* + 


Philadelphia Dealers 


Name Berr President 

Milton Berr 
has been elected president the 
Philadelphia Independent Automo- 
bile Dealers Assn. 


William Rush was elected vice- 
president; Willard Rothberg, secre- 
tary, and Lawrence Dresner, 
treasurer. New directors are Ben 
Franks, Charles Mardigian, Louis 
Schlifer, George Grant, Harold Rat- 
cliffe and Charles Burdumy. 


Lozan Elected President 


DAYTON, O.— Robert Lozan, 
operator Bob Lozan Auto Sales, 
has been elected president the 
Miami Valley Used Car Dealers 
Assn. succeeds 
Siewe, 
Siewe Auto Sales, 
who becomes 
chairman. 

Other new offi- 
cers are George 
tors, vice-pres- 
ident; Walt Sei- 
kel, Walt Seikel 
Motor Sales, 
treasurer; Ben 
King, K-B Mo- 
tors, secretary, and Frank Lutz, 


|Lutz Used Cars, sergeant-at-arms. 
> 


Small Cars, Big Cars— 


Lot Has Army Tank 


Army tank appeared the lot 
Kostoff Auto Sales, Inc., Lack- 
Walter Kostoff, part- 
ner the firm, said the M-4A3 
unit for sale, but 
quote price. 

buyer can found, the 
firm will use work vehicle 
its scrap yard. The tank 
powered 500-horsepower en- 
gine. All weapons have been re- 
moved. 


Sticker Adopted 
Phila. Dealers 


PHILADELPHIA.—The Philadel- 
phia Independent Automobile Deal- 
ers Assn. has adopted the use 
windshield stickers drive 
acquaint the public with the associ- 
ation, its membership and ethics 
code. 

The action was taken meet- 
ing which Milton Berr was 
elected president. Other new offi- 
cers include: 

William Rush, Charles Auto Co., 
vice-president; Willard Rothberg, 
Merrill Motors, secretary, and 
Lawrence Dresner, Charles Auto 
Co., treasurer. Mrs. Anne Perry 
was renamed executive secretary. 

> 


Ballard Edsel, 


Enters Used-Car Field 


SALT LAKE Russ Bal- 
lard jr., Edsel dealer here for the 
last year has entered the used-car 


business. sold his Edsel-Britigh 
Ford interests Lake 
Mercury. 

For one year will lease 
the one-acre lot occupied 
Kars while the firm liquidates 
stock used Cadillacs. After 
Ballard said will take over 
entire lot. 

+ * 


Smith Handle Used Cars 


MEMPHIS.— Norman Smith 
former new and used-car 
manager Bluff City Buick 
has opened used-car 
here 2484 Poplar. The new firm 
will known Norman 
Auto Sales, Inc. 


Sues 


Auction Operator 


DECATUR, Champaign 
used-car dealer has sued Charles 
Witts, operator Witts Auto 
Auction, for $6,779 the purchase 
two autos. 


Clifton Christman, 
Auto Sales, said that after sold 
the two cars, they were repossessed 
from their new owners two 
Louis dealerships. 


Christman contended that the 
titles were not clear when 
bought the cars and that was 
unaware it. The suit covers the 
cost one car and the profit 
said realized plus $3,179 said 
cost him replace the other car 
for his customer. 

> 


Arizona Independents 


Elect Moffat President 


TUCSON, Ariz.—J. 
Tucson, has been elected president 
the Independent Automobile 
Dealers Arizona. Other new of- 
ficers are Alan Coe, 
dent; Barry Giles, secretary; 
Whiteman, treasurer, and Harold 
Preston, 

The group also voted provide 
aid for needy families. Schools will 
asked select families needing 
food, clothing and medical aid. 

> 


Firm Opens Peoria 

PEORIA, Country 
Motors, Inc., has been formed here 
handle used cars. Paul Beard, 
who one time operated three 
used-car lots Peoria, principal 
stockholder and Jim Smith jr. 

> > 


Ala. Independents Publish 


Member Phone Directory 

MONTGOMERY, Ala. Publica- 
tion membership telephone 
directory has been announced 
the Alabama Independent Automo- 
bile Dealers Assn. 

The directory being published 
instead the usual convention 
magazine, which officers and di- 
rectors concluded little value 
members after the convention, 
said Cecil Shirley, AIADA 


ident. 
> 


Oregon UsedCar Group 
Elects Bisio President 


PORTLAND, Ore—Ernest 
Bisio has been elected president 
the Oregon Used Car Dealers Assn. 

Reuben Roth 
Don Harris, secretary; Peter Dunn, 
treasurer, and James Spasson, ser- 
geant. Directors include John Othus, 
Bert Torson and Robert Fries. 


Pr: 


Every 
Ralston 
a free 
as the 
The 
service 


given over the shop. The dealership, which recently added Renault its line, 
headed Walter Dufresne, who started the Boise firm 1923. 


Deluxe month guarantee) Assorted Colors Dufresne Opens New Building— 
500 $52.00 Doubled floor space the chief feature the new showroom 
and shop opened Dufresne Auto Co. Boise, The brick-faced 
DEALERS ing provides total 21,825 square feet floor space, with 3,400 square feet 
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AUSTIN, the 1959 ses- 
sion, several legislators expect 
support bills which 

would require Texas motorists 
have liability insurance before they 
can issued license plates. 

present, Texas has financial 
responsibility law which requires 
motorist post, effect, $15,000 


than $25. 


* * 


Merger OK’d Companies 


Texas, Massachusetts 
ATTLEBORO, Mass.—Directors 
Texas Instruments, Inc., Dallas, 
and Metals Controls Corp., 


Profitable Promotion— 
Every person who buys new car from 
Motor Co. Al- 
Ore., gets card entitling them 


free chassis lubrication every 1,000 

the original buyer retains ownership. respective stockholders merger 
The promotion said responsible| Metals Controls into Texas 


Sold service orders. Bob Ralston, left, general 
ssed and partner the 


The merger would accom- 
plished through exchange 
stock, they said. The merger plan 


WHEN WILL 
CAR 
READY? 


Here’s how you can help increase 


Bartlett Ave., Toronto 


one 
mo- 
with your present setup 
hed 
With Executone Intercom has helped increase 
just push button and talk! service jobs from 20% 50% 
ion, Production continuous their present facilities— 
uninterrupted. Jobs arerouted, and profits have jumped ac- 
parts and tools ordered, infor- cordingly. Learn how you can 
mation exchanged—all with- sell more customer labor, 
out wasteful running customer goodwill, 
Large and small dealers your profits with Executone. 
everywhere report the new Mail coupon below today. 
3sn. 
nt; GOING CHICAGO? 
Executone the N.A.D.A. 
Convention, Booth 24-25 
INTERCOM, VOICE-PAGING AND 
SERVICE DISPATCHER SYSTEMS 
EXECUTONE, INC., Dept. U-7 
415 Lexington Ave., New York 17, 
Without obligation, please send booklet describing 
how Executone helps turn out more service jobs. 
Name 
00m 
sild- Pir 
feet 


which damage amounts rubber 


Auto Briefs 


will submitted stockholders 
soon, they added. 


Carlisle Buys Tensolite 
CARLISLE, Pa, Carlisle Corp. 
has acquired Tensolite Insulated 
Wire Co., Inc., Tarrytown, 
Tensolite products are used 
guided missiles, rockets, jet air- 


bond have liability insurance radar and other electronic 


and electrical applications. Carlisle 
and plastic products. 
+* 


Registration Record 


Monroe 
County reached new peak 
215,901 1958. The figure included 
168,192 passenger cars, also new 
high. 1957 there were 211,925 
vehicles registered the county. 

* 


Tyrex Prices Boosted 


CLEVELAND.—Industrial Rayon 
Corp. has raised the prices its 
viscose tire yarn cents 
pound for 1100 denier and 
cents per pound for 1650 denier. 
The increases are three cents and 
two cents per pound, respectively. 


Minninger Sells Beers 


PORTLAND, Ore—Walter 
Beers has purchased the interests 
Frank Minninger Italian Mo- 
tors Scooters, Ltd., Vespa distrib- 
utors for the Northwest. 

Makers Containers 


Announce Plans Merge 


RITTMAN, O.—American Box 
Board Co., Grand Rapids, Mich.; 
Central Fibre Products 
Quincy, and Ohio Boxboard 
Co., Rittman, have announced 
plans merge their companies. 

The joint announcement said 
the merger plan, with the ap- 
proval each company’s direc- 
tors, will presented stock- 
holders each company soon 
details can worked out. 


Farber Brothers Expands 


Brothers, 
Inc., seat-cover manufacturer, an- 
nounce the addition 50,000 square 
feet floor space expansion 
plan for 1959, which marks the be- 
ginning its 40th year busi- 
ness. The new building adjacent 
the present building 821 Lin- 
den Ave. 


> 
County Tag 
COVINGTON, new 
license tag for automobiles and 
trucks will into effect Apr. 15, 
was announced the Alleghany 
County Board Supervisors. 
> 


Guide Dipstick Markings 
Offered Chek-Chart 


Corp. 
has published pocket-size dipstick 
chart. 

The chart over 
exact-scale drawings crankcase 
dipsticks popular S.-built 
cars for the last ten 
years. When compared the 
crankcase dipstick, glance the 
chart tells the dealer that one, two, 
three quarts oil are needed 
fill the crankcase. 


Collins Aikman Begins 


Mat Fabrication 


ALBEMARLE, C.—Collins 
Aikman Corp. has leased building 
downtown Albemarle and will 
use for fabricating automobile 
mats. 

This will new operation for 
Collins Aikman. Although the 
firm manufactures carpeting used 
automobiles, has not been 
fabricating the materials into fin- 


ished mats. 
* 


Miller Mfg. Acquires 


Crawford Steel Foundry 


DETROIT.—J. McDougal, 
president Miller Mfg. Co., De- 
troit, has announced the acquisition 
Crawford Steel Foundry Co., 
Bucyrus, 

The Crawford foundry occupies 
about 80,000 square feet floor 
employs average 150 persons 
and manufactures carbon, low 
alloy and leaded steel castings 


ranging weight from one pound 
6,000 pounds, Crawford one 
five wholly owned subsidiaries 
the Miller organization. 

* 


Eaton Plant Opens Brazil 

CLEVELAND.—Eaton, A., the 
Brazilian subsidiary Eaton Mfg. 
Co., Cleveland, has started opera- 
tions new plant near Sao Jose 
dos Compos, about miles from 
Sao Paulo. The plant one- 
story design, with 25,000 square feet. 

* * * 


Western Pa. Plymouth Unit 


Elects Wilson President 

DORMONT, Pa—E. Wilson, 
president Liberty-Dormont Mo- 
tors (DeSoto-Plymouth), Dormont, 
has been elected president the 
Western Pennsylvania Plymouth 
Dealers 

Other officers are: Byron Fisher, 
Fisher Motor Co., New Kensington, 
vice-president, and Bernard Che- 
papp, Avenue Motors (Dodge-Plym- 
outh), Braddock, treasurer. 


Cummins Diesel Sets 


International Subsidiary 


COLUMBUS, Ind.—Cummins 
Diesel International, Ltd., has been 


trace more sales our Yellow Pages 


established promote the sale and 
service Cummins diesel engines 
international markets. The com- 
pany headquartered Nassau, 
Bahama Islands, with additional 
offices soon opened Europe 
and South America. 

The firm wholly owned sub- 
sidiary Cummins Engine Co., 
Inc., but will independently 
staffed and operated. Carr, 
for many years manager Cum- 
mins export distribution, has been 
named resident manager the 
new company. 


Ford and 


Expand Michigan Mine 

Ford Motor Co. 
and Cleveland-Cliffs Iron Co. have 
announced program double 
production capacity their jointly 
owned Humboldt Mining Co. 
Michigan’s Upper Peninsula. 

The outstanding feature the 
project will the installation 
“pelletizing” equipment produce 
high-grade pellets from the iron 
ore concentrates. Humboldt will 
able produce about 640,000 tons 
pellets annually. Construction 
work has begun, and commercial 
output pellets will start mid- 
1960, 


ads than any other 


says William Torrey, Jr., 
Torrey Motor Co., Washington, D.C. 


“The Yellow Pages the only 
continuous advertising 
planned basis. certainly 
pays off for us. More and more 
our customers say they found 
the Classified. 


“We sell large number new 
cars year, and can trace 


in The Heart Of Downtown 


Let Service Your Car While You Shop 


more sales our Yellow Pages 
ads than any other advertising 
use.” 


The Yellow Pages can 
selling job for you, too. Let the 
Yellow Pages man show you 
how this year-round promotion 
can build better business. Call 
your local Bell telephone 
business office today. 


THIS DISPLAY shown 


reduced) stays the job 365 days 
year, building sales and boosting 
service calls for Torrey Motors. 


TRADE-MARK TIE-INS, plus other ads 
and listings, identify Torrey Motors 
authorized Dodge-Plymouth 
pin-point its location. 


DODGE AUTHORIZED SALES 


SERVICE 
Dependable car 


“WHERE BUY THEM” 


mith 
DODGE 
7840 


Legislative Roundup 


(Continued from Page 17) 


used-car dealers also may issue, emphasis probably will 
sought number states. new and revived proposals 
Bills aimed curbing the use blocking sales below cost 

device the service station and 

other retail fields will flood Ads Face Curb 


tures, some instances calling for 


proposing taxes, license fees and 
advertising and other deceptive 
other restrictions intended make trade practices, Laws ban Sun- 


their use unprofitable. day selling will sought many 

oline-price wars will widely pro- Truck-size and weight limits and 
posed, tates where registration reciprocity will 
with the industry 
hoping for further removal 
artificial obstructions the max- 
imum usefulness truck trans- 
portation. 

With urban transit systems in- 
creasingly squeezed between mount- 
ing operating costs and dwindling 
number passengers, lawmakers 
many states will urged 
seek solutions through such steps 
as: 
transit firms, legislation permit 
subsidies blic transportation 
operators, and measures facili- 


Gabriel Division 


Plans Expansion 


CLEVELAND.—The expenditure 
approximately million over 
the next four years expand and 
intensify research and development 
programs the Gabriel division 
Gabriel Co., has been announced. 


The program calls for the tripling 
23,000 square feet and the expend- 


State and local tax relief for 
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shop and other forms union se-| with measures aimed banning 
curity contracts, will revived discrimination because 
wide scale. age. 
Strong and effective opposition 
having played expected continue proposals 
role bringing about the new sickness temporary dis- 
feat the general election pro-| ability acts. Designed provide 
posed new “right-to-work” laws benefits wage earners un- 
five out six states, organized| able work because nonoccu- 
labor will fight for legislative re-| pational disability, such laws have 
peal such measures the far been enacted only Cali- 
states now having them. also fornia, New Jersey, New York and 
seek Federal legislation abolish Rhode Island. 
such state laws. 
Meanwhile, advocates “right- Higher Jobless Aid Likely 
ening unemployment com- 
statute books laws will continue. Mean- 
Other types labor legislation while, employers many states 
will Ives” face higher unemployment-tax con- 


bills, aimed protection union 


rights. 

New and more effective state 
conciliation and mediation facilities 
will proposed many states. 
Broadened regulation employe 
health and welfare funds also will 
sought. 


ar. 
Continued expansion appears 
likely the trend toward new 
and broadened state regulation 
wages and hours areas em- 
ployment not covered Federal 
law. the same time, state mini- 
mum wage levels will revised 
further upward through adminis- 
trative action under existing laws. 
Increased benefits and other lib- 
picketing, requirements for eralizations will continue en- 
ballots for strike authorizations,| acted the field workmen’s 
requirements for unions issue| compensation, This will accom- 
detailed financial statements to| panied further efforts im- 
members, bans against prove the administration such 
contributions labor unions, bans| programs and promote indus- 


* * * 


Other Curbs Proposed 


proposals also will 
aimed new restrictions 


iture more than $200,000 for 
specialized testing equipment, More 
than new engineers, draftsmen, 
technicians, and expert machinists 
will added. 


The division manufactures more 
than 40,000 shock absorbers per day 
for the automotive and trucking in- 
dustries. Also produced are special- 
purpose hydraulic devices, actuat- 
ing cylinders for power steering 
and dampers. 


tate public acquisition and opera- 
tion transit systems public 
acquisition for lease private op- 
erators. 

New and broadened legislation 
will sought some states 
expedite municipal planning, finan- 
cing and construction off-street 
parking projects. 

Controversy over so-called “right- 
to-work” laws, prohibit the union 


against collusive 
tween unions and employers and 
regulations designed assure re- 
sponsible handling union funds. 


New state labor relations acts, 
providing for the establishment 
boards conduct union repre- 
sentation elections for works 
intrastate industries and business, 
states. New York lawmakers will 


trial safety measures. 


Quo Urged 
For Calif. Taxes 


Continuation the current high- 
user tax rates, scheduled for 
automatic reduction Jan. 
1960, was urged the Automobile 
|Club Southern California. 


ONE MAN TRUCK MOUNTED HYDRAULIC 
IDEAL CRANE 


consider proposal for revision The club also announced its op- 
state’s “little Wagner proposals which would 
Act” bring into conformity taxes California motor- 
with the Taft-Hartley Act. including requests for more 
Public utility antistrike laws will aid for city streets and county 
proposed some states, but roads. 
are not expected become wide- The auto club opposes the 
spread issue long questions posal made the cities that the 
concerning their validity continue.| State levy additional one cent 
Proposals for new legislation per gallon gasoline tax and distrib- 
curb racial and religious ute proceeds cities. also 
ation employment will against requests from counties for 


~ 


LIFTS MORE—COSTS LESS 
ONE MAN OPERATION 


Eliminates expense extra helpers and bor- 
rewing hands from other jobs. Eliminetes 
meed for contract truckers in many cases. 


FLEXIBLE 


All CRANES interchangeable be- 
tween all truck mounts and floor dollys. Use 


one crane with several mounts. 


Suggested price 
this durable 


TEMPLE, OKLAHOMA 


NEW! REALLY GOOD LUGGAGE CARRIER 
REALISTIC DEALER PRICE 


Many Types 
Cerriers 
Fit All 


Send for details 


Model shown fits VW, 
Renault, Fiat, Ford, etc. 


List $34.95 
$20.97 


Little Ferry, HUbbard 9-9651 


First Name Carriers 
and Wood Grain 


Deaier 
Cost 


aluminum, weighs 
Positive clamp action. 


$119.50 


Ask Your Write 


IDEAL CRANE CO. 


Distributor Inquiries Are invited 


vanced number states, along 


1500 


POUNDS 


Catalog Sheets 


tennas, exhaust extensions and 
other items—free. Snyder Mfg. Co., 
Philadelphia 40, Pa. 


> 


Alloys Wall Chart 


welding-shop wall chart 
specialty alloys and fluxes, All- 
State Welding Alloys Co., Inc., 273 
Ferreg Rd., White Plains, 


Detroit Diesel Catalog 


illustrated brochure describ- 
ing the heavy-duty Detroit series 
110 diesel for logging trucks—free. 
Detroit Diesel Engine Division, 
General Motors Corp., 13400 
Outer Dr., Detroit 28, Mich. 


* 


Rubber-Metal Products 


Catalog rubber-metal prod- 
ucts, including bearings, bushings, 
couplings, mounts, sleeves and 
molded pages, free. Cle- 
vite Harris Products, Inc., Dept. 
Lockwood Rd., Milan, 


* * * 


Auto Lamp Chart 


Auto lamp chart for 1959—free. 
Available from any supplier Gen- 
eral Electric miniature lamps 
Miniature Lamp Department, Gen- 
eral Electric, Nela Park, Cleveland 
12, 


* * * 


Truck, Bus Engines 


Three two-page bulletins describ- 
ing three leading Hall-Scott six- 
cylinder truck and bus engines— 
free. Hercules Motors Corp., 101 
Eleventh St., Canton 


* * 


Copper Brochure 


Brochure listing properties, forms 
and composition wrought copper 
and copper-base pages, 
free. Western Brass Sales, Metals 


New catalog sheets auto 


additional State subsidies. 


Bulletin Board 


Division, Olin Mathieson Chemical 


> > 
Infrared Auto Finishing 
Two bulletins portable and 
mobile infrared ovens for body 
and auto-dealer paint depart- 


ments—free. Fostoria Pressed Steel 


|Corp., Fostoria, 


Chrome Cleaner 


Catalog sheet illustrating and de- 
scribing auto chrome and 
trim cleaner—free. Forest City 
Products, 722 Bolivar Rd., 
Cleveland, 


Auto Life Manual 


Manual “Lift Proving Tests” 
—free. Globe Hoist Co., Mermaid 
Lane and Queen St., Philadelphia 
18, Pa. 


Replacement Catalog 
Catalog supplement illustrating 
newest replacement 
pages, free. Products Co., 
2342 Cicero Ave., Chicago 39, 


Anaconda Merges 


Aluminum Units 


LOUISVILLE.—A naconda Co. 
has announced the merger three 
aluminum subsidiaries and the for- 
mation Anaconda Aluminum Co., 
with headquarters Louisville. 

The announcement followed the 
merger Cochran Foil Corp. and 
American Aluminum Co, with Ana- 
conda Aluminum. The new firm 
now the fourth largest aluminum 
producer the S., Anaconda 
said. 

Archibald Cochran, founder 
and president Cochran Foil, was 
named head Anaconda Alumi- 
num. succeeds Russell Caples, 
who becomes vice-president 
the parent firm and director 
the aluminum subsidiary. 


AND THEY'RE 


4 


bolts, screws fool with 


demonstrators used cars. 
LICENSE PLATE HOLDERS 
will hold them firmly in plece for your demonstration 
rides. 
% Will Not Bounce or Slip Off 
% Will Not Scratch 
Rubber coated LIFETIME megnets attached to your plete 


will make them instantly movable, as well as keep them 
looking new all year 


Satstachon quaranteed 


Send your orders today to 
Cleveland Products Company 
Cleveland Building 


Rock leland Miinots 


QUANTITY PRICES OW REQUEST 


WESTERN 
SNOWPLOWS 


With Power Lift 
For All Vehicles 
FORD, 
DODGE, 
CHEVROLET, 
GMC 


FOB FACTORY 


Western Snowplow Div., Dept. 1-19-AN 
DOUGLAS MOTORS CORP. 
1234 N. 62nd St. Milwaukee, Wis. 


What the Best 


Pay Plan? 


The answer 
this and 
less other ques- 
tions “The 
Automobile 
Dealer” 
Martin Bury. 
This valuable 
book, now its 
second printing, 
has been 
claimed the 
“bible” its field. Order now with 
coupon. If, after days, you are 
not convinced that this book merits 
being worthwhile, permanent ref- 
erence, return and your money 
will refunded. Send for your 
copy now before slips your mind. 


PHILPENN PUBLISHING COMPANY 
1750 N. Broad St., Philadelphia 21, Pa. 


Send copy (copies) of the new book, 
“The Automobile 


enclose check covering books 
$5.20 each 


Send books postage 


Name 


Street. 


changing your plates your 


5 


4 
4 
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Wagons Take 15% Production 


(Continued from Page 1) 


hardtop dropped below 
percent level, while convert- 


* * 


four-door sedan showed its 
biggest comeback the 
field, where cap- 
32.94 percent total output, 
with 27.42 percent the 
year. 

the overall picture, the four- 
sedan produced the me- 

makers took 9.41 
compared with 8.63 percent 

the low-price field, the four- 
sedan took 24.98 percent 
with 23.63 percent 
Within its own class, the 
sedan took percent 
compared with 36.39 per- 
year earlier. 

Only the high-price field did 
four-door sedan show decline 
dropping from 0.30 percent 

and declining from 
its own class. 


the four-door sedan was 

scoring its largest gain the 
field, the two-door 
four-door hardtops were show- 
their biggest declines that 

The two-door hardtop declined 
from percent 6.77 percent 
total industry assemblies 
medium-price class, while 
body style within the me- 
field declined from 
The four-door hardtop declined 
8.42 percent 7.16 percent 
output the 
field, and from 26.77 
25.08 percent class 

styling also took set- 
the low-price field, with the 
hardtop taking 9.03 per- 
with 8.30 percent 
the four-door declining 
3.94 percent 3.57 per- 
last year. 

Within the low-price class, the 
hardtop took 12.29 per- 
With 13.91 percent year 
While the four-door declined 
6.06 percent 5.29 percent. 


the high-priced field was 
the only place where the four- 
sedan lost ground, also was 
only price group where the 
four-door hardtop gained popu- 
last year. 

The two-door hardtop declined 
from 1.26 percent 1.18 percent 
overall output the high-price 
but the four-door hardtop 
from 1.76 percent 2.23 
percent industry output. 
Within the high-price class, the 
two-door hardtop declined from 
but the four-door 
jumped from 49.14 percent 
56.93 percent—by far the high- 
est percentage taken any style 
the high-price field. 

The high-price field includes 
Cadillac and Imperial. The 
field was made 
Chrysler, DeSoto, Dodge, 
Mercury, Buick, Oldsmobile, 
Pontiac and Packard. 

Nash and Hudson were 
Members the medium-price 
The low-price field includes 
Ford, Plymouth, Rambler 
Studebaker. 

> 


two-door sedan showed 

gain overall output the 
field but showed deficit 
class output that field, while 
the medium-price field the coach 
Suffered declines both overall 
class output. 

Two-door sedan output the 
low-price field accounted for 14.61 
Percent total industry assem- 
Dlies compared with 14.52 
Percent year earlier, but within 
the low-price class that body style 
dropped from 22.36 percent 
21.64 percent last year. 

the medium-price field, two- 
sedan output declined from 
205 percent 1.78 percent 
industrywide assemblies, and from 
percent 6.22 percent two- 


door sedan production within its 
own price class. 
Two-door sedans were not made 
* 


THE low-price field, the station 
wagon captured 13.09 percent 
total industry output com- 
pared with 11.20 percent 
while the medium-price field, the 
station wagon declined from 2.42 


GMI Offers Course 


For Research Managers 


FLINT.—In accordance with 
requests from General Motors 
dealers, series service man- 
agement training programs 
being conducted General Mo- 
tors Institute through winter 
and spring. 

The objective the program 
train retail service managers 
the application fundamen- 
tals management the effec- 
tive operation dealership’s 
service department, Two weeks 
intensive training includes prin- 
ciples business management, 
analysis operation, layout 
facilities, merchandising and hu- 
man relations. 


percent 2.30 percent total 
factory assemblies. 

Within the medium-price field, 
the station wagon took 8.02 percent 
compared with 7.68 percent 

the low-price field, station 
wagon output accounted for 19.39 
percent total assemblies that 
class compared with 17,24 
percent year earlier. 

convertible was most popular 
the low-price field, but buyers 
the high-price field also showed 
greater softtop preference. 

The convertible got 2.97 per- 
cent total industry output 
the low-price field com- 
pared with 2.63 percent 
while the high-priced field con- 
vertible production rose from 0.25 
Convertible output the 
medium-price field declined from 
1.22 percent total industry out- 
Within the price fields them- 
selves, convertible output climbed 
from 4.04 percent 4.39 percent 
the low-price field; from 3.88 per- 
cent percent the medium- 
price field, and from 7.04 percent 

percent the high-price 
field. 


Security Storm Grows 


(Continued from Page 8) 


the public interest most amaz- 
ing rationalization. accept 
this principle, could not deny 
groups other industries the right 
fence off America into “terri- 
tories” which they have such 
vested interests that they deserve 
some special kind “security” be- 
yond that which the law presently 
allows them. This economic 
feudalism its worst form and 
would spread like cancer once 
started. 


The National Independent Auto- 
mobile Dealers Assn. has never pro- 
moted any legislation, “permissive” 
otherwise, protect the inde- 
pendent dealers from the competi- 
tive pressures the free market. 
This association will vigorously op- 
pose any such attempt other 
groups the automobile industry. 

NIADA can any assist- 
ance you, the thousands 
other dealers who also oppose the 
principle territory security, 
please feel free make your re- 
quests 

> > > 


Detriment Business 
HAVE read letters 
News territory security and 
thought you might interested 
what have done about here. 


Dimes and DeSoto— 


DeSoto dealers exhibiting the Pitts- 
burgh Auto Show have unveiled “March 


Dimes which show visi- 
tors will asked stick dimes until the 
entire surface the car covered. 
show's end the dimes will donated 
the Allegheny County Chapter the 
National Foundation for Infantile Paraly- 
sis finance the fight against polio, birth 
defects and arthritis. Viewing the DeSoto 
from left, Peggy King, singer and 
entertainer; Charles Donaldson, Pittsburgh 
March Dimes Boy, and James 
DeSoto regional manager. 


sent NADA and our congress- 
Ken Krum 
Chevrolet, Inc., Vicksburg, Mich. 


(Enclosed copy Krum’s 

AGREE wholeheartedly with the 

Department Justice that pro- 
tected territory detriment 
fair business. 

realize had “territory secur- 
ity” until 1949 and also know 
there was little complaining from 
any dealers because the financial 
condition all the dealers imme- 
diately following the war. that 
time the large city dealers did not 
care where the small dealers sold 
their cars. However, business 
slowed little and began 
effect the big dealerships your big- 
gest percentage complaints came 
from them. 

about 3,000 and sell approximately 
225 275 units year. The car 
business has been good 
but still feel that with the large 
investment have, not mak- 
ing the returns which 
entitled. 

have never felt discouraged 
the automobile business and 
feel there brighter future 
stop worrying about our neigh- 
boring dealers and work harder 
our own. honestly feel another 
dealer sells car territory 
fault and get busy and 
see whereby failed make the 
right contact. 

our American way living 
feel dealer has the right 
specify where customer can 
cannot buy car. 

One thing with the NADA, the 
large city dealers have had almost 
complete control all automobile 
policies. They (the dealers) made 
millions dollars after World War 
and hope they invested 
wisely, have been financial 
position where they could leave 
their dealerships and make better 
contacts with their Congressmen 
and NADA. They are position 
get the jobs done which will 
most beneficial them and this 
position can run the show. 
sure the smaller dealers could 
attend all the meetings the vote 
would different some the 
problems. 

example, last year was 

Michigan Automobile Dealers 
Assn. convention. had line 
meetings, and there were at- 
tendance the The first 
question voted was pro- 
tected territory. passed 14-2. 
Later was put the NADA min- 

(Continued on Page 62, Col. 1) 


4-Door Sedan Regains Leadership 


Body Style Options—'58 vs. '57 


Total 
Units, 
Models 


Pet. of 
Model 
Output 


691,401 
1,460,478 


547,016 
185,604 


12.96 
4.40 


Hardtop 
Convertible 
Station 

Wagon 


649,196 15.39 


1,028,485 
2,021,383 
1,181,495 


876,765 
254,315 


845,253 


Total 
Units, 
Models 


Pet. of 
Change 
Between 

"58-57 

Models 


Pet. of 
Model 
Outpat 


14,12 
4.10 


+0.30 


* Business coupes included in 2-door sedan figures. 


Low-Priced Lines 


Pet. of 
Industry 
Output, 


Pet. of 
Class 
Output, 


"68 Models ‘58 Models Models '57 Models 


2-door Sedan 
4-door Sedan 
2-door Hardtop 
4-door Hardtop 
Convertible 
Station Wagon 


21.64 
37.00 
12.29 
5.29 
4.39 


Pet. of 
Class 
Output, 


Pet. of 
Industry 
Output, 


Models '58 Models "57 Models '57 Models 


L78 
9.41 
6.77 
2.30 


6.22 
32.94 
23.74 
25.08 

4.00 

8.02 


2-door 
4-door 
Convertible 

Station Wagon 


Pet. of 
Class 
Output, 


Pet. of 
Industry 


Output, Industry 


Output 
0.09 
1.35 

1.89 


14.52 
23.63 
9.03 
3.94 
2.63 


22.36 
36.39 
13.91 
6.06 
4.04 


Pet. Pt. 
Change 
Between 
"68 & 
Industry 
Output 
—1.26 
0.08 


Pet. of 
Class 
Output, 


Pet. of 
Industry 
Outpat, 


6.50 
26.77 

3.88 

7.68 


2.05 
8.63 
8.74 
8.42 
1.22 
2.42 


High-Priced Lines 


Pet. of 
Industry 
Outpat, 


Pet. of 
(lass 
Output, 


Pet. of 
Industry 


Output, Outpat, 


"58 Models Models "57 Models '57 Models 


2-door 
4-door 
Convertible 

Station Wagon 


2.23 


30.06 
56.93 


Thomas Symonds Nichols Sr. 
PETERBOROUGH, N. H.—Thomas 
Symonds Nichols sr., 71, a partner in 
H. F. Nichols & Son, auto dealership here 
for more than 50 years, died Dec. 31. He 
had retired from business in 1955. Mr. 
Nichols once served in the Legislature. 


Hester 

MIAMI, Fia.—Joe Charles Hester, 73, 
retired automobile dealer, died Jan. 8 at 
his home here. A native of Winona, Miss., 
Mr. Hester moved to Memphis in 1945. He 
had operated new-car dealerships at Tunicia 
and Tutwiler, Miss., in the early "30s and 

later headed a used-car lot. 

* 


Frederic Fuller 
CHARLOTTESVILLE, Va.—-Frederic W. 
Fuller, 27, operator of a foreign-car deal- 
ership here, was killed in an auto accident 
Jan, 3. 
James Pat Smith 
JACKSON, Miss..James Pat Smith, 47, 
owner and operator of Delta Auto Co., 
died of a heart attack Dec. 28. 
Michael Glessner 
CONNELLSVILLE, Pa.—Michael Gless- 
ner, 64. a former Cadillac dealer, died 
Jan. 5 in a Pittsburgh hospital. 
* 


Theodore Timm 
FLINT.—Theodore R. Timm, 59, general 
master mechanic at Buick’s Flint plant, 
died of a heart attack Jan. 10. He was 
a member of the American Society of Tool 
Engineers. 
* * 


AMORY, Miss.—L. A. Cutliff, manager 
and president of Cutliff Chevrolet Co., died 
Jan. 6. Mr. Cutliff was 51 and had headed 
the dealership 17 years. 


Leonard Strobeck 
DAYTON, 0O.-——Leonard C. Strobeck, 58, 
a retired vice-president of Dayton Rubber 
Co., died Jan. 7, Mr. Strobeck retired in 
August, 1958, after 29 years with the firm. 


Snyder 
PITTSBURGH.—C. H. Snyder, 65, for- 
mer Pittsburgh auto executive who owned 
a Latrobe dealership, died Jan. 6 in Rector, 
Pa. He was with Eierman Cadillac,Co. here 
for 19 years and in 1955 was president of 

the Pittsburgh Automobile Dealers Assn. 
* 


Oscar Thomas 
BENTON, Ark.—Oscar C,. Thomas, 56, 
owner of Thomas Auto Co, (Dodge) since 


1941, died Jan. 9 im a Little Rock hospital, 
He received the Dodge quality dealer award 
for 1958. 


Sir Jackson Millar 
LEYLAND, Lancastershire, England.— 
Sir Jackson Millar, chairman of Albion 
Motors, Lid. is dead. He also was a 
director of Scammell Lorries, Lid, 


Phillip Knoedler 


CHICAGO.—Phillip Knoedier, a for- 
mer Pontiac distributor, died Jan. 3. He 
was 89. Mr. Knoedler retired in 1947 as 
president of Community Motors, which he 
had founded in 1919 with Hugo Wehmeier 
and C. 8. Reiman. 


Charles Gerds 

CHICAGO.—Charies L. Gerds, Cook 
County's first Dodge dealer, died Jan, 5. 
He was 82, Mr. Gerds founded his dealer- 
ship—Gerds-Dodge Motor Sales—in 1914 
and headed~ it until he retired in 1954. 
He was the first president of the Dodge 
dealers’ association and was a former 


director of the Chicago Automobile Trade 
Assn. 


Now Wears 
Hat When 
Rides Rolls 


MIAMI BEACH, Howard 
likes wear hat when 
rides the back seat his 
Rolls-Royce. can now, 
but paid $1,600 for the privilege. 


McGuire six feet, four inches 
tall. found that his hat brushed 
against the roof when sat 
his new limousine. 

took the car Waco 
Motors, Miami’s Rolls dealership, 
and asked Owner Frankie Watts 
the roof could made higher. 
“Certainly,” said Watts, “but will 
expensive.” 

was. cost more 
than $250 per inch raise the roof 
six inches, 
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SAE Hears Predictions 


Flaps 1980 Models 
May Assist Braking 


(Continued 


project said they expect this year 
make the first flight tests 
land-and-air reconnaissance, 

transportation and combat vehi- 
cle, 

Gorton, Chrysler Corp., said 
the vehicle feet long, feet 
wide, feet high, with four 
ducted propellers feet diam- 
eter, and driven 360-horse- 
power six-cylinder aircraft engine. 

Hewin, Army Transporta- 
tion Research and Engineering 
Command, said the vehicle will 
carry quarter-ton payload, per- 
sonnel 106mm recoilless rifle 
25-to-50-knot speeds low 
tudes over short distances and 
ground too rough for land 

New measuring techniques 
evaluate physical properties and 
for broader understanding 
materials and creation better 
designs and products were de- 
Allen Astin, Na- 
tional Bureau 

said that 1960 the interna- 
tional meter may defined 
terms krypton Linear devices, 


exhibit showing parts 
ond trims used 1959 models was pre- 
pared the Committee Stainless 
for the meeting the Society 
Avtomotive Engineers. Use 
show the committee 


reported. 


from Page 2) 


calibrated one-ten-millionth 
inch then can enable produc- 
tion-line tolerances one-hundred- 
thousandth inch, Astin said. 

Dr. George Watkins, Libbey- 
Owens-Ford Glass Co., urged con- 
tinued research and evaluation 
glass terms durability, de- 
pendability and mechanical 
strength. 

“It foreseeable that continued 
research will produce trans- 
parent material which when lam- 
inated with glass will result 
transparent composite capable 


Use Stainless 
Up, 
Producers Say 


The increasing use 
stainless steel automotive 
functional well brightwork 
applications was pointed its 
exhibit the annual Society 
Automotive Engineers meeting, ac- 
cording the Committee Stain- 
less Steel Producers, American Iron 
Steel Institute. 

The exhibit was built around 
full-size car outline made from ex- 
panded stainless steel, which 
stainless brightwork components 
were attached. This mockup showed 
the use stainless trim 1959 
cars was percent over 1958, 
the committee said. 

Functional applications included 
two all stainless mufflers, ex- 
perimental model for use future 
passenger cars and the other 
prototype used now trucks and 
buses. 

Other parts display included 
functional body components, 
stainless steel bumper, experi- 
mental wheel made Type 302 
stainless, water-jacket distribution 
tubes, exhaust manifold butterfly 
valves, variety parts fasteners, 
and heat exchangers heating 
system made for use Volks- 

The committee said stainless 
expected even more important 
auto builders when air-cooled, 
rear-engined, cars are domes- 
tically produced, the material 
can éasily withstand the high tem- 
conditions developed 
compact-engine 
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functioning structural mem- 
ber auto bodies,” said. 


Courtney, Ethyl Corp. re- 
searcher, said fuel savings, better 
engine performance and lower oc- 
tane requirements can achieved 
through the use radioactive 
tracers which pinpoint the fuel and 
fuel-additive diet each cylinder 
auto engine. 


Another Ethyl researcher, Rich- 
ard Abowd jr., said radioactive- 
tracer studies basic wear mech- 
anisms showed that fuel preignition 
can cause severe piston-ring wear. 

Sumner, also Ethyl 
researcher, reported that testing 
auto engines and their fuels 
controlled-weather chassis- 
dynamometer rooms could save 
time and money. 


George Robinson, Dr, Robert 
Thomson and Fred Webere, 
research engineers, said ac- 
celerated wear testing can relied 
the men setting tests 
understand the limits their 
techniques. 


other words, their paper said, 
“there can universal wear 
test which will select materials for 
all wear applications.” 


William Turunen and John 
oratories’ Engineering Develop- 
ment Department, reported that 
the gas turbine the Firebird 
built M-56 light military tank and 
heavy-duty Chevrolet truck, 

They also reported significant 
fuel-economy gains for the GT-305 
Whirlfire turbine, and said will 
find customers among heavy-duty 
commercial, military and marine 
users. 

Leonard Raymond, chief automo- 
tive engineer-research, Socony 


Mobil Oil Co., will 


ident during 1959. 
Bachman, 
engineering direc- 
tor 
Autocar division, 
will treasurer. 

Vice presidents 
include: 

Walker Gil- 
mer III, Arabian 
American Oil 
Aviation De- 
partment; Heath, Solar Air- 
craft Co. market development di- 
rector; Manganiello, assistant 
director, National Advisory Com- 
mittee for 


Shank, chief body engineer, 
Chrysler Corp. Engineering divi- 
sion; Robinson, Caterpillar 
Tractor Co. assistant research di- 
Research Laboratories’ Electro- 
chemistry Department, and 
Withrow, head Research 
Laboratories’ Fuels and Lubricants 
Department. 


SAE’s pres- 


Report Aluminum Usage 


This Alcoa’s annual survey 


Application aluminum (by car) estimated 1959 model 
output 5.5 million units. (Based actual 1958 model 


aluminum usage 1959 passenger 


Automatic Trans., 


Power Brakes, Com. 

Average Car* Power Steering posite 
Estimated Alum. Est. Alum. Total 
Production Prod, Usage Prod. Usage (Poun& GM. 

CAR (Cars) % Total (Cars) (Lbs.) (Cars) (Lbs.) Per Caz) 
Total GMC 524,816 21.59 1,282,705 55.17 
Chevrolet ...... 11.07 426,195 20.52 25.07 
Chevrolet ...... 81,180 24.38 324,720 33.64 31.07 peti 

282,700 5.14 8,481 27.02 183,755 50.68 
314,600 5.72 4,719 47.76 212,355 75.93 
Oldsmobile 385,550 35.79 343,140 60.11 59.41 
Total Ford 1,577,400 28.68 402,078 36.07 302,736 71.39 
Ford 192,638 3.50 57,791 30,67 21,961 67.76 
Ford 19.85 327,484 37.22 124,444 72.79 59.91 
Edsel 1.48 8,140 36.15 37,444 63.23 
Mercury 173,250 3.15 8,663 40.21 80,387 64.24 
Total 15.77 116,953 33.17 407,300 79.13 
Plymouth ...... 404,976 7.36 86,665 34.63 121,493 72.94 
3.29 5,429 29.82 104,046 75.87 72.72 
DeSoto 1.22 336 46.16 55,022 86.63 
Total 
210,650 3.83 101,614 39.63 27,042 65.90 49.91 
Rambler 6 ........ 181,160 3.29 99,638 39.36 5,07 58.57 47.24 Bann 
Rambler 29,490 0.54 1976 53.24 21,970 67.59 66.29 
obs 
Total S-P Corp... 68,200 1.24 39,147 9.63 3,410 18.66 
Total Checker ... 12,100 33.88 
Grand Total 5,500,000 1,189,448 2,023,693 62.53 


*NOTE: Average car refers to composite car body model with net (finished) aluminum 


weight distributed, but without 


power steering. 


automatic transmission, power brakes, o 


Aluminum Use Sets Record 


DETROIT.—A typical 1959 
passenger car utilizes record 
amount aluminum, continuing 
10-year upward trend, according 
Aluminum Co, America. 

Figures developed Alcoa’s 
commercial research division 
this fourth annual industrywide 
survey reveal that the average 
new car contains 51.58 pounds 
aluminum. 

This figure was disclosed 
Close, general manager sales 
development and commercial re- 
search, press conference during 
the annual Detroit meeting the 
Society Automotive Engineers. 

1959 auto-production estimates 
million units are realized, 
Close said, the industry will con- 
sume more than 283 million pounds 


the light metal during the 
rent model year. 

The per-car average alumi- 
num use has climbed sharply 
year year for the last decade, 
Close Since 1956, when de- 
tailed Alcoa studies were in- 
augurated and the average was 
35.2 pounds, the figure rose 
40.5 1957, and 47.3 pounds 
last year, added. 

This year’s average will break 
the best previous record (1958) 
percent, Close predicted. 

Alcoa’s own market analysts had 
predicted higher figure for 
recalled. fell short because the 
model mix did not reach 
dustry expectations high produc 
tion passenger car types 
ing over pounds aluminum pef 
unit, said. 


Total Passenger Cars Operation, States Makes 


Cad- 
STATE Buick illac 
60237 12588 
26837 9513 
Arkansas . 273311 4880 
California 420772 
13094 
10255 274 

15352 
123983 53193 
16056 
17325 
71006 
24912 
65290 11236 
55537 
10735 
53477 12842 
18738 3981 
58400 13211 
Massachusetts 115046 31545 
Michigan ..... 220251 41965 
Minnesota . 833463 15717 
Mississippi 29315 5400 
Missouri 77635 16707 
Montana 15170 3677 
Nebraska 33944 5384 
Nevada 4285 
New Hampshire 11946 7729 
New Jersey .. 162769 52530 
New Mexico . ° 17044 4875 
New York 360902 101958 
North Carolina .......... 76672 17709 
North 1893 
59594 
Ollahoma 12715 
Oregon ........ 10969 
61966 
Rhode 6175 
South Carolina 8356 
South Dakota 7354 
Tennessee ... 12962 
Vermont 1476 
...... 15770 
Washington 18506 
West Virgini 6380 
Wisconsin .... 19635 
9350 2133 
1093733 


Chev- Kaiser- Stude- 
rolet Chrysler DeSoto Dodge Edsel Ford Hudson Frazer Lincoln Mercury Nash mobile ard outh Pontiac Rambler baker Willys Misc. Total 
256028 35976 16904 26714 178207 63377 299853 441579 293284 15133 New 
2913 611656 27975 15366 18778 45412 29799 221392 61395 19702 27607 Ohio 
12801326 1290555 989677 2534392 10702550 483000 258132 3225576 160374 1239669 364343 762977 52492509............... TOTAL 


far-Reaching Impact Seen 


ger 


(Com. (Continued from Page 1) 

posite 

some dealers connected with 
omnds GMAC. 


Per 


ing its finance unit able 
its dealers any possible com- 
petitive advantage. 

* * 


NOTHER factor which cer- 
have encouraged Ford 
J 


reenter the finance field the 
suecess finance operations generally 
the face the 1958 recession. 
While auto sales were falling 


59.91 last year, the companies 
58.78 which are heavily engaged auto 
were faring much better. 
Some them reported earn- 


the first nine months 
last year topped 1957 results. 


56.51 auto credit repayments are 
62.61 more-or-less long-term type 
steady income, the company with 
85.66 financing unit tends get 


away from the feast famine 
swings income from auto sales. 
News began checking 
rumors the Ford financing move 
Jan. four days before the 
was made. that 
time, the consensus financial 
observers was that Ford would not 
enter the financing field. 


Will Need Capital 


reasons stood out among 

those advanced why the 
move would not They 
were: 

Entering the highly competi- 
tive financing field would 
imposing job. large staff would 
have set and the work 
winning share the finance 
business would have done 
months years before any in- 
come would flow from the finan- 
cing operation. 

The Government might act 
against any move Ford 


the financing field. The 
narply “bigness” business has 
ecade, the front burner 


Washington for some time with 


Abernethy Get 
Marketing Award 


PHILADELPHIA.—Roy Aber- 
nethy, vice-president, automotive 
distribution and 
marketing, Amer- 
ican Motors, will 
receive 
motive Marketing 
Man the Year” 
citation from the 
Philadelphia 
Chapter the 
American Mar- 
keting Assn. to- 
morrow (Jan. 20). 

Abernethy will 
Rey Abernethy discuss “The Im- 
pact the Compact Car.” Joining 
the tribute are the Philadelphia 
Auto Trade Assn. and the Sales 
Managers Assn. Philadelphia. 


Now You 
Bigger Insurance 


Profits 
Kansas 
dealers are discovering that the 
real profit from selling cars comes from 
Maine and retrospective collision 
insurance. legitimate source income, 
which grows and grows, the reserve 
from time selling. Why pass 
your profits other finance and in- 
Misso companies when you can start 
your own? 
mpshire cash to finance and insure your 
Jerset automobile time sales’ covers all angles. 


. in the avtomobile business can 
income. 

Free with this introductory 


thoritative ‘“‘Skip Manual.” Trace ‘‘skips” 
Sasily. Save money! Cut waste motion! 


Plus pamphiet with straight forward 
®xplanation of a new method of obtain- 


immediate cash when additional 
working capital required. 
rgin 


All for only $10.00. 
Publications, 103 5th, 
Royal Michigan. 


SEE BOOTH NADA CONVEN- 
TION, CHICAGO, JAN. 30-FEB. 
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indications that things may get 
hotter the months 


Ford would have put some 
equity capital into the financing 
unit serve borrowing base 
get the funds carry any 
sizable financing operation, 


Ford stockholders have been 
arms since the firm cut its divi- 
dend last year and the stock has 
been selling below the price charged 
when Ford stock was first offered 
the public. Under these condi- 
tions, new stock sale considered 
questionable many observers. 

* 
OWER sales 1958 have cut 
into the available cash the 
Ford treasury the source the 
capital for the financing unit re- 
mains unanswered question. 


There were several comments 
that Ford would not start nation- 
wide finance pilot operation 
check the operations other 
finance companies would set 
first and there was possibility 
that the financing operation would 
further, according these 
reports. 

Other sources fixed the starting 
date the Ford finance unit 
July 

Chrysler, American Motors and 
Studebaker-Packard gave im- 
mediate indication that they were 
going into the financing field. 
With the exception Universal 
CIT, major finance company 
had any immediate comment 
the Ford move. 

Universal CIT mailed statement 


stockholders which said, part: 


“Automobile dealers are inde- 
pendent merchants who place their 
financing business wherever they 
We, therefore, compete with 
hundreds other finance com- 
panies and several thousand banks 
for the finance business automo- 
bile dealers selling all makes 
cars. 

“Establishment and operation 
finance company affiliate Ford 
Motor Co. any other automobile 
manufacturer, within the frame- 
work the antitrust laws, would 
create additional competition. 

future volume automo- 
bile financing business will 
continue benefit from the excel- 
lent relationships have estab- 
lished with Ford and other automo- 
bile dealers throughout the 
and will depend our continuing 
offer dealers and the public 
competitive financing rates and 
superior service. 

“Our automobile financing busi- 
ness has been built over pe- 
riod years through develop- 
ment organization highly 
trained and experienced personnel, 
operating national network 400 
local offices, and the investment 
hundreds millions dollars. 
create organization render 
comparable service would require 
long period time and very 
large capital investment. 

“In the next decade, there will 
enormous growth the 
market for automobiles and 
the resulting volume install- 
ment credit business available 
the financing industry. Accord- 
ingly, there will ample oppor- 
tunities for all well-managed 
credit institutions operate suc- 
cessfully and for CIT maintain 
leading position this expand- 
ing market. 

“CIT today highly diversified 
organization, The established op- 
erating record this group 
subsidiaries together with the profit 
potentials other expanding ac- 
tivities give assurance continued 
sound growth for your corporation. 

“Your management confident 
that CIT will prosper the years 
ahead has since was founded 


1908.” 


History Recalled 


was the financing field 
from 1928 1933. The company 
set Universal Credit Corp, 
March 1928, what Henry Ford 
said was move “to reduce the 
cost credit” the auto buyer. 
Mrs. Edsel Ford, became pres- 
ident UCC and owned one-sixth 
the company’s stock. May, 
1933, Ford Motor sold its interest 
UCC CIT Financial Corp. for 
$30 million. Ford said had been 


Ford Re-Enter Loan Field 


successful cutting the cost 
credit, 

Kanzler remained for many 
years head UCC which 
did business exclusively through 
Ford dealers. 1942, UCC was 
combined with CIT Financial 
Corp.’s own auto-financing unit 
make the present Universal 


During the time that Ford owned 
and later worked through UCC, 
Chrysler Corp. owned stock 
Commercial Credit Co. and was 
operating GMAC. 

* 

1938, THE three auto companies 

were indicted for conspiracy 
violate the Sherman Antitrust Law 
their auto-financing operations. 
Key complaint the Government 
was that the Big Three were forc- 
ing dealers carry financing 
only through their affiliated finance 
companies. 

Ford and Chrysler entered into 
consent decrees agreeing re- 
frain from the practices attacked 
the Both severed 
their ties with their finance affili- 
(Consent decrees not 
amount admission guilt 
charges but are agreement 
not carry any the prac- 
tices question.) 

condition the consent decrees 


give GMAC, They made the 
changes while the case con- 
tinued. 
* 

NOVEMBER, 1939, was 

convicted but was never forced 
divest itself The case 
dragged out until 1952, when 
was ordered not force its dealers 
work through GMAC and not 
discriminate against independent 
finance companies. 

While the case was open, 
Ford went before the Supreme 
Court 1948 and was freed from 
the conditions the consent decree 
signed decade earlier. 

Since 1948, there have been re- 
curing rumors that Ford was 
going back into the finance busi- 
ness but nothing came them 
until last 

Outside the auto industry, 
number large corporations have 
their own finance units, including 
International Harvester, Sears and 
General Electric. 


Solution Problem— 


Army Ordnance claims this 
truck-tire rim the solution the prob- 
lem stocking separate rims for tube 
and tubeless tires. The rim adaptable 
both types tire, the Army said. 


Universal Truck-Tire Rim 
Developed for Military Use 


universal truck- 
tire rim developed engineers 
the Detroit Arsenal and produced 
Budd Co. was introduced here 
last week the Army Ordnance 
Tank-Automotive Command. 

Willard materials 


was that Ford and Chrysler branch chief for the Re- 


have make the changes 
question only were convicted 
the antitrust case and forced 


For Romney and Top 


AMC Slices Bonus Melon 


search and Development division, 
said the 20-inch rim adaptable 
both tube and tubeless tires. 


(Continued from Page 6) 


the time the purchases and cur- 
rently has market price about 
$40 per share. 

Abernethy, Chapin and Chapman 
bought another 10,150 shares dur- 
ing the year option prices rang- 
ing from $5.82 $9.56 share. 


continuation the stock- 
option plan one the proposals 
that will voted stock- 
holders AMC’s annual meeting 
which will held Detroit Feb. 

The new option plan for 
making 150,000 shares AMC 
stock available officers and 
employes per share. 
The price percent the 
market price the stock ($33.50) 
the day the plan was approved 
directors, Nov. 24. 

The proposed option plan would 
give Romney the right buy 21,- 
000 shares any time the next 
Options 7,500 shares 
each would granted Chapin, 
Chapman, Abernethy and Jack 
Timpy, vice-president. 

These share totals would 


Optimism Abounds 
Sales Reports 


(Continued from Page 4) 


Dec. were 1,404 for 1958 and 1,- 
145 for 1957, said. 

1957 the 10-day truck sales 
represented percent the total 
field stock inventory and 1958 
this had increased percent, 
Patterson The unit field 
stocks, vehicles enroute 
dealerships, for the comparable pe- 
riods 7,696 for 1958 and 10,- 
549 for 1957, added. 


GMC 


Sale GMC trucks continued 
upward trend the first 10-day 
period 1959, according Philip 
Monaghan, general manager 
GMC Truck and Coach division. 

Deliveries during the period rep- 
resented 28.7 percent gain over 
the comparable period 1958, 
said. This followed December 
domestic-sales total which was the 
highest since January, 1957, and 
was 38.9 percent over December, 
1958, added. 


Fire Destroys Cars 


MANCHESTER, dam- 
aged Carl McFarland Auto Sales 
here, destroying two cars 
undergoing repair work,. Cause 
the fire was reported over- 
heated flue. 


addition stock covered options 
granted earlier. 

The cash bonus for the current 
fiscal year will amount 
percent new profit before in- 
come taxes but after setting aside 
profit amounting percent 
the net worth the company and 
excluding any gains losses for 
disposition unneeded 

addition the vote the 
stock-option plan, the only other 
business scheduled come before 
the annual meeting the election 
directors. Willard Marriott, 
president and chairman Hot 
Shoppes, Inc., Washington, has been 
nominated replace the late John 
Coleman, president Burroughs 
Corp., the The nine cur- 
rent directors seek reelection. 


press conference which 
the rim was shown, England called 
the answer need pointed 
Jan, 

Lack universal rim, 
major. stocking problem for all 
handlers tube and tubeless 
They are forced stock different 
rim types actommodate the 
different type tires. 

England said OTAC engineers 
launched program develop 
universal rim 1956, Programs 
were started with three the 
principal rim-and-wheel makers, 
each using different approach, 
said. 

said the Army will start using 
the new rim immediately, re- 
placements when older equipment 
worn out, complete change- 
over planned, added. 

Paul Hykes, Budd chief en- 
gineer, said the universal rim 
could made available for com- 
mercial use short time, 

The OATC also displayed plastic 
wheels produced Kelsey-Hayes 
Co. with the cooperation Army 
engineers and the plastic engineers. 
They are designed for car, truck 
and tank use. 

John Reynar, assistant chief 
OATC’s Rubber and Non-metals 
section, said the wheels will 
ideal for Army use because they 
resist corrosion better and are 
light enough permit shipment 
air military bases throughout 
the world. 


SPECIAL 
RAMBLER 
OPPORTUNITIES 


Some outstanding Rambler 
opportunities available Canada 


RAMBLER SALES ARE BOOMING 
CANADA TOO! 


There are fresh new Rambler markets Canada for 
aggressive dealers. Get into the Rambler business 


Canada—a young country with growing markets and 


opportunities unlimited. 


Write Now—/n Complete Confidence— 


TO: 


American Mators 


Leo Fenn, vice president 


(Canada) Limited 


2951 Danforth Ave., Toronto, Canada 
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Williams said, promising that 
the prototype model being fab- 
ricated sufficient quantity 
permit simultaneous proving 
ground tests all auto manufac- 
turers. 

the past months, previous 
SAE papers have been presented 
the basic research and instrumen- 
tation phases the industry ex- 
haust gas program. 

The paper the low-temperature 
catalytic converter was written 
ler, Ford. stated that the 
device, using vanadium pentoxide 
catalyst, attained test operat- 
the removal hydrocarbons. 
The device only slightly larger 
than standard muffler. Catalyst 
durability more than 10,000 miles 
has been attained tests, the 
authors stated. 


One the problems such 
converters warm-up time re- 
quired reach satisfactory operat- 
ing efficiency. minimum warm-up 
has been achieved this device, 
was reported. The low operating 
temperature the device permits 
construction ordinary steel, in- 
stead the heavy, more costly 
stainless steel required high- 
temperature system. One the 
remaining problems solved 
odor produced the catalyst 
under certain operating conditions. 

The paper tests flame- 
type afterburner was prepared 
Ridgway, the Ramo- 
Woolridge division Thompson 
Ramo-Woolridge, Los Angeles 
company cooperating the in- 
dustry research program. The 
author reported that the chief 
difficulty this type exhaust 
treatment the relatively small 


and the lack oxygen the 
exhaust system. 

order sustain the combus- 
tion process the afterburner, 
therefore, necessary add 
oxygen and raise the temperature 
the exhaust gas. The problem 
met.in the Ramo-Woolridge after- 
burner adding air the exhaust 
with auxiliary pump and 
heating the mixture heat ex- 
changer. 

This system more complex than 
catalytic converter and requires 
larger “package.” 

Another paper the catalytic 
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AMA, SAE Cite ‘Research Breakthrough’ 


Smog-Control Strides Reported 


oxidation automobile exhaust 
gases was written Nebel 
and Bishop, General Mo- 
tors, The authors evaluated experi- 
mental catalytic converters con- 
structed Oxy-Catalyst, Inc. 
They reported that the catalyst 
resisted breakdown 
lead products for estimated life 
12,000 miles. Tests also showed 
that the high-temperature catalyst 
reduce emissions oxides 
nitrogen and carbon monoxide. 
Heavy stainless steel construction 
used the device, bringing total 
removing hydrocarbons during the 
tests ranged from about 
percent, the report stated. 
Problems that the authors said 
must solved before the system 
could adopted for commercial 
application included: Excessive 
warm-up time, noise, catalyst 


Mercury Guide Lists 


Comparative Specs 


“1959 new-car 
buyer’s guide,” comparing Mer- 
cury with other medium-price 
cars terms prices, new fea- 
tures, dimensions and 
transmission combinations 
available free all Mercury 
dealerships. 

Emmet Judge, Mercury mar- 
keting manager, said the booklet 
covers door openings, foot room, 
front-door knee clearance and 
roof bracing. 


attrition, size, heat, odor and back 
pressure, 


separate paper was presented 
Ford engineers Cannon 


and Welling the properties 


the type catalyst used the 


low-temperature converter system. 


Authors the paper main- 


tenance and exhaust were 
Heinen, Chrysler Corp. re- 
placing used ignition system parts 
with those that would found 
essentially new automobile, 
the authors obtained substantial re- 
ductions hydrocarbon emissions. 
They compared field survey data 
with reports from regularly main- 
tained service fleet company ve- 
hicles and noted markedly higher 
emissions the survey sampling. 

Meanwhile, second bill crack 
down smog-producing cars was 
being prepared for introduction 

the California Assembly. 

The proposal, endorsed 
Mayor Norris Poulson Los 
Angeles, would require every ve- 
hicle made sold this state 
have anti-smog device after 
Sept. 1961, pay percent 
tax the market value the 
vehicle. 

Another bill the hopper 
Sacramento would prohibit the sale 
cars with uncontrolled exhausts 
after July 1961. 

Sponsors the taxation penalty 
said the percent levy was 
arbitrary one designed provide 
Detroit with “strong motivation” 
come with smog device with- 
out unduly burdening manufactur- 
ers small cars. 


Auto Shows Indicate 


concentration hydrocarbons 


Good Year for Cars 


business will good this 
year five widely scattered 


cities early attendance higher than that for the corre- 


shows any indication. 

spokesman for the Upper 
Midwest show Minneapolis said 
almost 100,000 persons viewed 
models the first five days 
the 10-day exposition. 

The total turnout may top 185,000, 


World-Famous 


Beautifully Different 
Line 


wish contact USA firms interested 
the importation and distribution the whole 
part the USA territory. 


Please write detail to: 


ISO AUTOMOTOVEICOLI 


Bresso (Milano) 
ITALY 


Italian Scooter 


153,662 The five-day total 
this year was almost percent 


sponding figure 1958, said. 
> > 


heavy attendance the 
first two days, officials the 
Washington show estimated the 
total turnout for the nine-day event 
would run percent higher than 
last year’s 87,247. 
The first auto show Memphis 
years drew close 60,000 
visitors, according Downing 
Pryor, president the Memphis 
Auto Dealers Assn. called the 
affair “definite success.” 

Sunday afternoon attendance 
15,000 set record for Municipal 
Auditorium, said. The enter- 
tainment program that day featured 
Miss America and singer Tommy 
Sands, teen-agers’ idol, added. 

Pittsburgh, officials said 40,- 
541, about the same last year, 
turned out the first four days 
the eight-day show. record 102,- 
268 attended the 1958 exposition. 

> > 


TTENDANCE the first three 

days the eight-day Indian- 
apolis affair totalled 25,016, 297 
over the comparable days year 
ago, said Tom Hanika, manager 
the Indianapolis Automobile Trade 
Assn. 

“The turnout the first three 
days indicates getting 
buying said Hanika. 
“Price labels are creating fine 
public attitude.” 

The Memphis show closed Jan. 
and the others folded over the 
weekend. 

Maurice Murphy, executive 
vice-president the Automotive 
Trade Assn. National Capital Area, 
attributed the increased Washing- 
ton attendance two factors. 

“Favorable weather 
ably contributed, but the one thing 
that apparent everywhere the 
tremendous interest the part 
the public see the automobiles,” 
said. 

credited the “tremendous co- 
operation and support” Capital 
newspapers, radio and stations 
for spurring public interest the 
show. 

Murphy also said group 
NADA officers, attending meeting 
Washington, visited the show 
body the first Sunday night. 


New Six-Passenger Simca— 


will offer two new Ariane models, giving 


signatures the affidavits with the 
handwriting dealership person- 
nel involved convinced State in- 
vestigators that the dealership 
people had signed names other 
than their own the affidavits. 


The dealership officers and 
employes, therefore, are accused 
aiding and abetting evasion 
sales tax signing names 
other than their own affidavits. 


similar charge has been lodged 
against Ruth Ash, who operated 
Car Brokerage, Inc. 

Cohen said Ash’s activities 
included furnishing names and 
addresses for car sales. asserted 
that she also signed sales-tax affi- 
davits with names other than her 
own. 

The maximum penalty this 
count one year’s imprisonment 
and fine $1,000. 


Two the persons named the 
warrants face more serious com- 
plaint. They are Albert Haden and 
Julia Zeitlin, Standard-Rent-A- 
Car, Inc. 

According Cohen, Standard 
purchased cars its own name. 
said the company was in- 
corporated Michigan but, 
sales-tax-waiver affidavits, 
listed Ohio address and 
claimed nonresident cor- 
poration. 

Cohen called this specific vio- 
lation making false affidavit 
under the Motor Vehicle Act. 
akin and carries maxi- 
mum penalty years prison. 
Mrs. Zeitlin and Haden also are 
charged with the lesser offense. 

Presumably, many the 3,000 
new cars involved the Michigan 
probe wound the hands 
unfranchised dealers other 
states, but Michigan officials are 
not concerned with that aspect 
the situation. 

not illegal for Michigan 
new-car dealer sell un- 
franchised merchant. State officials 
are interested the affidavit and 
sales-tax angles which they believe 
are violation Michigan law. 

All but one the transactions 


before July 1958; thus 


the Federal price-sticker law not 
involved. 

Observers called the Michigan 
case another strong argument for 
the adoption uniform title 
law the They declared 
that many the cars probably 
found their way states which 
not require title when car 

With national title law, they 
the Michigan situation 


Industrial Arts Awards 


Offered Again Ford 


DEARBORN.—Entry blanks, 
rule books and other information 
Ford Motor 1959 industrial 
arts awards program are being dis- 
tributed more than 40,000 manual 
arts teachers and other educators. 

The industrial arts awards pro- 
gram, now its 13th year, spon- 
sored Ford encourage pride 
craftsmanship and creative im- 
agination among students junior, 
senior and technical high schools. 
More than 1,500 individual awards 
totalling approximately $50,000 are 
offered each year. 


One three new four-door, six-passenger Simca models available through 
Simca dealer organization, this Vedette powered with 
design Aquilon V-8 engine horsepower. 
wheelbase and retail price port entry $2,298. Simca dealers 


This Simca model has 


them a full line of eight imported mode 


Plot Evade Sales Taxes 


(Continued from Page 3) 


could have been nipped its early 
stages. 

Cohen said the investigation 
continuing Lansing, Dowagiac 
and the Flint area. 

The Detroit Auto Dealers Assn. 
issued the following statement 
the case: 

“This does not involve the 
DADA which represents 264 deal- 
would overstepping our rights 
commenting this time 
litigation individual 
dealer members named.” 

The statement was signed 
DADA President Briggs, 
Smith-Briggs, Inc. (Ford). Neither 
Briggs, his firm, nor anyone 
nected with was named the 
case. 

The Detroit-area warrants named 
personnel dealerships, some 
which have changed hands dur- 
ing the probe. The defendants and 
their affiliations the time the 
alleged offenses are: 

manager, Don McCullagh, Inc. 
now president Shalla 
rolet, which took over the 
lagh franchise last spring. 

president, 


Stanford Brothers, Inc. (Dodge 
Plymouth). 
James Davis, president, Jim 


Davis Chevrolet. 

Wertz, vice-president 
and general manager, Don McCul- 
lagh, Inc. 

Stewart, general used- 
car manager, Don McCullagh, Inc. 
(Now assistant sales manager, 
Shalla Chevrolet.) 

Don McCullagh, Inc. (Now with 
Shalla Chevrolet.) 

Kawa, manager, Stanford 
Brothers, Inc. 

Joun assistant sales 
ager, Grissom Chevrolet. 
(Now sales manager, Jim Davis 
Chevrolet.) 

Shores Chevrolet. 

Leo CaLHouN, general man- 
ager, Stu Evans, (Lincoln- 
Mercury). 

McGlone Chevrolet, Inc. 

Sparr, sales manager, Dex- 
ter Chevrolet Co. 

manager, Leo Biggs Chevrolet. 
(Now general manager, Jefferson 
Chevrolet.) 

sales manager, Joe 
May Chevrolet. 

assistant 
sales manager, Jefferson Chevrolet. 

and secretary, Hettche Motor Sales 
(Ford). 

Marvin former sales 
manager, McGlone Chevrolet. (Now 
sales manager, Tennyson 
let.) 

addition Ash, Mrs. 
Zeitlin and Haden, defendant not 
connected with dealership was 
Morris Bobroff, identified for- 
mer employe Mrs. Zeitlin and 
Mrs. Ash. 


$40,000 Fire Colorado 

PLACERVILLE, Colo—San 
Miguel Motor Co. here was de- 
stroyed fire and loss was esti- 
mated approximately $40,000. 
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Output Pace Tops 


Car, Truck Output Estimates 


Automotive News 


PASSENGER CARS 
(U. PRODUCTION ONLY) 


Week 


Ended Same Ended Output, To ‘0 
Jan. 17, Week, Jan. 10, January, Jan. 18, Jan. 17, 
1959 1968* 1959* To Date 1968* 1959 
AMERICAN MOTORS 
8,400 3,698 6,983 18,034 
1,706 3,741 4,798 3,741 
DeSoto 2,898 4,578 2,898 
4,198 9,110 5,020 9,110 
Imperial 472 1,018 1,554 1,018 
Plymouth 10,795 23,640 
1,400 3,080 1,366 3,080 
Thunderbird 1,237 3,195 3,195 
Lincoln 865 2,025 1,460 2,025 
Mercury 4,189 9,248 8,139 9,248 
GENERAL MOTORS 67,531 149,183 154,133 149,183 
8,994 19,755 19,755 
Cadillac 3,809 7,153 8,811 
Oldsmobile 9,974 9,680 22,715 21,787 
CORP. 
Total Cars, 109,761 133,489 297,458 283,252 297,458 
*Revised 
1958 totals included Ford division figures. 
for 1958 include Packard production. 
COMMERCIAL CARS 
(U. PRODUCTION ONLY) 
Week Week Jan. 1 Jan. 1 
Ended Same Ended Output, To Te 
Jan. 17, Week, Jan. 10, January, Jan. 18, Jan. 17, 
1959 1958* 19508* To Date 1958* 1959 
CHEVROLET 8,706 6,219 14,554 18,236 
DIAMOND 125 116 116 256 260 256 
1,800 799 1,858 3,658 2,290 3,658 
6,248 5,670 6426 14,137 
1,810 1,255 2,076 4,219 3,066 4,219 
350 142 762 705 
WHITE*** 410 422 406 816 929 816 
1,158 2,288 4,563 2,394 4,563 
MISCELLANEOUS** 174 182 174 
Total Trucks, 22,146 18,607 22,154 47,487 
Total Cars, Trucks, 
156,179 128,368 155,643 344,945 327,203 344,945 
Total Cars, Trucks, 
8,52 8,117 9,085 18,940 18,940 
Grand Total, 
Cars and Trucks, 
includes Corbitt, Marmon-Herrington, Federal, Four Wheel Drive, 


**Autocar, Freightliner, Reo and Sterling are included in White totals; Brockway in 


Mack totais, 


(Continued from Page 1) 


stored the Pittsburgh Plate 
plants, Chrysler said. 

The glass company advised Chry- 
sler that full operations could 
resumed promptly after settlement 
the strike. 

Makers addition Rambler 
that showed output increases 
over last week were Lincoln, 
from 865 885 assemblies; Mer- 


New Economy 
Dawning U.S., 


Ford Aide Says 


PHILADELPHIA.—A Ford econ- 
omist last week said recent events 
the so-called postwar economic era 
and the beginning another where 
the amount prosperity will de- 
pend upon the number creative 
ideas and the new products brought 
into being provide even 
higher living standard. 


Stahrl Edmunds, manager 
Ford division’s economic studies 
department, said the period ahead 
would see transition from 
economy where effort was devoted 
producing “more the same” 
fill easily recognized wants. 

Prosperity the forthcoming 
new era, said, will depend upon 
ability create new 
markets for new things. 

“New products and new ideas,” 
said, “are the very essence 
the growing economy.” 

Speaking before the fourth an- 
nual Forecasting Luncheon Phil- 
adelphia, said: 

“The pressure upon private busi- 
ness management bring these 
technical advances consumer 
markets into being rapidly enough 
stimulate broad new demands, 
create the vision new way 
living, generate surge buy- 
ing based new consumer wants 
and, through this new demand, 
foster new capital investment 

“American business already off 
good start creating the new 
products needed for new boom. 
But more massive effort re- 
quired carry business cycle 
into strong upsurge from 1959 
1970. After all, the boom 1946 
1958 was built upon all the ac- 
cumulated innovations generated 
the fifteen years from 1930 1945, 
well upon its own inventive- 
ness. Today have backlog 
ideas draw upon. must 
propel the next business cycle 
our own efforts. will ‘think- 
any boom all.” 


Court Bolsters UAW Strike Weapon 


(Continued from Page 6) 


nonunion Escanaba (Mich.) deal- 
ership without interference from 
Michigan courts. 

The said only 
the National Labor Relations 
Board could halt the union’s cam- 
paign organize mechanics 
Town and Country Motors, Inc. 
(Cadillac). 

unanimous decision, the 
court vacated anti-picketing in- 
junction issued April 1956, 
Circuit Court, and wiped out con- 
tempt penalties for defying the 
order. 

The majority ruling agreed with 
Teamsters lawyers that the NLRB 
has pre-empted the field, the 
absence Federal state laws 
the contrary. 

also said the Taft-Hartley Law 
bars employers from getting court 
orders forbid peaceful picketing. 

Teamsters Local started 
Picketing the dealership March 
21, 1956. Placards charged that 
the firm’s policies were “sub- 
Standard and destructive the 
union standards.” 

Circuit Court testimony showed 
that none the dealership’s 
Mechanics was member the 

The Cireuit Court ruled that the 


practice, and others—including ad- 
vertisements asking that Town and 
Country boycotted—were illegal. 


UAW, Auto-Lite Agree 


OTHER labor news, the UAW 
and Auto-Lite Electric Co, last 
week reached understanding 
national agreement, ending 
eight-week-old 

Richard Gosser, UAW vice- 
president, said that the agree- 
ment ratified, the struck plants 
would resume work today (Mon- 
day, Jan. 19). 


Terms the contract include 
four-cent hourly wage increase, 
one-cent cost-of-living raise, four 
more cents during the next two 
years the contract, additional pay 
for skilled workers and improved 
fringe benefits. 


Gosser also announced that work- 
ers Willys Motors, Inc., Toledo, 
voted overwhelmingly favor 
new working agreement, 

The new contract calls for wage 
hour according going rates 
the automobile industry and de- 
pending job requirements and 
qualifications; increase hos- 
pitalization coverage; increase 
cents $2.50 month for 


each year pension credit, and im- 
proved severance pay and supple- 
mental unemployment benefits. 

Negotiators for International 
Harvester Co. and the UAW agreed 
last week terms three-year 
contract end nine-week strike 
37,000 employes plants, 
seven parts depots and three trans- 
fer points. 

Principal gains the new con- 
tract were raise six cents 
hour percent, whichever 
greater, and the length the con- 
Wages under the old con- 
tract averaged $2.55 


Ford Canada Signs 


members Ford Motor 

Canada plants Windsor 
and Oakville, Ont., voted last week 
favor new three-year con- 
tract. 

The pact provides six-cent- 
an-hour wage increase each year, 
with the first increase retroactive 
1958. 

addition, Canadian workers 
will receive supplemental unemploy- 
ment and pension benefits similar 
those granted new Big Three 
contracts the Skilled work- 
ers received extra eight cents 


cury, from 4,189 4,225 units; 
Oldsmobile, from 9,790 
974 cars, and Pontiac, from 
8,738 8,800 

Remaining par with the pre- 
vious week were Plymouth with 
10,700 units, against 10,795 the week 
before; Chrysler with 1,700 assem- 
blies last week, compared with 1,- 
706 assemblies week earlier; Im- 
perial with 450 against 472; 
Dodge with 4,100 against 4,198; 
DeSoto with 1,300 against 1,343; 
Buick with 8,980 against 8,994; 
Cadillac with 3,750 against 3,809, 
and Edsel with 1,400 assemblies 
each week. 

” 
assemblies were off from 
22,154 units the previous week 
estimated 22,146 last week, 
but commercial-car operations are 
expected pick this week with 
the return International the 
production scene. International’s 
two-month strike ended late last 


week and the company expected 
resume production this week. 

Although not expected affect 
this week’s output, the continued 
strike Pittsburgh Plate could 
knock Dodge truck off the as- 
sembly scene next week. 

Canadian auto manufacturers 
turned out estimated 8,529 ve- 
hicles last week, compared with 
9,085 cars and trucks week ear- 
lier and 8,117 vehicles during the 
week ended Jan. last year. 

breakdown Canadian opera- 
tions showed the industry making 
7,394 cars and 1,135 trucks last 
week, compared with 7,888 cars 
and 1,197 trucks week earlier. 


* 


Ford Will Hire 1,300 


For 2nd Shift Lorain 


LORAIN, Wright, Ford 
division general manager, told the 
Ford Dealer Council that the divi- 
sion’s new assembly plant here will 
double-shift basis and hire 
1,300 new employes within the next 
few months meet demand for the 
new model. 

Wright said the additional hiring 
will begin late this month for the 
second eight-hour shift which will 
start April. Passenger-car pro- 
duction the plant will nearly 
doubled when the second shift 
staffed and trained, 


Car Production Peril 


(Continued from Page 1) 


been exhausted and that the 
companies will not build cars 
with the special glass until sup- 
plies again become available. 
Last year, percent American 
Motors’ glass purchases from Pitts- 
burgh Plate was tinted. Studebaker- 
Packard ordered 
has met its glass needs 
increasing production Dear- 
born and Nashville. Ford will re- 


DeSoto Unveils 
‘Idea Car’ 
Chicago Show 


CHICAGO.—The prediction that 
cars could driven four high- 
speed electric motors receiving 
their energy from totally new 
source power was made here 
last week DeSoto. 

The concept was revealed 
DeSoto unveiled 
scale model “idea car” called 
the “DeSoto Cella The car, fea- 
tured the DeSoto exhibit during 
the annual Chicago Auto 
Show, would powered 
revolutionary electrochemical sys- 
tem. 

Kimberly, DeSoto chief en- 
gineer, called the propulsion idea 
radical departure from previ- 
ously explored engineering con- 
cepts, such the gas turbine en- 


(See Photo Page 


gine, the free piston and solar 
energy engines advanced re- 
search the area present-day 
reciprocating engines. 

“In this engineering concept,” 
Kimberly explained, “we have dis- 
carded the time-honored piston 
engine favor the chemical 
interaction hydrogen and oxygen 
gases the primary source 
automotive power.” 

The idea name, “Cella,” 
derived from the Latin and refers 
cell.” the DeSoto concept the 
hydrogen and oxygen gases would 
fed into the cell with the result- 
ing chemical interaction being con- 
verted directly into electrical 
energy. 

“The electric current,” Kimberly 
said, “would then utilized 
drive four high-speed, lightweight 
traction motors, one geared di- 
rectly each wheel.” 

Already the development 
stage, pointed out, fuel cell 
which makes practical the concept 
that sufficient power would pro- 
duced provide power compara- 
ble that present day cars, 
with the added its 
power recovery with attendant fuel 
economy. 


ceive additional glass supply 
when its St. Paul glass plant 
reactivated three 

Ford continuing fill orders 
for tinted glass, although the 
supply getting low. 

General Motors’ principal 
supplier Libbey-Owens-Ford, 
which reached new agreement 
with the union last October. 

Chrysler spokesman said 
resumption full production 
Chrysler plants “will depend 
how soon normal production and 
shipment schedules can re- 
stored Pittsburgh Plate 
Co.’s plants.” 

“Pittsburgh Plate Glass advises 
that full operations can re- 
sumed promptly after settlement 
the strike,” the spokesman said. 


spokesman for 
Pittsburgh Plate said will 
take the firm “at least week” 
get production and shipment sched- 
ules normal once the strike 


Pittsburgh Plate has been closed 
since Oct. strike members 
the United Glass and Ceramic 
Workers Union. The strike has 
idled plants five 

progress was reported 
press time from Philadelphia, 
where negotiators are 
settlement with the aid Fed- 
eral Mediator Robert Dona- 

chief issues barring settle- 
ment involves production standards. 


According both union and 
company sources, economic matters 
could have been settled long ago. 


Workers Libbey-Owens-Ford 
accepted economic package 
identical the one offered Pitts- 
burgh Plate employes after two- 
week strike. provides for wage 
increases cents over two- 
year period with additional fringe 
benefits. 

The seeking “sub- 
stantial concessions job classifi- 
cations, incentive pay procedures, 
controls speed and rate produc- 
tion.” Pittsburgh Plate says 
needs these concessions remain 
competitive the glass industry. 


Ford Gets U.S. 
Wagon Contract 


division has 
received U.S. military order for 
Ford station wagons. The 
contract calls for delivery within 
five months 1,371 nine-passenger 
Country Sedan station wagons and 
422 six-passenger ranch wagons, 

About one-third, 556 wagons, 
will built with the six-cylinder 
engine. All but the units will 
have Fordomatic transmission, 
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Letters Roll Automotive 


Dealers Sound Off Security 


(Continued from Page 57) 


utes that Chevrolet dealers 
Michigan were favor pro- 
tected territory. This was not 
fair representation nor true pic- 
ture because the dealers there, 
were large city dealers. 

feel own mind the 
dealers who are doing the most 
the complaining would get out 
and push sales and service in- 
stead crying you (NADA) 
their Congressmen, their busi- 
ness would pick up. 

Should vote taken now, 
many the smaller dealers would 
vote against protected territory. 
far, they have never had chance 
speak 

think right saying that 
percent the automobile busi- 
ness being done the small 
dealerships and feel should 
given more consideration than 
the 

* 


After 


THOUGHT you might inter- 
ested thinking after 
years the business, operating 
with and without territory security. 
Believe not, still love this 
business. 


From 1914 end closed terri- 
tory remember, the goal and 
measure good dealer was 
whether made percent net 
total sales and whether kept 
his customers happy. 


However, all the ills closed 


Dealer Groups 
North Carolina 
Choose Officers 


RALEIGH, C.—Five new-car 
dealer associations North Caro- 
lina have elected their 1959 officers. 
Named were: 

Hunter, 
Parkland Chevrolet, president; 
Robert Perkins, Glover Motors 
Imperial-imports), vice-president, 
and Fred Tron, Skyland Motors 
(Oldsmobile), secretary-treasurer. 

Ben- 
nett, Bennett Chevrolet, president; 
Freeman, Freeman Buick, 
vice-president, and Elbert Penegar, 
Penegar Motor Co. (Oldsmobile- 
Pontiac), secretary-treasurer. 

rank Southerland, 
Pate-Dawson Motor Co. (Oldsmo- 
bile), president; Pike jr., 
Pike Motor Co. (Chrysler-Plym- 
outh), vice-president, and 
Timmons, Community Motors 
(Ford), secretary-treasurer. 

Alexander, Raleigh 
Tractor and Truck Co. (IH), presi- 
dent; Jack Campbell, Campbell- 
Honeycutt Motors (Studebaker- 
Mercedes), vice-president, and Ken 
Reynolds, American Discount Co., 
secretary-treasurer. 

Bill Scott, Hutton- 
Co. (Dodge-Plymouth), presi- 
dent; Charlie Young, Young Motor 
Co. (Ford), vice-president, and De- 
Witt Nance, Nance Motor Co. 
secretary- 
treasurer. 


Calif. BBB Warns 
‘Bunco’ Artist 


Calif. The 
Bakersfield Better Business Bureau 
reported that George William 
Pusateri the subject warrants 
issued the Kern County district 
office charging grand 
theft and bunco automobile 
deals. 

The BBB said Pusateri also has 
used the names “George William 
Terry” and “George Read.” 
reportedly operated business 
Bakersfield and claimed repre- 
sent most and foreign auto 
makers and allegedly promised 24- 
hour delivery any make car 
$50 over his cost. 

“There evidence,” the BBB 
said, “that this man sold many cars 
Bakersfield, apparently skips 
with ‘purchasers’ cash payments.” 
Pusateri was described years 
old, five feet nine, 260 pounds, 
brown hair and eyes, receding hair- 
line and two-inch diagonal scar 
above his left eyebrow. 


territory mentioned dealers 
opposed closed territory and 
many others did t—subter- 
fuge, false registrations and 
addresses. could write book 
about them which would hon- 
est and factual. 


However, during this period 
built good business with many 
loyal customers. When open terri- 
tory came into being, some manu- 
facturers out from under govern- 
ment controls ‘apparently decided 
corner the market with produc- 
tion, instead satisfied customers. 
They signed many new dealers and 
some stimulator dealers. 

voted against closed territory 
the first NADA poll, believing 
the manufacturers could and would 
control the mess they had in. 
had enough loyal customers 
who had moved from our area but 
did return purchase their new 
cars offset the lower gross made 
necessary compete with the new 
blitz and volume dealers. 

operated profitably under 
closed territory and are operating 
profitably today under open terri- 
tory, have axe grind 
and one hates regulation more 
than do. 

But, poll were taken today, 
would vote for closed territory with 
all its ills and percent net, and 
satisfied customers, instead the 
present, SNAFU and present aver- 
age industry profits and un- 
(Dodge-Plymouth), Lakeview, Mich. 

> 7 


Definitely Opposed 
dealership not large—we 
sell 100 150 cars per year. 
This dates back the 
horse and buggy days, having 
started 1898 farm implement 
dealers and now owned and oper- 
ated the third generation. 

Closed territory fine for large 
dealerships where personal con- 
tacts not enter deal—but 
today approximately percent 
all dealerships are the smaller 
dealer class. And definitely very 
few dealers favor closed 
territory. are therefore defi- 
nitely opposed any kind 
that will close any 
territory and try force buyer 
make purchase where 
may not interested. 

operated under closed terri- 
tory years ago and did not work 
because could not enforced 
and caused more trouble than 
did good. 

order stay any business 
the first thing person has learn 
his product after the sale and 
treat this customer after the sale 
just you when trying make 
sale. 

> 

ARGE dealers favor closed terri- 
tory because they operate 
larger volume sales. They can 
also qualify many instances for 
better discount from the factor- 
ies, they can meet more sales cam- 
paign quotas, they also qualify for 
extra bonuses and often can keep 
so-called public relations personnel 
entertain-promote the various 

items that need attention. 

not try get the govern- 
ment run our business. Let’s 
try not get laws passed that 
will extra costly enforce— 
with nothing accomplished. 

The automobile business one 
the finest—it’s the factories and 
the dealers that make the way 
(Dodge-Plymouth), Crown 
Point, Ind. 


* * 


Passage Urged 


print the enclosed let- 
ters (to Senator Joseph 
Clark, Pennsylvania Republican, 
and NADA) possible—J. 
Burne, Burne Oldsmobile Co., 
Scranton, Pa. 
* 
(Burne’s letter 
Clark follows:) 
HAVE been Oldsmobile 
dealer for years. feel 
sure that legislation territory 
security passed, will solve the 
nervous problems all dealers 
having large investments stake 
and franchise protect. 
Every dealer was happy when 


our factory had the territory 
security clause the selling 
agreement. 

ask that you kindly consider 
the passage this legislation 
which will put this automobile busi- 
ness where belongs make 
good quality dealers who will serve 
their customers with quality, serv- 
ice and Burne. 

* 


(Burne’s letter NADA fol- 
territory security sponsored 
new-car bootleggers and other 
new-car dealers who business 
with them. 

would not surprise me, from 
the information have gathered 
from many dealers who want terri- 
tory security, that beaten 
down the minority percent 


Old-Time Enthusiasm 


Reported for Lark 

ALBUQUERQUE, M.—Dale 
Enyart, Enyart Motor Co, (Stude- 
baker), has reported unprece- 
dented enthusiasm for the Lark. 

“It’s like the old days,” says. 
“People are eager, calling 
see when they can take delivery.” 
said had orders backed 
for days the first week 
January. 


stated you, many dealers will 
leave NADA and would have 
agree wholeheartedly. 

The larger dealers most 
the advertising but the smaller 
dealers get the benefit. seems 
that the prospective buyers visit 
the large showrooms first look 
over the models and prices and 
then shop the small towns. 

Territory security would, without 
doubt, increase sales nationally. 

Territory security would allow 
the dealers guarantee security 


the salesmen who the last 
years have been seeking other 
ployment, for which cannot 
blame them, 

Why should the law favor 
tain minority unreliable dealers 
and keep with this deplorable 
condition. This law, passed, 
nothing with their pleading 


for free market.—J. 


Where Write 


ARE writing reference 
territory security. Kindly let 
know. whom should write 
order let them know are 
posed territory security. 

ers are opposed territory secur. 
Garage (Chrysler-Plymouth), 
Nazianz, Wis. 

press their views territory 
security writing their con- 
gressman senator, respectively 
House Office Building Sen- 
ate Office Building, Washington, 
C., National Automobile 
Dealers Assn., 2000 
Washington C.) 


CLASSIFIED WANT 


RATES: TWENTY-TWO CENTS PER WORD FOR EACH 


INSERTION. POSITION WANTED ADS, 


PER PAYMENT ADVANCE INSERTION REQUIRED. Ads may signed with full name 
eddress regular rates. Add One per insertion for use box number. 
ore forwarded advertiser, unopened. Display ads: $12.30 per column inch. CLOSING: 
TEN DAYS ADVANCE PUBLICATION DATE. supplied upon request. 


WANT AUTOMOTIVE NEWS, 965 EAST DETROIT MICH. 


HELP WANTED 


FINANCE 


OPPORTUNITIES 


Continued expansion necessitates the 
employment of additional experienced 
instaliment sales finance men. Need 
men as potential Branch Managers, 
Sales Representatives, Assistant Man- 
agers and Unit Managers. Applicants 
must have proven records as success- 
ful operators in these or equivalent 
positions. Offices now in Texas, New 
Mexico, Arizona and California. We 
are seeking men whose current con- 
nections do not offer the advancement 
opportunities for which they are quali- 
fied. Compensation open and includes 
salary, bonus and excellent fringe 
benefits. Interviews quickly arranged 
for qualified applicants. Submit com- 
plete, confidential resume including 
recent photograph to: 


Vice-President 


Southwestern 
Company 


Bex 871, Ameriilc, Texas 


SALESMEN for exclusive territories call- 
ing om new car dealers, with only real 
teaching program for automobile sales- 
men in the industry, Must be top men, 
able to conduct sample sales meetings 
for dealers. No salary, no draw, but top 
commissions paid. Men who qualify will 
earn at least $21,000 a year. Applicants 
should reside in the following cities: 
Boston, Cleveland, Cincinnati, Chicago, 
Charlotte, Denver, Dallas, Indianapolis, 
Jacksonville, Minneapolis, New Orleans, 
Pittsburg, Philadelphia, St. Louis, 
Seattle. Syracuse and Washington. All 
inquiries confidential. Please send com- 
plete resume with recent photo to: Jack 
Diffin, Auto Sales Development, Inc., 438 
Delaware Avenue, Buffalo 2, New York. 


SALESMEN to sell the book “AUTO 
COSTS’ which gives factory invoice 
prices of 1959 American and foreign cars 
and trucks. Huge demand. High com- 
missions—No territory restrictions, Auto 
Costs, Box 224, New York 1, N. Y¥. 


NEW CAR SALESMEN—One of Southern 
California's largest Mercury, Edsel, 
Lincoln, Continental and English Ford 
dealers has opening for salesmen who 
are interested in steady employment 
with good working conditions. $400 per 
month guarantee with top commissions. 
Previous sales record necessary, must be 
married. Only high caliber men need 
apply. Excellent future. Box 136, c/o 
Automotive News, Detroit 7. 


SALES REPRESENTATIVE 
EXCELLENT OPPORTUNITY 


Well rated, 44-year-old, large volume 
seat cover manufacturer with national 
distribution has certain territories open. 
1959 Line” very complete, low 
priced, and designed especially for 


te seat cover installation specialists, 


accessory stores, car dealers, super 
service stations, etc. Right salesman 
can increase his earnings considerably. 
objection non-conflicting sidelines. 


THOMAS CO., INC. 
MUNCIE, INDIANA 


HELP WANTED 


$1,000.00 A MONTH selling automotive 
shelving—parts bin s—counters—gasket 
and tail pipe racks—shop equipment. 
Terrific commissions. Free 32 page cata- 
log—jobber discounts. BFC Corporation, 
2846 E. Hedley, Philadelphia 37, Penn- 
sylvania. 

REGIONAL SALES MANAGER ten south- 
ern states. Immediate opening for top- 
grade man in automotive field to sell, 
also hire and train hard-hitting sales 
force to cash in on copyrighted new and 
used car merchandising programs which 
offer car dealers most revolutionary 
stimulant to car sales to reach market 
im recent years. Potential earnings $20,- 
000 up. Write giving complete business 
experience. Personal interviews in Bir- 
mingham and Atlanta. Address Box 133, 

-¢/o Automotive News, Detroit 7. 


District Manager 
Buick Motor Division 


you the following 
tions: Age 32, college 
cation, retail automobile selling 
experience, we can offer you an 
opportunity Midwestern 
territory. Good starting 
Company cor Fine ad- 
vancement possibilities. Write for 
appointment. 


BUICK MOTOR DIVISION 


Position Wanted 


this classification fer the 
benef? of these seeking employment, 
Pasitien Wanted Ads are accepted at 
reguvier retes, nomely: tic per 
werd ter each insertion. $1.00 per in- 
serticn for vse of a box number. Cash 
in. advance. (Half-rate dees not apply 
ads this section.) 


GENERAL MANAGER, SALES MAN- 
AGER—Twenty years’ experience in new 
and used cars. Familiar with office and 
service procedures and capable of train- 
ing an aggressive sales force. Experi- 
eficed in spot delivery, closing, apprais- 
als and re-adjusting sales transactions, I 
am looking for a position of responsibil- 
ity with a dealer who wants a man to 
share his business burdens. Chicago area 
only, Call ARmitage 6-9605 after 7 p.m. 


AVAILABLE SOON—High caliber service 
manager, complete knowledge of man- 
agement principles, promotion activities, 
customer relationship. Accustomed to 
earn over $10,000 yearly. Must stay in 
metropolitan area, Westchester, North 
New Jersey, Long Island, Box 115, c/o 
Automotive News, Detroit 7. 


GENERAL OR SALES MANAGER — 14 
years’ experience, young, aggressive, 
married, non-drinker. Can furnish best 
of references, good closer, willing to re- 
locate. Earnings expected minimum of 
$12,000 per year or more after I prove 
my ability. Accustomed to a large vol- 
ume operation. Box 123, c/o Automotive 
News, Detroit 7. 


PARTS MANAGER—FfFord, Lincoln, Mer- 
cury and Edsel experience, Capable of 
volume building and operation, inventory 
control and warranty recovery. Prefer 
District of Columbia metropolitan area 
or will relocate, Box 127, c/o Automo- 
tive News, Detroit 7. 


POSITION WANTED 


CONTROLLER-AUDITOR — Three years 
controliership experience for multiple 
dealer operations and large leasing busi- 
ness. Five years’ experience as public 
accountant, auditing mainly automobile 
dealerships. Thoroughly familiar with all 
corporate tax matters, internal audits, 
systems, internal control, office manage 
ment and personnel, and management 
reports. Desires position with multiple 
dealer operation that offers challenge 
and opportunity. Age 31, married, BBA 
degree. Box 125, c/o Automotive News, 
Detroit 7. 


ACCOUNTANT-OFFICE MANAGER, 
33, 10 years’ GM experience. Accurate, 
dependable, South or west preferred 
Box 126, c/o Automotive De 
troit 7. 


News, 


SERVICE MANAGER—Many years expert 
automotive volume experience, all 
phases. Thoroughly capable severe, tech- 
nical, practical leadership. 100% owner, 
factory, personnel relations, Master tech- 
nical, institutional meetings. Capable 
manufacturers’ representative, allied 
auto lines, sales or technician. Expert 
all tune-up equipment, carburetion, elec 
trical trouble shooter, Will travel. Pres 
ently Florida located. What have you? 
Box 128, c/o Automotive News, De 
troit 7. 


ACCOUNTANT-BOOKKEEPER, 9 years 
General Motors experience. Motors Hold- 
ing experience. Highly recommended, 
prefer North or South Carolina. Box 124, 
c/o Automotive News, Detroit 7. 


MANAGER, SALES MANAGER—New and 
used, twelve years’ experience as sales 
manager, general sales manager. Hire 
and train salesmen, good closer, thor 
ough knowledge of wholesale values 
appraising and reconditioning costs. Good 
appearance, good health, good autome 
bile man for large or medium size deal 
excellent background, best character and 
business references. ‘‘Big 3°’ factory a> 
proval. Location desired metropolitat 
Boston, will consider relocating. Box 138, 
c/o Automotive News, Detroit 7. 


BUSINESS MANAGER — ACCOUNTANT, 
13 years’ experience as an accountant 
and controller with dealerships, and 
a business management and district sales 
manager with a factory. Financial state- 
ments, forecasting, daily operating con 
trol my specialties. Available immed 
ately, Box 134, c/o Automotive News 
Detroit 7. 


YOUNG GM DISTRICT MANAGER de 
sires general or sales manager position. 
Prefers southwest. Highly successful re 
tail and wholesale background. Box 137, 
c/o Automotive News, Detroit 7. 


DEALERSHIPS AVAILABLE 


MAKE MONEY FASTER with the new 
Alma Trailer dealer franchise. Many 
profitable territories still open, with 
guaranteed sales areas. Minimum invest- 
ment, immediate deliveries. Completely 
new line with sensational features, neW 
lower prices for fast sales, Write for 
catalog or phone 920 Alma, Michigat 
and ask Ken Mitchell about the new 
deal for Alma Trailer dealers. 

MIDWEST — ‘“‘Big Three’ dealership in 
Ozarks Lakes and vacation area. Health 
forces reasonable sale. Over 25 years 
steady profits. Growing potential and 
limited competition, 1958 average over 
head absorption 158%, Sell or lease 
building. Box 129, c/o Automotive News, 
Detroit 7. 

HANDLING GENERAL MOTORS DUAL— 
Western Pennsylvania, 150 car potential, 
excellent location and facilities, Low 
overhead operation, Write Box 130, ¢/0 
Automotive News, Detroit 7. 
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DEALERSHIPS AVAILABLE 


AVAILABLE with non- 
gompetitive TERRA MARINA mobile 
house boat — combination boat cruiser, 
jousetrailer—steel hull, aluminum cabin, 
follet, kitchen, three open sun decks. 
@Qne person operation. Sleeps four in 
juxury. Only $2,495 retail F.O.B, Texas 
usless liberal dealer discount, Enjoy the 
gdditional profits that are in boat sales. 
Your regular finance company will give 
qwholesale-retail financing as in cars. Don 
Pierson Distributors, Eastland, Texas. 


AIRCRAFT DISTRIBUTORSHIPS avail- 
able for the BELLANCA ‘‘260."" An op- 
portunity for aggressive automobile deal- 
ers in certain areas to get into the big 
business of the future by establishing an 
airplane sales department. Good business 
methods will produce profits. Write or 
call Downer Aircraft Industries, Alexan- 
dria, Minnesota. 

DEALERSHIP AVAILABLE HANDLING 
CHEVROLET—Located small town next 
door to large metropolitan city, 125-150 
new and 200-350 used units sold per 
year. Well equipped service and body 
ghops. Sale includes land and buildings. 
This has been a very successful, high 
profit dealership throughout the years. 
In reply give background and financial 
resources—in confidence. Sale subject to 
factory approval, Box 8745, c/o Auto- 
motive News, Detroit 7. 


HANDLING CHEVROLET—In central Illi- 
nois, selling around 350 new and used 
cars per year. Buy only parts and ac- 
cessories—at invoice. Will lease building 
and lot. Write Box 105, c/o Automotive 
News, Detroit 7. 

TEXAS—Handling Ford and 
Mercury, 50-75 car dealership. Buy only 
parts and equipment at inventory. Ex- 
cellent opportunity for low investment. 
Factory approval necessary. Box 106, 
c/o Automotive News, Detroit 7. 


CENTRAL ILLINOIS — Chevrolet agency 
handling Chevrolet for 30 years, 60 car 
dealership. If you have factory approval, 
will sell parts and equipment about $20,- 
000 and rent building. Box 117, c/o 
Automotive News, Detroit 7. 


Franchises Available 
Kansas, Mo., Illinois, 
Tenn. and Alabama 
For the German-Made 


GOLIATH 


Complete line consists of: The Goliath 
Hansa sedon, convertible and station 
wagon, Empress sedan, Tiger sport coupe, 
Express panel, Express pickup and the 
and Express bus. Retail 
prices begin $1,995. 

Seporate truck 
truck 
for appointment with field repre- 
sentotive, write call Mr. Thomas. 


THOMAS BROTHERS 
Golicth Midwest Distributors, inc. 
275 Lemay Ferry St. Louis, Mo. 
Phone 3-7393 


franchises 


DEALERSHIP WANTED 

BUY-OUT WANTED. Prefer profitable 
Ford or Chevrolet deal in New York, 
New Jersey or Connecticut, I have $25,- 
000, and complete knowledge all phases 
of business. Submit full details in strict 
confidence. Box 135, c/o Automotive 
News, Detroit 7. 


200-500 DEALERSHIP wanted southeast— 
GM-—Approval assured or consider buy- 
ing in and manage. Box 131, c/o Auto- 
motive News, Detroit 7. 


GENERAL MOTORS—Have experience and 
Capital necessary to handle dealership 
with potential of one-two million sales 
volume. Replies held in confidence. Box 
119, c/o Automotive News, Detroit 7. 


CHEVROLET—Southeast. 350 car poten- 
tial. Factory approval. Box 112, c/o 
Automotive News, Detroit 7. 


DEALER SERVICES 


Let Military Acceptance 
Help You SELL 
MORE MILITARY PERSONNEL 


Military Acceptance Corporation will help 
you make more auto sales to Military per- 
Cars may taken overseas without 
refinancing. 
finance, refinance, anywhere 
the world, at low, money-saving rates 
for officers and enlisted personnel of 
simplified, non-recourse basis. 
MILITARY ACCEPTANCE CORP. 
Dept. Box 2166, 800 
San Antonio, Texas—Telephone 
“Worldwide Financing for Military Personnel" 
(USAA Insurance available 
to qualified officers) 


STOP LOSING NEW CAR SALES! Dis- 
cover how much your competitors’ cars 
Teally cost. The book, ‘“‘AUTO COSTS,’’ 
Sives you the factory invoice prices of 
all 1959 American cars, 25 foreign cars, 
4 American trucks and all their equip- 
ment. Used by dealers and banks nation- 
Wide. Order your °59 edition today for 
Only $10— three year subscription $18 
{including all supplements). AUTO 
oe) Box 224, Dept. 3Z, New York 


Air Force Cadets 


No Down Payment 
Months Pay 
low Bank Rates 
all branches the service, tech. 


and officers, dealer Car 
May taken overseas. 


Write, Wire er Phone 


SERVICE TRUST SAVINGS 


2625 Broadway 
San Antonio, Texas 


AUTOMOTIVE NEWS, JANUARY 19, 1959 


DEALER SERVICES 


INVENTORY SERVICE 
Parts, accessories and similar goods. 
APPRAISAL SERVICE 
Furniture, equipment, machinery 
For Buy/Sell Agreements 
Annual Fiscal Reports 
Tex, Banking and insurance 
AUTOMOTIVE INVENTORY APPRAISAL CO. 


10040 Freeland Ave. Detroit 27, Michigan 
WeEbster 3-444 


and tools. 


CARS FOR SALE 


READY FOR SEBRING! ‘58 Corvette, 
white, full competition suspension and 
brakes, tonneau cover, racing windshield, 
radio, heater, removable roll bar, sep- 
arate 40 gal. fuel tank, four extra 
wheels and tires, low mileage, raced 


Earl, 28820 Mound Road, Warren, Michi- 
gan. JEfferson 9-2280 or Midwest 6-3479. 


VOLKSWAGENS 


Sedans Convertibles 
Ghias 
1959s 1958s 


Wholesale Dealers Only 


Choice Colors 


Fully Americanized, A.S. Glass Seal- 
beams, Mileage Speedometers, Direc- 
tional Signals, Leatherette, Bumper 


Also Mercedes-Benz 


Immediate Delivery 
SUPPLY ENGLISH MANUALS 


EMBEE IMPORTS, INC. 


29-11 35th Avenue 
Long Island City 


EMpire 1-1690 


Attention: West Coast 
Dealers. 


Three shipments coming shortly 
West Coast Ports. interested, please 
contact us. 


1958 


Mercedes-Benz 
SL-300 Convertible Coupe 


Locally owned, fabulous 
sports car. This car never 
has been raced. Silver Mist 
finish, genuine red leather 
interior. 


Write, wire phone: 
Comitz 


YOUNG BUICK, INC. 


640 North Stone Avenue 
Tucson, Arizona 


1956 CONTINENTAL MARK II—Hardtop 
coupe, maroon. Radio, heater, automatic 
transmission, full power, air conditioned. 
One local owner, perfect mechanically, 
extra clean inside and out. Courtesy 
Motor Co., Box 928, Johnson City, Ten- 
nessee, Phone: 1300. 


VOLKSWAGENS 


INC. 


1415 Haines St., 
Philadelphia 26, Pa. 


7-3500 


Any Quantities 


1959 sedans, convertibles, 
Karmann Ghias, Micro Buses, 


All commercial models. 


Also used 1957-58 models. 


CARS FOR SALE 


VOLKSWAGENS 


Save $50 $75 per car, receiving direct 
shipments from Germany, any 
all ports. 

Your approximate cost for new 1959 
wagens, including your freight and duty 
to New York, is $1,575; te Mobile, Ala. 
and Jacksonville, Fia., $1,600; to Houston, 
Texas, 1,600; to Les Angeles or San Fran- 
cisco, $1,650. 


We alse ship 1958s, Ghias and buses. 


few new FORD TAUNUS M17 
immediately available in New York and 
les Angeles. 


Finest bank references available. 


ALKEL CORPORATION 


New York City 


Tel: WO 4-0290, BE 3-6510 


BEST BUYS 
THE MONTH! 


PLYMOUTH TAXIS 
Excellent Condition 


$325 includes tires 
ALSO AVAILABLE 


"58 FORDS 
Standard and Automatic 


Call, write, wire 


EMKAY MOTORS 


1046 Bedford Ave., Brooklyn, N. Y. 
ST 3-8970, Mr. Karlin 


YOU WANT 


PROFITS 
Wholesale Dealers Only 
Fully Americanized 


VOLKSWAGENS 


Shipped the 
Largest Independent 


Volkswagen Operation 


All Cars Selected, Serviced, Cleaned 
and Expertly Shipped Directly to 
All U. S. Ports. Contact American 
Representatives for Details. 
Expincorp, 
Lyndhurst, New Jersey 


Phone: GEneva 8-7070 
or Call N.Y.C. Lines: Wisconsin 7-8221 


(Bank References Furnished 
Know Your Supplier) 


Alse Supplying Station Wagons, 

Panels, Pick-ups, Buses, Etc. 

EXPORT INDUSTRIAL CORP., S. A., 
Panama, P. 


DIRECT SHIPMENTS TO: 


Gulf Ports 
—Eastcoast 


VOLKSWAGENS 
1958s 


1959s 


Sedans Sunroofs Convertibles 
Karmann Ghias 


Call, write wire 


132 Nassau St., New York 
BArclay 7-4225 


CARS WANTED 


WANTED! 1956-57-58 
PLYMOUTHS, CHEVS., FORDS 


cylinder, standard transmission, good 
condition only. Also 1954 DeSotos, 
sengers. Highest prices paid. Wire or write: 
Arditi, Building, New York 17, 
Y., phone: OXford 


SEVEN PASSENGER CADILLAC limou- 
sines. Ridgway-Baker, Belmont 4-6611. 
2836 N, E. Sandy, Portland 12, Ore. 


DECAL TRANSFERS 


TRUCK DECALS; no charge for sketch; 
durable, brilliant colors. Write for sam- 
ples. Allied Decals, Inc., 8356 Hough, 
Cleveland 3, Ohio. 


SAVE MONEY FLEET 
LETTERING WITH DECALS 


enamels. Free 


Springwelis Ave., Detroit 


Leading Aute Auctions. 


PARTS FOR SALE 


Simca Original Parts 


MAVE LARGE STOCK FROM FORMER EAST- 
ERN SIMCA DISTRIBUTOR. ALL ORDERS 
SHIPPED DAY RECEIVED. LIST PRICES 
FROM SIMCA PARTS BOOK. 35% DISCOUNT 
OFF SIMCA PARTS BOOK LIST PRICE. 


-Box 132, c/o Automotive News, Detroit 7. 


LLOYD PARTS—Orders shipped promptly. 
Al Lloyd Motors, Inc., Fort Lauderdale, 
Florida. 


PARTS WANTED 


WANTED: Chevrolet and Ford obsolete 
parts for export, 1928 and up. Passenger 
cars and trucks. Send lists for immedi- 
ate orders to: Jack’s Auto Parts, 606 
Anderson Ave., Cliffside, Phone: 
WHitney 3-6666. 

TRUCK PARTS WANTED 

WANTED—New 8, 9, 12 and 14 ft. stake 
bodies from manufacturers. Blackhawk 
Motors, 1233 South Cicero Ave., Cicero 
50, Ill. 


TRUCKS FOR SALE 


TANDEMS 


1951-52-53 INTERNATIONALS 
MODEL LF-195, EQUIPPED 
FOLLOWS: 


450 cw. in. motors 139" wheelbase 
Safety tanks 900x20 tires—40%, 


West Coast mirrors 5th wheels 
Color—red 


Air horns 
Good mechanically 
They are ali from one fleet and have had 
a good maintenance program. Will sell 
at wholesale prices. Call or write: M. M. 
Foote or L. D. Seeman, Phone: WEbster 
7555. 


International Harvester 


Company 
20th and Paul Streets, Omaha, Nebraska 


WRECKER FOR SALE—1954 Chevrolet, 
6403 series, 825 x 20 tires, 2-speed axle, 
W35 Holmes wrecker. Condition good 
(equipped with new TS-100 Towing 
Sling). Price $2,500. Highway Garage, 
701 S. Key, Lampasas, Texas. 


TRUCK 
AUCTION 


Jan. 23rd 11:00 A.M. 
DYER AUTO AUCTION 


641 Joliet St. Dyer, Indiana 
UNion 5-2361 


TRUCKS WANTED 
WANTED: A good, late model Chevrolet 
2-ton wrecker fully equipped. Write to 
Frank Epp Chevrolet Co., 50 Second, 
Dodge City, Kansas. 
SHOP EQUIPMENT FOR SALE 
BURROUGHS BOOKKEEPING MACHINE 
23 register machine, always under main- 
tenance contract. Sacrifice at $750. Ken- 
nedy Motors, Buchanan, Michigan, Tele- 
phone: OXbow 5-6883. 


MISCELLANEOUS 


New Dayglo 
Your Window for 
$3.50! 


foot long transparent window 
streamers of durable .010 thick. 10 inch high 
fluorescent letters. background. 
Back lights at night from your showroom 
lighting. Scotch tape inside your windows 
and store for reuse. Available reading: 

“Get Our Special 

“Come inf Ask for Free Test Drivel” 

“free Appraisal, Drive in!" 

“Come int We Cure Slow Starting!” 
$3.50 each all four for $10.00 postpaid. 


Send check with order. No C.O.D.'s please. 
Money back not happy. 


BAYARD KURTH CO. 


Springwells Detroit Mich. 


MISCELLANEOUS 


BLUE CHIP 
TOW-PILOT 


WITH LUBRICATED 
AUTOMATIC BRAKE 
BRAKE CABLE 


SPECIAL Factory Net) 


$52.35 Fed. Tax Included 


THE FAMOUS 
MOTO-MATIC 


TOW GUIDE 


With Universal Swivel 
Action 


Four Clamp Hook-Up 
SPECIAL Factory Net) 


Fed. Tax Included 


Liberal Quantity Discounts 
Distributors 


Write for Catalog 


Factory Sales Division 


PILOT DISTRIBUTING CO. 
BATTLE CREEK MICH. 
Phone WO. 2-5257 All 
“Leaders the Industry 
Since 1939" 


Canedian Distribytors 


FIVE WHEELS, LTD. 


599 Yonge St. 
Toronto, Ontario 


SEND FOR FREE SAMPLE and discount 
schedule, attractive outdoor advertising 
pennants at low prices. Write Radder 
Products, Box 31, Colvin Station, Syra- 
cuse 5, New York. 


The encyclopedia of dealer cost prices of all 
American cars, three trucks, 25 foreign cars 
—plus all optional accessories — Shows all 
Standard Equipment for All Models—Yearl 
subscription price—$10. 5% discount for cas 
with order. All supplements free. DEALERS 
AND AUTOMOTIVE AFFILIATES ONLY — 
NOT SOLD THE GENERAL PUBLIC. 
ORDER YOURS 


K-B SALES CO., INC. 


Dept. 924 lith Street 
ROCK ISLAND, ILLINOIS 


The “ORIGINAL 


the BAR—TODAY 
WITH THE UNIVERSAL 
$5145 


“WRIST 
BRAKE HOOK-UP 
TowKinG 
TRAIL-KING $37.50 
Fast Pickup & Delivery 


STOCK PARTS FOR 
RED ARROW TOW BARS 


Protecto Covers (Tailor Made) 
Carrying Bags $2.00 
SAFETY CHAINS, set of 2, only 


Tow Bar Sales Co. 


¢ Exclusive Factory Distributors 


So. Clinton St., Chicago 


Car Dealer 


Insurance 


New Subscription Order: 


Send Automotive News Address Below 


All Other Countries One Year $13 Two Years $22 


AUTOMOTIVE NEWS, 965 JEFFERSON, DETROIT MICH. 


TRADE CONNECTION: 
Dealer 


Two Years $16 


Financial Supplier 


1-19-59 
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Exclusive design 


led rower 
Stainless Steel Oil Rings 


assures 


proper cylinder wall 
conformability 


Sealed Power 3-piece Stainless Steel 
Oil Rings hold their fit the cylin- 
der for two reasons: new abutment 
design (see enlargement); and new 
material (Stainless Steel). 

The new design engineered with 
the correct number balanced 
spring tension points assure the 
greatest possible flexibility the 
ring. When compressed the cylin- 
der, equal number sturdy 
shoulders supporting each steel rail 
produces instant conformity the 


cylinder bore and constant uniform 
pressure. 

Because Stainless Steel used 
Sealed Power rings not affected 
engine operating temperature, 
the desired pressure can built 
and maintained throughout the life 
the ring. The expander does not 
have overstressed compen- 
sate for tension loss after the engine 
reaches operating temperature. This 
eliminates ring drag and excessive 
results longer life. 


OTHER KEY FEATURES 


Stop oil consumption 


Stop smoking even under 
high vacuum operation 


Side-sealing 
Quick seating 


Chrome-plated for long 
life 


SEALED POWER CORPORATION, MUSKEGON, MICHIGAN JOHNS, MICHIGAN ROCHESTER, INDIANA STRATFORD, ONTARIO 
DETROIT OFFICE 7-236 GENERAL MOTORS BUILDING PHONE TRINITY 1-3440 


Leading Manufacturer Automotive and Industrial Piston Rings Since 1911 
Largest Producers Sealing Rings for Automatic Transmissions and Power Units 


